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Beauty of design is) a striking fea- 
ture of all Alvin Silver Long-Life 
Plate. It is made to look and feel 
like sterling. 


Alvin Plate is finished in every de- t 

tail just as carefully as sterling sil- 

ver. A comparison with any other 

line of plate will show the differ- 

ence. It is made by expert silver- A 

smiths who are accustomed to / 

working on sterling silver flatware, 4 

as Alvin makes beth sterling and A 

plated ware. é 
Alvin Plate is a Jewelers’ Line and 
is sold through jewelry channels. 
For this reason the Jeweler is cer- 
tain to get the future business when 
he sells Alvin Plate. The customer 
cannot complete the pattern, except 
by purchasing it through a Jewelry 
Store. This means future profits 
for you if you sell Alvin. 

° ° 
Alvin Silver Company 
Sag Harbor, N. Y. 
Chicago, 10 S. Wabash Ave. 
New York, 52 Maiden Lane 
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The Long Life Plate 
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{[LVER has since earliest history been 
recognized as the purest and most hygi- 
enic metal in existence. By many peoples 
it was prized more highly than gold, being 
referred to by the early Greeks as The 
“Noble Metal.” 

It is found as a free metal, as an amal- 
gam, and as an alloy with many other met- 
als, largely with copper. It is also found 
in infinitesimal quantities in vegetable 
growths, sea water and animal tissues, 
proving beyond any peradventure or argu- 
ment that the claim we as makers of sil- 
verware made to the Government during 
the war (that silver was an absolute neces- 
sity for the existence of mankind) was 
justified. 

It was first utilized by the Chaldeans or 
Lidians, and by them for purposes of orna- 
mentation only, on account of its high 
lustre and ductility; gold being its only 
superior in these attributes. The som- 
ber magnificence and gorgeousness of 
medieval times is due in a goodly degree 
to its use as decoration. It has been re- 
flected in the gorgeousness of all ages. 
Idols were made of it; temples were dec- 
orated with it; kings accumulated vast 
stores of it, and exacted from conquered 
nations as tribute such silver as they could 
in preference to anything else (except food 
in case of famine). Why? Because silver 
was a well recognized form of wealth, be- 
ing useful, ornamental and limited in pro- 
duction. ; 

“Silver and Gold have I none” comes to 
us as an expression from the oldest his- 
tory, and recalls to the most indifferent 
person the treasures sought after by man- 
kind since time immemorial. 

Gradually it began to be recognized as 
a medium of exchange, or as: so-called 
“Money,” it not being so cumbersome as 
wheat, meat, foods of any kind, etc., which 
are wealth. Logically it was necessary to 
have some standard as a medium of ex- 
change, and silver was apparently conceded 

as the best for the masses. 

For illustration, the first coin used by 
the Greeks represented the value of one 
ox. The Romans really were the first to 
generally use silver as money, and as they 
conquered nation after nation, their mone- 
tary system was extended, although it was 
very crude until Charlemagne in 800 stand- 
ardized the coinage in his empire, and: his 
plan as a foundation was gradually ex- 
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tended throughout Europe, being adopted 
by England, France, Spain, and the other 
important countries. 

When Albert Gallatin, Secretary of the 
Treasury under President Jefferson, worked 
out our coinage system, it was decided to 
use as a basis the theory that sixteen 
ounces of silver was equal in value to one 
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ounce of gold. (This figures about $1.29 
an ounce for silver.) For international 
reasons the United States demonitized sil- 
ver in 1873, and it has. not been officially 
recognized since by the United States. 

Demonitization did not, however, elim- 
inate silver from the coinage system of the 
world. Today it is the chief metal cur- 
rency of most civilized nations, although 
not a co-standard with gold. Jt is simply 
a token money. This does not fix its 
value, but makes its coinage greater than 
its metal value, illustrated by the daily 
market quotation made on Mexican dollars 
and Indian rupees. 

The large demand, especially from China 
and India for silver for coinage purposes 
accounts to a great degree for the present 
high price of silver, although the fact that 
there is much less being mined now is not 
an unimportant factor. 

The war left the Allies with more than 





600,000,000 pounds of copper products on 
hand, which, with the accumulation of pro- 
ducers, makes a surplus in the world’s 
supply of nearly one year’s peace demands, 
Silver is very largely obtained as a by-~ 
product of copper. We know there is now, 
and must expect for the immediate future, 
a great curtailment in copper mining, and 
there must therefore be produced much 
less silver unless other sources of supply 
are discovered, or old mines reopened. 

As stated, there is today, and will be for 
years, a great demand for silver for coin- 
age purposes. The belligerent powers have 
already piled up war obligations of about 
$50,000,000,000, or over double their pre- 
war debt. The gold reserve has, however, 
increased only about $1,000,000,000. 

Paper currency has been issued against 
the gold reserve, but hard money (silver) 
is most strenuously demanded by the peo- 
ple in many nations by reason of their 
non-faith in paper money, and because 
silver is always of value. 

It is a page of unwritten history that the 
insistent demand recently made by the 
British Government for silver was caused 
by the near approach to a mutiny in India 
because there was talk of India issuing 
paper instead of silver rupees, the natives 
insisting on having actual metal coin. The 
263,000,000 silver dollars in the vaults of 
the United States Treasury represented the 
only idle accumulation of silver in the 
world, so it was wisely decided to put it 
to work. It was melted and furnished to 
England, and this action on the part of 
our Government saved what might have 
been a very serious trouble. 


It is whispered in some circles, but only 
in a very faint breath, that it is the opinion 
of deep thinkers that the only solution of 
this war debt matter (except repudiation, 
which is of course unbelievable) is the de- 
monitization of silver, which would be in- 
deed a very bitter pill for financiers and 
political economists to swallow, and would 
put the price of silver immediately to at 
least $1.29 per ounce. 


The world’s production. of silver is some- 
thing over 200,000,000 ounces per year, of 
which only about one-third is used in arts 
and sciences. The United States produces 
about one-third; Mexico about one-third, 
normally, and the rest of the world the 
balance. Just before the demonitization of 
silver, or to be exact, in 1870, it sold at 
$1.32 per ounce. Thereafter until recently 
there has been a steadily declining mar- 
ket, which reached its lowest level in 1915, 
when the price dropped to 46% cents, 
which I think was the lowest price it 
reached. 

This in brief is the history of raw silver. 

The derivation of the word “Sterling,” 
which is now universarlly recognized as 
the standard of quality, is not absolutely 
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== SUMMER JEWELRY COMFORT FOR MEN | 
= With the advent of warm weather the majority of men seek an 
— inexpensive cuff button for use in comfort giving soft shirts. As 
== well as being inexpensive this button must be neat, attractive, 
zs durable and adaptable. Each and all of these ‘characteristics are 
a to be found in the Larter 10K Eezeto Button which is made of 
== unquestioned 10K Green Gold in a variety of engine turning— 
= some with black enamel border, in a small size if you like, larger 
=a if you prefer, in Round, Oval or Octagon in each size and at 
rH | prices that are interesting. 
s= Secure a stock for the home comers. 
=m LARTER & SONS, 23 Maiden Lane, New York 
+ 
: Pac. Coast Rep., 
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known, although we know it was a denom- 
ination in use during the reign of Henry 
[IJ, and referred then, as now, to an alloy 
consisting of not less than 925 parts of 
pure silver and 75 parts alloy. 

About the only plausible explanation I 
have ever heard was Spillman’s, who ar- 
gued that it came from “The Easterlings,” 
who came over from Eastern Germany in 
the 12th Century. The purity of their 
money was famous, and they were sup- 

sed to have been brought over by the 
English to reform the quality of their coin 
(£ Sterling). 

The oldest method of testing the quality 
of either gold or silver was by the “touch.” 
This consisted of making (by the metal 
to be tested) a streak on a black stone 
called a “touch stone,” and comparing it 
with a streak made by a standard sample 
of known quality and composition, which 
was called a touch needle (am afraid this 
would hardly be a satisfactory test during 
these times). This method of trying the 
fineness was called “touching” and_ the 
word obtained for a long time, even after 
the adoption of the chemical assay test. 
Shakespeare in “King Richard” says, “Ah, 
Buckingham, now do I play the touch, to 
try if thou be current gold indeed.” 

Trade-marks are of undoubted antiquity. 
Ancient Babylon had property symbols, and 
the Chinese claim to have used trade- 
marks 1,000 years before Christ. 

Because at that time in England such 
extensive frauds were being perpetrated by 
the makers of so-called silver, protection 
was deemed necessary, so Edward I in 
1300 ordained that “No manner of vessels 
or server depart out of the hands of the 
makers until it be assayed by the warden of 
the craft, and further, that it be stamped 
with a leopard’s head.” 

Further protection seeming to be neces- 
sary, in 1363 it was required that each 
silversmith should set upon his work his 
individual mark as “Assigned to him by 
the King,” also that it must be marked by 
the surveyor, after being assayed, with the 
King’s mark. 

In 1675 it was decreed that all manner 
of silver vessels be assayed at Goldsmith’s 
Hall, and if there approved as standard, 
striking thereon the “Lion and Leopard’s 
head, crowned,” or one of them, before 
being exposed for sale, and so trade-marks 
were adopted by England, and there came 
into being “The Hall Mark.” 

The earliest domestic utensil known was 
the spoon. Forks, although used in medi- 
eval times in the kitchen, are of compara- 
tively modern date in their use at the 
table. Early illustrated manuscripts of 
medieval banquet scenes, which are not 
uncommon, show spoons, a few knives, 
but no forks. Banqueters then held their 
food in a napkin with one hand, while with 
the other they cut it with a knife, with 
which they carried it to the mouth; a habit 
that has been borne down to the present 
generation as the undercurrent of the un- 
cultivated and unrefined portion of society. 

It was the back of the knife, which in 
polite society entered the mouth, and the 
protuberance on the back of old-fashioned 
knives is a relic of this custom which lin- 
gered long after the habit of eating with a 
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knife had disappeared. Today, as you all 
know, knives are so made not for the 
original purpose, but as a matter of “style.” 
There being no forks in early days, ex- 
plains the reason why at banquets the hosts 
were so particular to see that each guest 
was served with water with which to 
wash; one attendant serving the guest with 
a jug and basin, while another stood by 
with a towel. 

Knives were seldom provided for, as it 
was the common practice for people to 
carry their own knives in a sheath attached 
to the girdle. Rich folks had their silver 
spoons then as now. Less fortunate used 
copper or pewter. The stems in the course 
of time became a vehicle for ornamenta- 
tion, and the ends of handles were often 
enriched with a reproduction of personages 
and animals. 

In the middie ages, the usual first gift 
which a boy or girl received was one or 
more spoons. The Apostle Spoons, so well 
known to us all, were the favorite; the 12, 
with the Master Spoon, making a full set, 
and they were doubtless produced in imita- 
tion of the heathen, who introduced the 
figures of their gods on most every utensil. 
Thus was born the Souvenir Spoon. 

The use of forks was introduced into 
England from Italy early in the 17th Cen- 
tury, which rendered the table wash basin 
unnecessary. Our finger bowls are the 
relic of that custom. 

History says Governor Winthrop had the 
first table fork ever brought to America. 
In 1633, when forks were rare in England, 
he received one from a friend who wrote 
saying that he was sending him a case 
“Containing a knife, bodekyn, and a fork, 
for the useful application of which I leave 
to your discretion.” 

In the inventory of Antipas Boyce made 
in 1669 a silver spoon, fork and knife are 
mentioned. In 1673 Paisin Oxenbridge 
had one forked spoon, and his wife two 
silver forks, so forks were manifestly but 
little used then; however, some one evi- 
dently got busy, for:in 1675 the inventory 
of John Frake, of Boston, showed him to 
have been in possession of eight forks. 

From this time on forks found their 
place, becoming popular, and their use be- 
came more and more general. Spoons and 
forks during these times were almost in- 
variably of the “Rat Tailed” design. From 
the handle down the back of the bowl 
to about the middle ran a ridge, shaped 
like a rat tail, so made probably to 
strengthen them. Rat Tail design, with 
slight variation, was about the only style 
used until early in the 19th Century, when 
the “Coffin Shaped” handle was _ intro- 
duced; a little later modified to a slight 
extent, and so were born the patterns 
which today we all know as the “Fiddle” 
and “Tipped.” 

A few years later, when mechanical 
methods had been perfected, the first of the 
so-called fancy patterns were. produced. 
The beautiful “Olive” pattern came into 
existence, followed thereafter by hundreds 
of patterns, until today they are produced 
with much greater frequency than neces- 
sity requires, or any of us desire. 


PLATED WARE 


It is clear that from very remote times 
some process of plating base metal with 
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silver was in existence. What method the 
earliest platers used is NoT clear, but it is 
certain that as in electro plating today, 
the silver was put on after the article had 
been shaped. 

It is recorded that complaint was made to 
the proper authorities in England that. “the 
cutlers in their workhouses cover tin metal 
with silver, so cleverly, that the same cannot 
be discerned or severed from the tin, and 
by that means they sell the tin so covered 
as fine silver, to the great damage and 
deceit of us and our people.” Three hun- 
dred years later, in 1625, a complaint was 
made about “counterfeit stuff which. even 
intelligent people may be induced to take 
for silver.” 

Probably the methods employed in all 
these processes were in some way a modi- 
fication of “Close Plating,” the principal 
method used up to about 1740. 

It is seldom possible to place with one 
individual the full credit of any invention 
which has revolutionized a trade, or trade 
methods, but the process of “Plating by 
fusion” has been definitely traced to one 
Thomas Bolsover, in Sheffield, who in the 
year 1742, while repairing a thin layer of 
silver on the copper handle of a knife, 
evolved the idea of combining copper with 
silver in layers ready for manufacture into 
any desired form. (Horace Walpole, writ- 
ing in 1760, states, “I passed through Shef- 
field, a busy town with 22,000 inhabitants. 
One man there has discovered the art of 
plating copper with silver.”) Bolsover 
himself did not appreciate the importance 
of this invention, but one of his appren- 
tices, Joseph Hancock, developed the idea 
to a commercial success, and made his for- 
tune, by supplying the “plate” ready to 
work, to the silversmiths generally. 

This invention was destined to, and did, 
revolutionize the Silver Plate business of 
the world, fast replacing every method of 
close plating then in existence, and so 
monopolized the production of wares of a 
receptive and ornamental character. Thus 
was born “Sheffield Plate.” 

In the manufacture of Hollow Ware in 


_ Sheffield Plate, the silversmith of early 


days had to know every branch of his 
trade. He was designer, die sinker, forger, 
solderer, buffer, burnisher, chaser, en- 
graver, and did most thorough work. 
Muscle and sinew were as ‘needful as in 
the trade of blacksmithing. With his an- 
vils, hammers, punches, etc., he skilfully 
shaped articles, putting a feeling and touch 
into his work that is seldom found in mod- 
ern wares. Each article reflected the indi- 
viduality of the maker, and was in many 
cases considered by the maker as an artist 
considers his pet painting: “The Apple of 
His Eye.” 

A different condition exists as to the in- 
vention of Electro Plating. So many and 
almost simultaneous improvements occur- 
ring, and so many patents asked for and 
taken out, that it is utterly impossible to 
pick out any one individual and say he 
alone invented or even brought to perfec- 
tion, the process which was destined to 
revolutionize the silver plate industry to 
even a greater degree than plating by 
fusion. 

In Birmingham, in the Chapel of Ashton 
Hall, stands an electro plating machine 











60 THE JEWELERS’ CIRCULAR 


May 14, 1919, 











| 














Works 


OFFICES 


CUTTING WORKS 


America’s Largest 
Diamond 
Cutting 


E Stern Bros. & Co. 


68 Nassau Street, New York 
31 N. State Street, Chicago 
10 Tulp Straat, Amsterdam 


Most Modern and Complete 
136-146 W. 52nd St., New York 


 wateteP PRK ESTABLISHED 1868 fant Chk ea CH oe 














y C. DAO OMAR ES TABLISHED 1868 Yr 


































Va 




















May 14, 1919. 


bearing a plate which is as_ follows: 

“This machine, founded upon Farraday’s 
great discovery of induction, was invented 
by John Woolrich. It was constructed by 
Messrs. Prince & Son in 1844, and it is the 
first magnetic machine that ever deposited 
silver, gold, or copper.” 

To Birmingham, therefore, belongs the 
honor of introducing Electro Plate, a dis- 
covery which has influenced science and art 
to an enormous extent. So came into ex- 
istence the process of Electro Plating. 

It is undoubtedly a fact that the Elking- 
tons were the first to turn the invention to 
practical account, and as they began to 
utilize this invention, which they did in 
1840 (securing all patents with any prac- 
tical bearing on Electro Plating), the old 
Sheffield Plate manufacturers became 
greatly alarmed for the future of their in- 
dustry, which had been thoroughly estab- 
lished for 100 years, and a panic ensued 
among them, which was finally allayed 
when Elkington agreed to give each of 
them the right to use the process on pay- 
ment of a royalty, and guarantee to deposit 
not less than 1,000 ounces per year. 

Christofle, of Paris, was the first to ap- 
ply the Electro Plating process to articles 
for the household in France. They pur- 
chased one patent from a French chemist 
in 1840, and also manufactured under roy- 
alties owned by Elkington until their 
patents expired in 1860. 





In the early 40s, about the time Elking- 
ton in England, and Christofle in France, 
were perfecting and commercializing the 
Electro-Plating, there was in Hartford, 
Conn., a family by the name of Rogers, 
and in that family three brothers: Will- 
iam, Asa and Simeon. William and Simeon 
owned a small general jewelry and silver 
business. Asa was an odd _ individual; 
studious, visionary and interested in any- 
thing new. The process of “Electro” Sil- 
ver plating was being talked of, and being 
something new, appealed to him. He be- 
gan to investigate the invention and ex- 
periment with the process; absorbed the 
necessary knowledge, and became a silver 
plater in a small way, and in 1847 the three 
brothers formed a partnership for the pur- 
pose of developing Silver Plated Ware. 

Simeon ran the shop. 

William did the selling. 

Asa did the plating. 

These boys were the exemplification of 
honesty and integrity. They made goods 
that were better than they claimed, and 
soon the wares made by the Rogers broth- 
ers obtained a very high reputation. 

They were rather unfortunate in their 
business venture financially, had many mis- 
understandings, and in 1862 the three 
brothers, seeing failure staring them in the 
face, formed a connection with the Meri- 
den Britannia Company, all three entering 
its employ, and under certain hard and 
fast contracts Electro Silver Plated Wares 


were made by that company and stamped ~ 


“1847 Rogers Bros. Al,” 
the manufacture of which has been contin- 
ued from those early days to now, and I 
hope will be for many years to come. My 
only excuse for mentioning this is that it 
serves to bring the history of Silver Plated 
Wares from its conception, as we have fol- 
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lowed it, briefly to be sure, from the raw 
metal down and through all years to 1919. 





We have dealt with the past. What of 
the future? We manufacturers believe that 
silverware (and when I speak of silver- 
ware, I mean it in its generic sense as 
applying to Silver Plate and Sterling Sil- 
ver both), has come into its own; that the 
people are recognizing more and more, 
from year to year, that there is nothing 
known for the table which is as sensible 
for everyday use as silverware. Most sani- 
tary, indestructible, attractive, and as ar- 
tistic as the most refined taste requires, or 
as expensive as the most lavish spender 
desires. 

Why should we not share in the great 
prosperity which confronts us; with the 
United States selling goods to the rest of 
the world at the rate of $6,500,000,000 per 
year? (Can any of us realize what a billion 
is? I do not believe that the human mind 
is fully capable of. comprehending it.) 
With American goods being carried in 
American ships to the four corners of the 
world, the fundamental soundness of the 
future is almost if not absolutely assured. 
Why, think of it, the United States will in 
1919 produce 

85% of world’s supply of Autos, 
75% of world’s supply of Corn, 
66% of world’s supply of Oil, 

60% of world’s supply of Cotton, 
60% of worid’s supply of Aluminum, 
60% of world’s supply of Copper, 
52% of world’s supply of Coal, 

50% otf world’s supply of Zinc, 

40% of world’s supply of Lead, 


40% of world’s supply of Iron and Steel. 
25% of world’s supply of Wheat. 


Before the war we were a debtor nation 
to the extent of $5,000,000,000. Today we 
have not only paid up tht indebtedness, but 
are owed $10,000,000,000, and hold the larg- 
est gold reserve of any nation on earth. 

With such an amount of new wealth 
coming into existence in our country, how 
can we help having a wonderful business? 
The people have been busy filling their 
wants with automobiles, and as soon as 
their wants in that respect are filled they 
are going to buy silverware. How can we 
help having a big business? 

The world’s wants are almost boundless, 
and the United States will have little com- 
petition for months or years to come. 

Suppose any of us were the owners of 
the only store in our respective cities— 
could we help having a good business un- 
der such a condition? Your Uncle Sam 
owns about the only store in the world to- 
day which has any supply of merchandise. 
All the world has got to deal with him, 
and satisfy their wants at his store. It 
requires no skill to sell goods when you 
are the only one having goods to sell. 
How can we help having good business 
under those conditions? 

You know the United States has only 6 
per cent of the population of the world. 
We have been so busy developing this little 
domestic trade that we have not realized 
the wisdom of paying proper attention to 
the foreign business, and are only just 
awakening to its possibilities. 

We have established a number of indus- 
tries to supply these markets, which have 
been hitherto unknown to us. One illus- 
tration will serve to show what I mean. 
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Germany has controlled the dye business 
of the world for 50 years. In 1914 the 
United States made five coal tar dyes and 
bought 300 from’ Germany. In 1916 the 
United States had nearly 100 dye-making 
plants, and produced dyes of the value of 
over $60,000,000. This and hundreds of 
other new industries will bring added 
wealth to our country. How can we help 
having a good business? 

Some of you may say “That man is an 
optimist.” (The best definition of an op- 
timist I have ever heard is, “One who has 
been intimately associated with a pessi- 
mist”). Yes, I have met a lot of pessimists 
in the past year or two, but note what 
others say in the jewelry and silverware 
business. 

Probably most all of you saw the report 
of the investigation by the National Asso- 
ciation of Manufacturers made from among 
its members. It is mighty interesting. The 
record is based upon actual statements 
made by members of the National Asso- 
ciation of Manufacturers engaged in the 
jewelry and silverware business, in which 
we as a body have particular interest. 
According to the record, the manufactur- 


‘ers of jewelry and silverware report as 


follows regarding trade conditions: 


Present Prospects 
Business. for 1919. 
Poor business ......... 4% 00 (Not one) 
Fast: DOMMOED <6c.00 665s 19% 16% 
Good business ,........ 34% 56% 
Excellent business ..... 43% 28% 


With such a unanimous expression of 
optimism among manufacturers, how can 
one help being sanguine as to the future of 
the jewelry and silverware business? We 
are entering upon a new era. Conditions 
have changed faster in the past five years 
than in any five years in the history of the 
world. Every one of us should quit think- 
ing in terms of “hesitation and dowbt,” 
and if we do, our country is going ahead 
in the next 10 years as it never has before 
in its history, and beyond the possibility 
of human realization. 








DEATH OF WILLIAM S. ZILLER 





Former Toronto, Can., Jeweler, Dies at the 
Age of Fifty-two Years 


Toronto, Canada, May 9.—William S. 
Ziller, well known in connection with the 
Toronto jewelry trade, died at Oakville, 
Ont., last Tuesday at the age of 52 years. 

He was born at Oakville and came to 
Toronto as a youth, serving his apprentice- 
ship with Davis Bros., jewelers. For many 
years he occupied a responsible position 
with Ryrie Bros., Ltd., frequently visiting 
Europe on buying trips for the firm. Some 
years since he became broken in health 
and for a short time engaged in fruit farm- 
ing in Porto Rico, but later had lived at 
Oakville, devoting his attention to jewelry 
advertising, of which he had. made .a 
special study. 

Mr. Ziller was at one time a keen 
bicyclist and a member of the Toronto 
Bicycle Club. _He was a prominent: Free 
Mason and a past master of Ashlar Lodge 
and also belonged to the Order of Elks 
and the Knights of Pythias. He was 
unmarried. 
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Metropolitan Museum of Art’s Interesting Exhibition of 
Ornament as Shown in Prints and Drawings 





By William M. Ivins, Jr.* 














ee 


I the Exhibition of Ornament in the print 
galleries of The Metropolitan Museum 
of Art, New York (Wing J, rooms 8, 9, 10), 
there are to be seen a number of most in- 
teresting examples of the manner in which 
the craftsmen of past times utilized the pat- 
tern engravings made by the old masters of 
design. Few of these designs show any 
particular care upon the part of the designer 
in regard to such matters as perspective or 
true proportions, and an even smaller num- 
ber of them are measured or working draw- 
ings, but the craftsmen nevertheless knew 
how to translate them into the terms of 
the particular thing they were making, much 
as the same tune may be interpreted by the 
voice or by many instruments. 

As an instance of this, may be taken the 
series of plates by such great artists as Ran- 
son and Lalonde showing wreaths and 
bunches of flowers and ribbons combined in 
the most charming and beautiful designs—- 
the engravings so delicate in line that to the 
casual glance they seem far better fitted for 
title-pages or book-plates or even for 
textiles than for execution in any of the 
heavier materials in which the interior deco- 
rator works. But over two of the fragile 
and dainty examples of the engraver’s art 
there are hung in the Museum galleries 
great panels of heavy wood upon which the 
designs have been carried out as wall deco- 
rations, one in paint and the other in carved 
oak. The carved panel is particularly en- 
lightening when compared with the engrav- 
ing because few woods are heavier or 
coarser in grain than oak, and yet it has 
been used to perfection as the medium in 
which the peculiarly light and graceful lines 
of the etching should be given permanence. 
Throughout the panel the design has been 
given more swing and its elements thrust a 
little wider apart than in the print, so that 
its heavier lines could get the same amount 
of free play. 

Just as the engraving is a masterpiece of 
refinement and minuteness, so is the carving 
‘one of the most beautiful among the many 
beautiful pieces of carved wood in the great 
Morgan collection. It would be difficult to 
find a more perfect example of the marvel- 
ous manner in which the master-craftsmen 
of old France utilized the wealth of design 
that the artists and draughtsmen produced 
for their benefit. : 

In a case in the middle of the opposite 
wall of the same gallery are shown ormolu 
mounts for furniture, amony which is a 
series of swags and garlands which obvious- 
ly were inspired by these same dainty etch- 
ings of flowers—the metal craftsman work- 
ing his bronze as easily and surely as the 
painter or wood-carver manipulated his own 
materials. 

In the gallery containing the earlier 
works, there is a splendid showing of 
Renaissance design of this same abstract 


*Curator of Prints at the Metropolitan Museum 
of Art. . 


nature. A single frame, for instance, con- 
tains a reproduction of a print by Alde- 
grever, the original of which is in a neigh- 
boring frame, and beside it, reduced to the 
same scale, photographic reproductions ofa 
carved stone panel, a glazed and colored 
stove tile and a beer mug, all bearing the 
same design as that contained in the little 
print. 

As interesting as anything in the whole 
exhibition are the two large floor-cases con- 
taining rare old patterns for textile work- 
ers, which are accompanied in each base by 
a piece of lace or drawnwork or embroidery, 
often made slavishly from the little black 
and white woodcut design, and in other in- 
stances, showing how the needleworker 
varied or simplified the pattern set for her 
by the woodcutter. Many of these needle- 
work designs were also utilized in their 
time by wood inlay or intarsia workers, and 
by wood and stone carvers in the laying out 
of work intended for panels and friezes in 
rooms and on large pieces of furniture, and 
by inlayers and metal workers for borders 
around small boxes and other objects. 


Particularly important is the series of de- 
signs for cups and goblets in fine metal and 
crystal, for in them can be seen the same 
elements utilized in embroidery, in carvings, 
and in furniture by the makers of such 
things in the great days of the Renaissance. 
There are a large number of most surprising 
flower and leaf designs which found their 
way into the hands of tapestry makers, sil- 
versmiths, and the men who carved crock- 
ets and ends of chair handles. Rarely, if 
ever before in this country, has there been 
an exhibition containing more beautiful and 
exquisite designs than this one at the Met- 
ropolitan Museum of Art, and certainly 
there has never been one like this in which 
the multifarious uses to which designs of 
the greatest masters were put in practice 
have been illustrated by actual juxtaposition 
of design and related work of the craftsmen. 

To the designers and craftsmen of today 
this exhibition offers an opportunity such as 
has never before been given them to see the 
actual way in which their predecessors 
availed themselves of the wonderful mate- 
rial to be found in old books and prints and 
how they turned that wealth of design to 
their own purposes, especially to the long- 
headed business man, be he producer or dis- 
tributor, who is able to gauge the direction 
of industrial art development in this great 
country such an exhibition is a source of 
much information and an index of unlim- 
ited possibilities for the improvement of 
current products. Design has always been 
a selling factor, for design is bound to re- 
main in all types of home furnishings and 
other industrial art objects the primary fac- 
tor of quality. 

The present exhibition will continue until 
June 21 and may be seen daily between the 
hours of 10 a. m. and 6 Pp. m. and on Sun- 
day between 1 and 6 Pp. m. 
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Government Bulletin Urges Training 
in Industrial Plants 





Wry American industries should profit 

by a great lesson which the war 
taught with respect to the value of indus- 
trial training, and maintain such training 
in peace time, is the subject of a bulletin 
entitled “Training Labor for Peace Time,” 
which has been prepared for free distribu- 
tion by the U. S. Training Service, C. T. 
Clayton, Director of the U. S. Department 
of Labor, Washington, D. C. This vest- 
pocket booklet sets forth a number of in- 
teresting and significant facts with respect 
to the present and potential efficiency of 
labor and the future of industry. 

By “industrial training” is meant brief 
practical instruction for industrial work- 
ers in the one best way of doing their re- 
spective tasks, such training being given in 
that plant. 

The benefits to employer and employe 
which such training brings are truly aston- 
ishing. Many far-sighted firms already 
have installed training departments, but 
the majority have not given the subject 
sufficient attention. The war made train- 
ing imperative in many instances. The 
lesson taught in that great emergency 
should be applied to peace times. We 
can not continue in the haphazard fashion 
that obtained before the war. 

Today the great majority of workers in 
America are at tasks, some simple and 
some complex, for which they have never 
been systematically trained. It is esti- 
mated that 7,000,000 out of the 10,000,000 
industrial workers in this country are so 
handicapped. 

A training department such as the Train- 
ing Service experts assist manufacturers in 
establishing is not only designed to start 
new employes right—important as that is 
—but it is intended as a permanent fea- 
ture in the plant for the benefit of all, par- 
ticularly the poor and mediocre workers. 
In the long run the systematic upgrading. 
of these workers is the big function of the 
training department. A worker having re- 
course to such training in time can greatly 
broaden his skill and increase his earning 
power. 

Two-thirds of American children quit 
school on or before reaching the sixth 
grade, and these are entitled to far more 
facilities for self-development than society 
now offers them. Training departments 
are urged as a most practical remedy for 
this condition. 

This is but one of several bulletins being 
issued for free distribution by the U. S. 
Training Service, the address of which is 
in the Department of Labor, Washington, 
D. C. Any of them can be had upon 
request. 








As late as Sunday noon, on April 27, Mr. 
Dalin of the Dalin Jewelry Co., West Allis, 
Wis., was in his store, but when he opened 
the store the next day, he found many 
tracks on the floor and noticed that a side 
window had been forced open. Jewelry. 
consisting of 26 gold vest chains, two pairs 
of pearl earrings in a white paper case, 
marked with the firm name, and 71 gold 
baby rings with pearls, blue and red sets, 
had been stolen. ; 
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uscA A charming La Tausca “June Week” window. 


LaTay PEARLS 
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June is the traditional month 
of Brides and Graduates; the 


pearl is the jewel of June for 
Birthdays. 


We want you to make June 
Week (the first week in June) a 
Banner period in your sales in La 
Tausca Pearls. The opportunity to 
enlarge your business in this ever- 
popular gem is unprecedented. 


Window displays such as illus- 
trated here will greatly increase 


Every Necklace La Tausca Sold by a Retailer 
Retailers Supplied Through Wholesalers Only 


KARPELES 


NEW YORK 


your sales. Women who buy one 
number become fired with a desire 
for a finer quality. On seeing these 
wondrous gems the purchaser often 
buys a number more costly than she 
intended. The field is unlimited. 


La Tausca Pearls fulfil woman’s 
inherent love of the beautiful, the 
chaste and dainty in adornment. 


Write us for descriptive sheet of 
window displays and show cards. 
Yours for the asking; write now so 
as to have time to prepare for the 
June Week La Tausca Drive! 


La Tausca Pearl Windows to 
Feature “June Week” for You- 
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LaTAY — 


COMPANY 
PROVIDENCE | PARIS 


Address all communications to Providence 









































MORE ABOUT BILL 299 


Proposed Legislation Affecting Wholesale 
and Retail Concerns in Illinois Being 
Vigorously Opposed by Jewelers’ 
Committee 


Cuicaco, May 10.—House Bill 299, which 
‘amends the city and villages act to give 
cities and villages throughout the State 

wer to license, tax and regulate whole- 
sale and retail jewelers, continues to make 
progress in the State legislature at Spring- 
feld in spite of the vigorous fight which is 
being made by those affected. 

The following emergency call was sent 
out to the trade this week : 

“We have already sent you a statement 
regarding House Bill 299, and a copy of a 
resolution passed by the Chicago Jewelers 
Association in opposition to this measure. 
While we have undertaken considerable 
work to defeat this special taxation, our 
committee feels that your direct personal 
effort should also be made, not only to pro- 
tect yourself, but to protect the entire trade 
against this proposed taxation and regula- 
tion. This bill is a pernicious piece of legis- 
lation and violates every fundamental prin- 
ciple of fair play. Only a few lines of 
business are covered by the bill. The dis- 
crimination against these particular lines to 
the advantage of other industries of equal 
importance throughout the State is abso- 
lutely unjustified. Moreover, the regulation 
feature contained in the bill opens the door 
to all manner of pernicious interference 
with regular trade. The bill is dangerous 
and never should have been introduced. It 
must be defeated. The bill is still pending 
in the House of Representatives, and there 
is yet time to let your voice be heard in 
that body. The undersigned committee 
personally urges that you at once bring your 
opposition to the attention of the members 
of the legislature from your district, both 
by seeing them and writing to them, so that 
they will have a record in black and white 
of your feeling about the bill. Also see 
and write to any other members of the legis- 
lature with whom you may be acquainted. 
As they are your representatives, they must 
take into consideration your opinion as an 
individual and act upon it. Please attend 
to this at once. To do so will be to pro- 
tect your trade and yourself against an un- 
fair piece of legislation.” 

The notice was signed by the committee. 











ROBBERS AT WORK 


“Frederick’s” Shop Visited by Window 
Smashers, Who Secure Considerable 
Loot and Escape Undetected 


Cuicaco, May 10—Frederick’s Pearl 
Shop, 19 E. Washington St., which has al- 
ready been robbed twice since the first of 
the year, was robbed again last Friday 
evening. Somebody threw a brick through 
the window and escaped with jewels, the 
exact number and nature of which could 
not be determined, it was stated, until an 
inventory of the stock in the window has 
been taken. 

Patrolman Hopewell, of the Central Sta- 
tion, was standing near the corner of 
Washington and State Sts., and he ran in 
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the direction of the noise. All he saw upon 
arriving was a gaping hole in the window, 
and a sailor, standing in a doorway near at 
hand, much under the influence of liquor. 
He was unable to give a satisfactory expla- 
nation of his presence near the scene of 
the robbery. It is not believed that he had 
anything to do with the robbery. 

Adam Holzeheimer, manager of the 
jewelry store, told the police that there was 
$10,000 worth of jewelry in the window. 








MAY SOLVE HOLD-UPS 


Chicago Police Believe They Have Picked 
Up a Clue Which Will Result in Clear- 
ing Mystery Surrounding Two 
Daring Robberies 





‘Cuicaco, May 10.—A woman’s red hair 
may lead to the solution of two daring 
hold-ups of jewelry stores which have 
baffled the local police. Information re- 
garding the woman with the red hair came 
when the police arrested a bartender, and 
his employer, at 1301 Chapin St. The men 
were arrested when Jack Howard and Jack 
Quinn, held in the County Jail on a charge 
of robbing the North Avenue Loan Bank 
and the Sauhade Jewelry Co., wrote a note 
to one of the men which read: “Come to 
the County Jail and see us. It is in your own 
interest.” The note was intercepted, and 
the arrest of the man and his employer fol- 
lowed. The police found several hundred 
dollars worth of jewelry in the possession 
of the men, some of which the police say 
was identified by Max Spear, owner of 
the North Avenue Loan Bank. 

When one of the men was questioned he 
told about the woman with the red hair. 
Acting on the information received, De- 
tective Sergeant John Hernigle went to 
East Moline, Ill., and arrested the woman. 
She denied being a fence, but admitted hav- 
ing received jewelry as gifts from certain 
men. She named the men. She did not 
have any part in the robberies, she said. 
The police are holding the woman, believ- 
ing that she knows more than she has told 
thus far about the robberies. Writs for 
the appearance of the man and his employe 
in court were obtained last week. As soon 
as they were booked a bondsman appeared 
and they were freed. They are charged 
with receiving stolen property. 


KOOKSES PAROLED 


After Being Sentenced to Prison Term Court 
Learns That Prisoner Is Victim of 
Tuberculosis 








Oscar Kookses, diamond broker, who 
was convicted last week in Part Six, Court 
of General Sessions, Criminal Courts build- 
ing, New York, charged with having fled 
to Canada after having fraudulently ob- 
tained a large quantity of diamonds from 
dealers in New York, was sentenced Mon- 
day by Judge Rosalsky in the same court 
to not less than one year and six months 
and not more than five years. 

When a doctor’s certificate was produced 
showing that he was a victim of tubercu- 
losis in an advanced stage, the sentence 
was revoked and the prisoner was placed 
on parole, the violation of which will call 
for the original sentence. 
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DIRECTORS MEET 


Many Topics Discussed at. Monthly Meeting 
at Offices of National Jewelers Board 
of Trade 


The board of directors of the National 
Jewelers Board of Trade held a monthly 
meeting Thursday in the Board’s rooms, 15 
Maiden Lane, at which 10 new members 
were elected, making a total of 68 new 
member$ since the first of the year. The 
news of the death of H. W. Patterson, a 
director of the New England Board for 
10 years, was received with regret. A com- 
mittee was appointed to draw up suitable 
resolutions. 

The status of several fraudulent bank- 
ruptcy cases investigated through the use 
of the Board’s fighting fund was reported, 
particularly the case of W. H. Calhoun, 
Sunbury, Pa., who pleaded guilty to the 
indictment against him at the trial in Har- 
risburg, Pa., on May 6. ‘Calhoun will be 
sentenced in about one month, the court 
having granted him that time in which to 
straighten up his affairs so that his wife 
may continue the business he is now con- 
ducting. 

An interesting point brought out by the 
prosecution of Henry Gerard of Mt. Clem- 
ens, Mich., and reported at the meeting, is 
that the bankrupt was the same George 
Fowler who disappeared from Houquim, 
Wash., in 1913, in which case the Board 
made appropriations from its fighting fund 
to follow up “Fowler.” The result was that 
five trunks of assets were recovered and 
five per cent paid to the creditors at that 
time. However, all trace of “Fowler” was 
lost after this incident until the case of 
Gerard came up. 

The meeting of the New England mem- 
bers will be held on June 9, at which will 
take place the election of a nominating 
committee, in conformity with the new by- 
laws, to suggest names of directors at the 
annual meeting which will be held next 
January. 

A meeting of the members in New York 
and vicinity will be held on Tuesday, May 
27, at 11 a. M., at which will be elected 
a nominating committee representative of 
New York. 

At the meeting Secretary Backus re- 
ported only six financial embarrassments 
in April, which is possibly the fewest num- 
ber for any one month in the history of 
the trade. Of these three were retailers, 
one an installment house, one retail optical 
store and one manufacturing jeweler. Sec- 
retary Backus also reported that. arrange- 
ments are now being made so that S. W. 
Rosenthal, South American trade investi- 
gator, may address a mass meeting of mem- 
bers and the trade, showing the result of 
his investigation of the silver and jewelry 
markets in South America during the past 
two years. The Bureau of Foreign and 
Domestic Commerce indicate approval of a 
full exhibit of samples of South American 
jewelry as well as photographs and cata- 
logues of European houses doing business 
in South America, at the Board’s rooms 
for several days. A similar meeting is also 
being arranged under the auspices of the 
New England Board’s Good and Welfare 
Committee as well as in other large cities 
where the Board has branch offices. 
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GOOD WILL 


A business lives through its 
customers. And its great- 
est asset is their good will. 


Our service has always measured up to 
this standard and brings forth voluntary 


expression of friendship and confidence. 


ARNSTEIN BROS. & CO. 


170 BROADWAY NEW YORK 


Offices only in New York City. 
No branches in United States. 


LONDON: AMSTERDAM: 
Audrey House, Ely Place 6 Tulp Straat 


We Sell 
Diamonds Exclusively 
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Further Comment on Enforcing Honest Advertising Laws* 
: By Eton J. Buckuey. 


Y recent article on “Why Honest Ad- 
vertising Laws’*Are Not Accomplish- 
ing Much” has stirred up some attention. 
] have heard from it directly and indi- 
rectly from all over the country. Because 
I want every reader hereof to understand 
what I say, I will very briefly recapitulate 
what I said in the former article: All 
but 12 States have a law forbidding fraud- 
ulent and deceptive advertising, but none 
of them provide their own enforcing ma- 
chinery, and the consequence is that they 
are not enforced. The Associated Adver- 
tising Clubs of the World does what it 
can and has prosecuted several cases, but 
naturally has merely made a faint scratch 
upon the surface. The plea was made in 
the former article that associations of 
business men make it their business to en- 
force the advertising laws. 

The only dissent anybody has sent me 
on the former article has been from the 
Associated Advertising Clubs, which 
seemed to think I had not given them 
sufficient credit for what they had accom- 
plished. The secretary wrote me they 
didn’t believe in prosecution except as a 
last resort; the organization had stopped 
a lot of fraudulent advertising merely by 
taking the matter up with the advertisers. 
Those cases didn’t always come to light, 
said the secretary, and therefore people 
mistakenly thought they weren’t doing any- 
thing. 

I have no desire to detract from the 
work of the Associated Advertising 
Clubs. As a matter of fact, it repressents 
about all the work anybody has done, but 
it stands to reason that one such organ- 
ization can’t go into all the cities and towns 
of the whole United States and seek out 
evidences of dishonest advertising. 

The editor of THE JEWELERS’ CIRCULAR 
writes as follows regarding the former 
article : 

Your article on the advertising laws and why 
they are not accomplishing much, has stirred up 
some comment; no doubt you have heard some 
yourself. I believe that the bulletin sent out by 
the Associated Advertising Clubs was inspired by 
your article, and for that reason take the liberty 
of calling your attention to the editorial in Tne 
Jeweters’ Crrcutar, April 9, an extra copy of 
which has been sent you under separate cover, 
and also a clipping of the same is inclosed 
herewith. 

1 thought perhaps you might like to know that 
you are on solid ground as far as the jewelry 
trade is concerned, because of the conditions in 
our industry. Our real jewelers have, to a large 
extent, stopped misrepresenting when moral sua- 
sion was used, but the worst offenders under the 
advertising law are, most of them, not jewelers, 
but frauds masquerading behind an attractive 
jewelry window. They care nothing for our 
_— can’t be appealed to with anything but a 
club. 

If your article will result in stirring up some 
real prosecution against these people, you will 
have our thanks and that of many others. ; 
You can see that the topic you touched on is 
a live one, and any time you can throw some 
light from a new angle on the legal side, we will 
be glad to use the article. 

Accompanying this was.a copy of the 
editorial spoken of, which referred to the 
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work the Jewelers’ Vigilance Committee 
and kindred organizations had done to 
stop fraudulent advertising in their own 
field. The position is taken that the jew- 
elers have found that the only way to 
stop dishonest advertising in their field is 
by prosecution—sharp and vigorous prose- 
ecution. I believe the same is true of 
other lines of trade, too, at least as to 
the type of dishonest advertiser who is 
most to be feared—the adroit fellow who 
does not misrepresent through an excess 
of enthusiasm, but deliberately and sys- 
tematically. You may induce him to with- 
draw and correct a given misrepresenta- 
tion by calling his attention to it, but the 
minute your back is turned he is at it 
again, and you cannot keep forever watch- 
ing him. 

There is another type of dishonest ad- 
vertiser, quite different, who is accurately 
described in the following: 


There are no doubt merchants who are not 
criminals at heart and really do not intend to 
commit an actual fraud upon their customers, but 
who, nevertheless, feel that in advertising their 
merchandise they have a license to exaggerate 
quality and value as long as they give full value 
for the money received, not realizing that misrep- 
resentation of the inducement to buy is as clearly 
a violation of most advertising laws as is the ob- 
taining of money without giving value. Many of 
such men have been made to change their prac- 
tices with little trouble 2s soon as the meaning 
of the advertising laws was called to their at- 
tention, while others have been forced to change 
their advertising when the publishers have been 
informed by the jewelry trade that the statements 
in the ads. did not agree with the facts. 


Advertisers of this class give little trou- 
ble. They can be reasoned with. The 
others get their business and make their 
money out of dishonest advertising, and 
they will not permanently relinquish it 
until they are forced to. 

Outside of the 12 States which have no 
advertising law, it lies within the power 
of the business interests to keep the ad- 
vertising of their particular territory clean. 
No retailer can keep the fact of his fraud- 
ulent advertising a secret from his com- 
petitor. If you are a dealer in men’s 
clothing, and your competitor advertises 
new all-wool suits for $15, you know that 
that advertising is fraudulent. Yet with 
an advertising law prohibiting and penal- 
izing precisely such frauds as that, neither 
you nor your business men’s association 
lifts a finger. There is in every commun- 
ity in the United States a public spirited 
lawyer who would be glad to handle the 
enforcement of the honest advertising laws 
without charge, as an act of public serv- 
ice. In many cases the mere announce- 
ment in the local paper that the business 
men’s organization had taken up the ques- 
tion of dishonest advertising and was pre- 
pared to enforce the act against all vio- 
lators, would be enough. 








On April 28 a window in the store of 
Ray Seney, Mason City, Ia., was broken 
and goods worth $500 stolen. 
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LAST RESPECTS PAID 


Funeral of the Late Henry W. Patterson At- 
tended by Many Members of Trade Or- 
ganizations, Fraternal and Social 

Boston, Mass., May 7.—A large major- 


ity of the jewelers atiended the fu 
neral of Henry W. Patterson, treas- 
urer of the Smith, Patterson Co., 


notice of whose death was chronicled in 
April 30 issue of THE Jeweters’ Cir- 
cuLar. Services were held in the Second 
Parish Unitarian Church, Brookline, the 
Rev. Thomas Van Ness officiating. The 
honorary pall beareis were Capt. Frank H. 
Appleton, James S. Blake, J. Currie Dole- 
man, John H. Martin, Frank S. Sherry, 
Carl D. Smith, M. M. Emith, Joseph W. 
Work. 

The Montreal office of the Smith, Pat- 
terson Co. was represented by Frederick 
Mansfield, manager, and Frank Patterson, 
assistant manager. Both the Boston and 
Montreal stores were: closed out of re- 
spect for the memory of the deceased. 

A delegation of 100 employes of the 
Boston establishment, delegates from the 
Canadian Club, Masons, Ancient and Hon- 
orable Artillery Co., Point Shirley Club 
and various jewelry organizations, and the 
directors of the Boston Jewelers’ Club, of 
which the deceased was a past president, 
attended. They were Harry L. Brown, J. 
Hollister, F. S. Sherry, James Blake, 
Frank Cram, Ed Cole, Charles Powers, 
Albert R. Kerr, M. M. Smith. 

The Boston Jewelers’ Club at a special 
meeting voted to extend the sympathy of 
the organization to relatives of the late 
Mr. Patterson and to send a floral contri- 
bution. Many other floral offerings were 
also sent. 

Burial was in Cedar Grove Cemetery. 








Production of Corundum and Emery 
in the United States in 1918 


HE production of corundum and emery 

in the United States in 1918 was much 
smaller than in the two previous years, ac- 
cording to statistics just compiled by F. J. 
Katz, of the United States Geological Sur- 
vey, Department of the Interior. The 
quantity of corundum and emery mined was 
10,139 short tons. The quantity of crude 
emery and corundum marketed was 8,702 
short tons, valued f. o. b. mines at $95,248. 

The output was 45 per cent. less than 
that in 1916 and 52 per cent. less than that 
in 1917. The output in 1916 and 1917, how- 
ever, was abnormally large and was stimu- 
lated by the demand due to the war, which 
required enormous quantities of abrasives 
for making munitions and other articles 
needed for military use, and prevented the 
importation of foreign corundum and 
emery, the former chief source of supply. 
Though the employment of substitutes and 
the increase of imports in 1918 reduced 
the demand for the domestic abrasives the 
output was many times that of normal 
years before the war. eae 

Corundum was mined in small quanfi- 
ties by two operators in Jackson and Macon 
counties, N. C,; emery was mined by 
seven or more operators in the Peekskill 
district, N. Y., two in Virginia, and one 
in Macon County, N. C. 
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Fight to Prevent Fraudulent Failures 





National Jewelers Board of Trade and National Association of Credit Men 
Institute More Vigorous Prosecutions Against Dishonest Bankrupts 
Who Secrete Assets 














As a result of the success of its prose- 
cution of a Sunbury, Pa., jeweler, the jail- 
ing of another fraudulent bankrupt re- 
cently in Maryland, not to speak of other 
cases, including a jail sentence given some 
time ago to a Buffalo jeweler, the officers of 
the National Jewelers Board of Trade feel 
very much encouraged in the efforts that 
are being made by that organization to 
punish swindlers among merchants who 
seek to get rid of their debts through bank- 
ruptcy after secreting their assets. 

The success of the work instituted by the 
attorneys for the organization and sup- 
ported by the “fighting fund” of the Board, 
has made it evident that the laws against 
perjury, larceny, false credit statements and 
bankruptcy violations, really have “teeth” 
when the proper effort is made to enforce 
them, and it is the intention of the organi- 
zation to conduct this work in the future 
even more vigorously than it has in the 
past for the benefit of not only its own 
members but of the trade as a whole. 

As was explained by one official of the 
board, there is nothing in the program that 
will mean that the Board intends to bring 
proceedings or in any way make it hard 
for the honest bankrupt. The whole ten- 


dency of the organization has been to aid- 


the honest merchant who finds himself in 
difficulties; help to straighten these diffi- 
culties out, and if possible put him on his 
feet again. The fight will be directed en- 
tirely against dishonest failures of any 
kind, and it is in prosecuting the perpe- 
trators of these alone that the so-called 
“fighting fund” of the Board can be used. 
When this fund is drawn upon it is with 
the intention of making an example of the 
men prosecuted and there is no question of 
compromising the case in any way. 

In this work, said an official of the Board, 
the organization and its attorneys stand 
ready to co-operate with any firms or or- 
ganizations within the jewelry trade work- 
ing on the same lines and will also co-op- 
erate and in fact are now co-operating in 
the fight against dishonest bankrupts, with 
national organizations, such as the National 
Association of Credit Men. 





National Association of Credit Men to Keep 
Up Campaign Against Failures by Crooks 


In this work the National Jewelers’ 
Board of Trade is supplementing by in- 
dustry the work of the campaign which 
will be conducted nationally in all lines. 

Declaring that with the end of the war 
hundreds of alleged business men, who 
found it more profitable to be honest dur- 
ing the conflict than to risk arrest operat- 
ing at their regular vocations, have resumed 
Swindling wholesale houses by obtaining 
merchandise for which they never intend 
to pay, the National Association of Credit 
Men last week announced that it is con- 
tinuing its campaign against professional 
debtors with renewed vigor. 


Because many credit men, anxious to 
dispose of goods on hand for which there 
is not the marked demand that existed 
prior to the signing of the armistice, are 
not as cautious as they were some few 
months ago when they demanded cash, 
gave short terms and sold only to highly 
rated customers, the National Investigation 
and Prosecution Department of the asso- 
ciation, which has 28,000 members, has 
broadened the scope of its activities and 
increased its staff of trained business in- 
vestigators. 

F. B. Snyder, chairman of the National 
Investigation and Prosecution Committee, 
last night issued the following statement: 

“Realizing that the only way to fight 
commercial frauds successfully and punish 
the perpetrators is to have the machinery 
ready for instant action, the National Asso- 
ciation of Credit Men has taken steps to 
curb organized gangs of alleged business 
men, professing to be engaged in legitimate 
enterprises, who aim to defraud firms 
throughout the country out of millions of 
dollars annually by obtaining merchandise 
on credit, deliberately planning to avoid 
payment for the same. 

“It is not the desire or intention of the 
National Investigation and Prosecution 
Department to take legal action against 
honest business men, who, through mis- 
fortune, errors of judgment or unexpected 
circumstances, get into financial difficulties. 
On the contrary, the association aims to co- 
operate with them in making friendly ad- 
justments of their affairs. Those cases that 
are not deliberate, preconceived frauds, but 
lapses of failing debtors, will be given the 
consideration they deserve. 

“Determined to protect the business men 
of the nation, the association will show no 
mercy to those persons whose principal 
occupation in the commercial world seems 
to be going into bankruptcy, who conceal 
their assets, give preference to relatives or 
friends, and whose records prove that they 
have always walked on the shady side of 
business streets, fearful of our searchlights 
lest the glare penetrate into the inner 
shrines of their mercenary souls. 

“Realizing the situation that has arisen 
as a result of the end of. hostilities, the 
Investigation and Prosecution Department 
is now keeping tab on all bankruptcy cases 
throughout the country. The association’s 
trained trade investigators, who work along 
different lines than those usually followed 
by the average detective, using no stool 
pigeons and no ‘women in the case’ to ob- 
tain evidence, get detailed information 
from the statements of bankrupts, making 
especially careful inquiries when there 
appears to be evidence indicating that as- 
sets have been concealed, goods secretly 
disposéd of, funds placed in relatives’ 
names, or other methods employed to de- 
fraud creditors. 

“Supplementing our staff of investiga- 
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tors, of which C. W. West, who has been 
exposing trade frauds for more than 20 
years, is the dean, this department has the 
full aid of the local associations of credit 
men and their probers and the co-operation 
of the Post Office and Department of Jus- 
tice officials. 

“Appreciating the fact that this associa- 
tion represents the leading commercial 
houses in the country, the press of America 
has been most liberal in giving publicity to 
cases where there was established conclu- 
sive proof of intent to defraud. I want 
to thank the editors for their co-operation 
in this drive to stamp out business crimes. 

“Believing that the time has arrived for 
legislators in the various States to pass 
measures for the protection of business 
enterprises, I wish to call attention to the 
fact that laws should be enacted making it 
necessary for truck men, express men, and 
other such carriers to file records in their 
offices whenever merchandise is moved. 
Operating at night, many deadbeats have 
goods, which they obtained on credit, re- 
moved from their establishments to an- 
other place, often another city, and even- 
tually sold under some other person’s 
name. It is now difficult to trace such 
movements because no records are kept. If 
the goods were shipped via rail it would be 
easy to learn of their destination through 
the roads’ records. 

“Using a different alias in each case, 
one man has ‘failed’ seven times during 
the last ten years. His first failure, which 
was probably an honest one, was for $7,000. 
His latest amounted to more than $100,000. 
The peculiar part of this case is that in 
each instance the same creditors were 
swindled, indicating that they did not profit 
by their past experiences, but again became 
victims of the same system which the man 
used throughout his career. 

“Following an investigation made by this 
department, five members of one family in 
Savannah were recently convicted in the 
United States District Court of a conspir- 
acy to conceal assets from the trustees in 
bankruptcy and were punished with vary- 
ing sentences. 

“Acting on evidence furnished by our 
association, a Federal judge in Detroit has 
just sentenced Joseph Greenbaum to two 
years in jail for concealing assets in bank- 
ruptcy.” 








Gideon N. Stieff, president of the Stieff 
Co., manufacturing silversmiths, McLane 
Pl., near Fayette St., Baltimore, Md., and 
Miss Alma C. Von Marees, daughter of 
Hans Von Marees, 101 Ridgewood Road, 
Roland Park, were married on April 19 at 
the home of the bride. The ceremony was 
performed by the Rev. S. M. Alford, pas- 
tor of Roland Park Methodist Episcopal 
Church. Owing to the recent death of the 
bride’s mother the wedding was without 
ostentation and only the immediate mem- 
bers of both families were invited. Mar- 
garet Von Marees, the little sister of the 
bride, was her only attendant. Mr. Stieff is 
the son of Charles C. Stieff, founder of the 
Stieff silverware business in this city. On 
the retirement of his father from active 
business less than two years ago, Mr. Stieff 
became president of the company and is 
now directing it’s affairs. 
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DEATH OF E. P. REICHHELM 


Last Honors Paid to Well Known Jewelry 
Material Dealer and Founder of 
Many Firms 


The members of the jewelry, tool and 
material trades heard with deep regret, last 
week, of the death of Major E. P. Reich- 
helm, founder and president of E. P, 
Reichhelm & Co., Inc., of the American 
Gas Furnace Co., Elizabeth, N. J., and 
the American Swiss File & Tool Co, 
Flizabethport, N. J. Major Reichhelm 
passed away Sunday, May 4, at his home 
in’ Bayonne, N. J., in the 76th year of 
his life and the funeral services were 
held Tuesday evening, May 6. Death was 
due to complication of infirmities which re- 
sulted from his years. Wednesday morn- 








THE LATE E, P, REICHHELM 


ing the remains were incinerated at the 
New York and New Jersey Crematory. 

Major Reichhelm was a veteran of the 
Civil War and, though a foreigner by birth, 
had lived all his life in this country and 
was truly American in his ideas and asso- 
ciations. He was a public-spirited man, al- 
ways ready to work for the aid of the com- 
munity and fellow citizens, and in business 
was noted for his ability and his strict in- 
tegrity. He was one of the few men in 
the jewelry trade who, having met with 
financial reverses, and under no legal ob- 
ligations to do so, later insisted on paying 
all creditors in full, despite the fact that 
he had been given a release under a settle- 
ment. This was characteristic of his busi- 
ness principle which guided him to success 
in the three prominent undertakings with 
which his name was identified. 

Deceased came to this country with his 
parents at the age of five years, and after 
passing through the regular courses in 
school and academy, he studied mechanical 
engineering in the evening school of the 
Cooper Institute, while being engaged dur- 
ing the day as mechanic’s apprentice with 
A. & F. Brown, machinists. 

At the outbreak of the Civil War Mr. 
Reichhelm enlisted, in September, 1861, in 
the Third Missouri Infantry Regiment and 
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became Sergeant-Major, was later ad- 
vanced to the post of Lieutenant in the 
51st U. S. Colored Regiment and became 
Regimental Adjutant, later Captain, and 
subsequently Major. 

Mr. Reichhelm established himself in the 
business of tools and supplies at 65 Nas- 
sau street in 1876, and a year later organ- 
ized the American Gas Furnace Co., 
which concern was a pioneer in the appli- 
cation of gas in industrial heating appli- 
ances and processes, and its product be- 
came favorably known in this country as 
well as abroad. 

In the year 1900 Mr. Reichhelm also or- 
ganized the American Swiss File & Tool 
Co. in Elizabethport, N. J., whose product 
received the Gold Medal at the St. Louis 
Exposition in 1904 and the Medal of Honor 
at the Panama-Pacific Exposition, San 
Francisco, in 1915. 

Mr. Reichhelm was a member of the 
Loyal Legion, the Masonic Order, Cooper 
Union Alumnae Association, The George 
H. Thomas Post No. 29, G. A. R. He was 
active in civic movements and fathered 
Commission Government in the State of 
New Jersey and became president of the 
Park Commission of Bayonne, N. J. 

The three business organizations estab- 
lished by him and built up from modest 
beginnings to their present high standing 
among our prominent industrial enterprises 
are a monument to his fine executive abil- 
ity, indomitable energy and persistent pur- 
pose of achievement in mechanical and in- 
dustrial progress. His numerous friends 
and acquaintances will mourn his loss as 
that of a comrade in arms, an exponent of 
the highest duties of American citizenship, 
and an earnest and sincere friend in all his 
business and private associations. 

Since his retirement from active busi- 
ness during the past five years, Mr. Reich- 
helm’s energies had been devoted mainly 
to the welfare of the community, and the 
three corporations which he formed have 
been ably conducted under the manage- 
ment of his sons and other partners in 
accord with the business policies formu- 
lated by him, and which they will continue 
to follow in conducting the business in 
the future. 








Robbers Visit Oxford, Mich. Jewelry Store 
But Leave Loot on a Lawn Nearby 


Oxrorp, Mich., May 12.—Robbers who 
visited the W. T. Blashill jewelry store 
here last week gathered together jewelry 
and silverware worth $500 in an apron and 
carried it off. The next morning practically 
all of the missing articles were found on a 
nearby lawn, little, if any, damaged. 

Police officials in Pontiac and other 
nearby towns are contending with a wave 
of, petty burglaries, three other establish- 
ments near the Blashill jewelry store hav- 
ing been robbed the same night. 

All of the articles recovered have been 
restored to their rightful owners after be- 
ing identified. 





E. R. Percival, formerly of St. Louis, 
has opened a jewelry and optical shop next 
door to the postoffice in New Florence, Me. 
Mr. Percival has had 25 years experience 
in this line of business. 


73 
DEATH OF F. L. AESCHLIMAN 





Attleboro Jewelry Manufacturer Passes Away 
at the Age of Seventy-Six Years 


ATTLEBORO, Mass., May 10.—Frank L. 
Aeschliman, one of the best known citizens 
of the city, died last Tuesday evening at 
his home on Dunham St. The deceased 
was 76 years of age and was born in 
Switzerland. He came to this country in 
1870 and had lived in Attleboro for 33 
years. He first went to work for Bates & 
Bacon and later started in business for 
himself. He was an expert engine turner 
and conducted the business of the F. L. 
Aeschliman Co. 

He was the owner of several fast horses 
and was a member of the Odd Fellows and 
Elks. 

The funeral services were held Friday af- 
ternoon, the ritualistic services of the Odd 
Fellows being used. 

Interment was at the Woodlawn Ceme- 
tery. 


GEM THIEVES AT WORK 


Law Breakers Visit Philadelphia Jewelry 
Store and Secure a Number of Valu- 
able Diamonds 


PHILADELPHIA, May 10.—The jewelry 
store of A. E. Cohen, trading as the Emer- 
son Jewelry Store, at 614 Market St., was 
robbed of a number of valuable diamonds 
by robbers who gained entrance to the 
establishment last Monday night. 

According to the police investigation the 
robbers forced a transom above the front 
door and gained the interior of the store, 
undetected, although the store fronts on a 
busy section of Market St., which, night 
or day, is seldom without pedestrians. 

The exact value of the diamonds stolen 
has not yet been given out by the police. 

It is believed the robbers were fright- 
ened away before they could make a com- 
plete haul of the premises. 














Death of Joseph A. Williams 

Boston, Mass., May 9.—Joseph A. Will- 
iams, for 37 years proprietor of jewelry 
stores at'89 Court St. and 183 Devonshire 
St., died of pneumonia at his home, in 
Roseland St., Cambridge, on Wednesday. 
He was ill but a brief time. 

He was born in the North End, but when 
quite young his parents removed to 
Gloucester, where he lived and received his 
education. He then went to Providence, 
where he engaged in jewelry manufacture, 
and shortly afterward came to Boston, go- 
ing into business for himself. 

He was a member of the City Club, the 
Elks, K. of C., Royal Arcanum and 
M. C. O. F. 

He is survived by his widow and two 
daughters, Mrs. John Hart of Weymouth 
and Miss Madeline Williams, and three 
sons, Edwin L. Williams of Norwood, 
Joseph A. Williams, Jr., and Russell W. 
Williams. 

Funeral services were held with requiem 
mass at St. Peter’s Church today. 








L. R. Wick will open a jewelry store at 
Kimball, S..Dak. 
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Michigan Retailers Meet at Battle Creek 





Members of State Association Hold Convention on May 5 and 6—Interest- 
ing Discussions of Trade Topics—Officers Elected and Resolutions Adopted 














Battle CREEK, Mich., May 6.—Michigan 
retail jewelers, at their 14th annual con- 
yention here, yesterday and today, branded 
as unfair the Government’s action in plac- 
ing a discriminating tax on so-called “lux- 
ury” industries. Particularly vigorous was 
the opposition to the 5 per cent. tax on 
sales—in addition to a 3 per cent. tax on 
merchandise—dating from April 1, 1919. 
The original tax was cheerfully paid, jew- 
elers declared, but the most recent levies 
are in the nature of double taxation. 


Resolutions were adopted denouncing 
this tax, and speakers urged representative 














PRESIDENT-ELECT. 


W. T. D. FEETHAM, 


members to use their individual influence 
with congressional representatives to se- 
cure remedial legislation. 

Jewelers pledged themselves in resolu- 
tions, as well as individually, to invest “to 
the limit of their resources” in the Victory 
Liberty Loan. 

Other resolutions asked for the passing 
of a bill in Congress to prevent the use 
of fraudulent guarantees; to protect the 
legitimate jeweler and the public; for the 
abolition of the practice of engraving free; 
for the passage of the standard price bills 
in the House; for trade marks for the 
purpose of identification and abolition of 
indiscriminate loaning of watches while 
patrons were having repair work done. 


A. W. Anderson, Neenah, Wis., secre- 
tary of the American National Retail Jew- 
elers’ Association, gave an extended talk 
on the Jewelers’ Mutual Fire Insurance 
Co., which he said had grown from $138,- 
000 insurance in force in 1914, to $1,700,000 
in 1919, and was aiming at a $25,000,000 
goal. 

Secretary Anderson also discussed the 
jewelers’ war tax, urging every jeweler to 
write to his Senator and Congressman and 


protest against the 5 per cent. assessment. 
He declared that Congressmen will take 
notice of personal protests from individu- 
als, whereas they might give little heed to 
the communications of a president or sec- 
retary of some association. 

He also urged resolutions favoring aboli- 
tion of free engraving and guarantees. He 
told the jewelers their repair bench should 
be made to return a good profit; that the 
present wages of watchmakers were too 
high to permit gratis work, and that en- 
graving should never have been put on a 
free basis in the first place, any more than 
drygoods men should sew extras on gowns 
without cost to the purchaser. 

He admitted that the committee on taxa- 
tion had misguessed the war situation, in 
asking for a 5 per cent. tax on retailers, 
instead of a tax on manufacturers. If it 
had been a long war, the latter tax would 
have made jewelers pay war prices for 
stock that might have stayed on their 
shelves after the war and still have to be 
sold at war prices or at a loss. No one 
looked for a short war. His address ap- 


pears in detail on page 93. 


That a new era of prosperity is dawning 
upon the jewelry trade, was the prediction 
of Col. John L. Shepherd, of New York. 
Although the soul of optimism, Col. 
Shepherd warned his colleagues of the 
trade that peace also has brought some 
difficult problems that must be surmounted. 

The New Yorker, who is known from 
coast to coast, said that prosperity is now 
breaking all over the land and the jewelry 
business and automobile business seem to 
be the most favored lines. He pointed out 
that jewelers were having a new class of 
patrons, now, as “the working men of 
America never had as much money to 
spend as now.” 

“People who used to look into jewelers’ 
windows, admire the stock and pass on to 
the five and ten-cent store are coming into 
the jewelry store now,” said the speaker, 
“and they are buying—not the cheap goods 
either.” 

He predicted that the present era of high 
wages is here to stay. He quoted from ad- 
vertisements in Chicago newspapers asking 
for watchmakers at $1 an hour. 

“This will sound the death knell of cheap 
repairs,” he said, “and of cheap watches, 
for it will cause men to buy the best, in the 
interests of avoiding constant repairs.” 

Officers elected are as follows: Presi- 
dent, W. T. D. Feetham, Sault Ste. Marie; 
first vice-president, Henry A. Bromberg, 
Battle Creek; second vice-president, W. H. 
Horton, Flint; third vice-president, V. L. 
Chamberlain, Pontiac; secretary, M. H. 
Bell, Kalamazoo; treasurer, J. S. Martinek, 
Traverse City; member of board of di- 
rectors, J. J. Thompson, Grand Rapids. 

The question, “shall we guarantee repair 
work” aroused much discussion. Myron 
Robertson, of Albion, Mich., said jewelers 
should not be expected to guarantee re- 


CIRCULAR 


75 


pairs any more than a garage-man guaran- 
tees repairs on automobiles. 

Otto Sape, of Sault Ste. Marie, Mich., 
pointed out that most of the parts of a new 
automobile are guaranteed for a certain 
period and it might be all right to guaran- 
tee some parts of a watch, but for a jeweler 
to keep making repairs in a watch just 
because it was bought from his store was 
no more sensible than it would be for a 
lawyer to refund his fee if he lost his case, 
or for a physician to refund his f@® if the 
particular kind of medicine he used‘did not 
get results and he had to change it for an- 
other kind of medicine. 

H. A. Bromberg, of Battle Creek, pointed 
out that his city quit doing engraving free 
on silver and everybody took it as a matter 
of course. At Christmas, he said, though 
business was three or four times the nor- 
mal, less than a third of the goods sold 
had to be engraved, when the public found 





H, A. BROMBERG, FIRST VICE-PRESIDENT. 


they must pay the price. In preceding 
years the jewelers had worked until 2 or 3 
o’clock in the morning frequently, on 
Christmas, engraving the jewelry sold. 

W. T. Feetham, of Sault Ste. Marie, men- 
tioned that guarantees had been cut from 
five to two years and then to one and now 
there is only one cut left—to cut them out 
entirely. He admitted that replacing parts 
of watches free had a certain advertising 
value, but said the money so spent would 
have been far better expended in newspaper 
advertising. 

John J. Thompson, Grand Rapids, said 
he had always guaranteed repair work— 
and his repair bench had not made him a 
dollar. But he said it was “custom” and 
as his city had no jewelers’ club to co- 
operate, no jeweler dare eliminate guar- 
antees. 

J. S. Martinek, of Traverse City, did 
not think the guarantee so bad, as it was 
at least a good “ad” for a jeweler to replace 
a broken mainspring free. But where there 
is a broken jewel or similar demage, he 
suggested showing the owner of the watch 
and telling him why it would be necessary 
to charge him for repairing. 

Formation of Jewelers’ Clubs in the sec- 
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ond class and smaller cities to study and 
meet conditions found there was urged 
by several speakers. 

Cornelius Larcy, president of the Kala- 
mazoo, Mich., Jewelers’ Club, pointed out 
that for years the trade in his city had 
suffered through strangling competition. 
Bitter price slashing drove several respon- 
sible merchants to the wall. Adjustments 
brought about with the formation of the 
club, however, have rehabilitated business. 
All have benefitted, in fact, Secretary 
H. M. Bell, of the same club, produced 
figures showing that the actual saving of 
15 jewelers in that city was $2,310 in one 
year. This was done through raising the 
price of hard soldering from 35 cents to 50 
cents (which in itself saved $450) on 
glasses from 25 to 50 cents (which meant 
another $750) and on mainsprings suffi- 
cient to make up $1,500 a year. Co-opera- 
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tion in buying also proved advantageous 
~to the dealers. j‘obbers’ profits were elimi- 
nated, for instance, through the buying of 
clocks by one buyer. The saving on this 
single item amounted to $4,400. 

C. D. Alger told how the Twin Cities 
Club (St. Joseph and Benton Harbor, 
Mich.) organized four years and with a 
membership of 14, had secured better 
prices, had promoted harmony and good 
feeling through an annual banquet and pic- 
nic, the latter event involving the suspen- 
sion of business completely for a day. 

J. Porter Mayo, Battle Creek, credited 
the Jewelers’ Club of that city with being 
instrumental in eliminating night shop- 
ping hours. Whereas in the old days, it 
was customary to continue business until 
8:30 or 9 o’clock each evening; 5:30 o’clock 
is now the official closing time and business 
is better than ever. 

The convention was opened Monday 
afternoon, May 5, in Post Tavern, by 
President J. Porter Mayo. The address of 
welcome was given by Henry A. Brom- 
berg, a member of the Battle Creek Re- 
tailers’ Club, and the response by Max 
Jennings, of St. Clair, first president of 
the National Jewelers’ Association. 

President Mayo said in part, compli- 
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menting the jewelers on their splendid 
patriotic war service: 

“I believe we jewelers, as a class, have shown 
ourselves loyal Americans, ready and willing to 
comply with every requirement, every request and 
I may say every suggestion our government has 
made. Nor are we unmindful of our valiant 
soldiers who have fought so gallantly to gain the 
wonderful victery for Democracy, I know we all 
have a heart full of gratitude for what they have 
done and are still doing for us. 

“With great satisfaction I note the work of 

jewelers all over the United States in helping 
put the Victory Loan ‘Over the Top.’ They all 
seem to have caught the spirit of true loyalty and 
everyone says: ‘Sure, we'll finish the job.’ 
“All the wonderful things that have been assem- 
plished along war lines have been through co- 
ordination and co-operation of all individuals con- 
nected with war work, which only brings’ out 
more clearly the value of co-operation among mer- 
chants in all fines and the special value of the 
Jewelers’ Association. 

“Had it not been for the splendid work of our 
National Association working hand in hand with 
the State Association, we would undoubtedly have 
had unjust taxation put upon our industry, and 
might possibly have been classed non-essential and 
put out of business entirely. 

“Often we are asked this question by non- 
members, ‘What will the association do for me?’ 
Surely the value of Association work has been 
clearly demonstrated the past two years. All are 
aware that the Association saved) us from the ex- 
cessive floor tax, that our committees proved to 
the government that ours is an essential business, 
how we counteracted the propaganda that it was 
unpatriotic to wear platinum jewelry or in fact 
any jewelry. Tater, through our Association, in 
conjunction with other similar organizations, we 
were saved from the effects of the slogan, ‘Don’t 
Buy Christmas Gifts.’ These are but a few of 
the benefits—still greater ones may be and are re- 
ceived by the forming of Local Associations to 
work along the lines sugested by the State and 
National Associations.” 


Mrs. L. E. Phillips, of Grand Rapids, 
urged the retention of side lines, provided 
they harmonized with the jewelry business 
and were trade getters. She compared 
them with the drug store soda fountain as 
a source of attraction to new patrons. She 
declared emphatically for the retention of 
optical lines in connection with the jewelry 
business and for phonographs and talking 
machines as an artistic line which would 
not detract from the jewelry business, but 
would make new friends. She pointed out 
that many jewelers, shocked at the lack of 
the artistic and beautiful in these side 
lines, persist in letting the repair bench 
occupy a prominent place in the front of 
the store. 

“If we were.all Tiffanys, Peacocks or 
Hirkners of our own cities, then it would 
be all very well to stay close to those lines 
wherein artistic beauty alone determines 
their value. But most of us are obliged 
to make our living from our business, and 
we cannot afford to put goods into our 
cases to stay there,” she declared. 

“The open sesame of success is ‘service,’ ” 
said Col. Shepherd of New York. “But 
first of all if you don’t love the jewelry 
business, you had best get out of it. It 
is the most beautiful business in the world 
—dealing with the most precious gems from 
the earth and the most appealing works of 
art.” 

The motto Col. Shepherd would hang 
in all jewelry stores is “Service and Qual- 
ity.” 

The following served on convention com- 
mittees : 

Auditing—Myron Robinson, Albion; 
C. R. Rathbun, Fremont; C. FE. Stevens, 
Morenci. 


CIRCULAR 


77 


Resolutions—W. T. D. Feetham, Sault Ste. 
Marie; Max Jennings, St. Clair; Herman 
Hiss, Bay City. 

Nominations—R. W. Ostrander, Mar- 
shall; C. D. Alger, St. Joseph; L. E. Phil- 
lips, Grand Rapids. 





ADDRESS OF H. VICTOR WRIGHT. 


H. Victor Wright, Los Angeles, Cal., 
paid a warm tribute to the influence of 
trade journals. “Next to gatherings, such 
as this state convention,” he declared, 
“nothing begins to compare with them in 
value so far as the retail jeweler is con- 
cerned.” He urged the reading of trade 
journals to keep abreast of the times, to 
learn the trend of thought in the trade, 
and most of all, for new ideas and to get 
the experiences of the “other fellow.” 

Wright spoke principally on “The Cost 





MAX JENNINGS, WHO RESPONDED TO THE : 
WELCOME. 


of Doing Business.” He said it pays to 
co-operate as. it pays to advertise; also 
that while the jewelry business is one of 
high ideals, it requires a reasonable profit 
to enable those in the business to live up to 
these ideals. He also declared that the war 
had done at least one good thing for the 
jewelers—in requiring better accounting 
methods. 
He described in detail the work of the 
Harvard Bureau of Business Research as 
it relates to the jewelry trade, explaini 


' that it would cost $60,000, of which $45, 


has been subscribed. The speaker took sub- 
scriptions here on a basis of $100 a year 
for the man with a $100,000 business, down 
to $10 a year for the man on a $10,000 
basis. He said that while this research 
work will take three years for its comple- 
tion, results will be seen from month to 
month and all jewelers will, benefit. 


ADDRESS OF W. T. D. FEETHAM. 


W. T. D. Feetham, president-elect, gave a 
fine talk on “How to Make the Repair 
Department Pay.” He said first it must 
be attractive—a clean bench, no dust-cov- 
ered boxes, no dirty tags, and no accumu- 
lation of “dead ones.” 

He rids himself of “dead ones” by let- 
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ting an auctioneer friend take them with 
him on his rural trips and share in the 
profit of selling them. 

Mr. Feetham also advised against keep- 
ing chronometers in the show window, 
saying they should be inside, on the coun- 
ter or elsewhere, so that the man anxious 
to have correct time would come inside 
the store, and get interested in it, instead 
of setting his watch and at once dash- 
ing by. 

He also said jewelers were largely to 
blame for the shortage of watchmakers, 
as they have neglected to train apprentices, 
and now they will have to make the busi- 
ness attractive for young men who wish 
to learn; the days of “$1.00 a week and 
board” for an apprentice have gone. 


ADDRESS OF V. L. CHAMBERLAIN 


V. L. Chamberlain, Pontiac, gave a 
snappy talk on “Advertising, for the Small 
and Medium Sized Store.” He described 
how he created a near-riot by an adver- 
tising scheme. “Advertising, to have a per- 
manent value, must be honest,” said 
Chamberlain. “Better to be too conserva- 
tive than to exaggerate in the slightest 
degree.” 

His parting shots were, “Look after your 
display window” and “Test your adver- 
tizing.” 

Glenn W. Bodley, Three Rivers, started 
the discussion on “Should We Be Watch 
Repairers or Merchants?” with the story 
of how he was once so busy repairing a 
second-hand watch that he let an old man 
walk out of his store without attention. 
The next time he saw him, the man had 
bought a new watch in South Bend, not 
because he went there to purchase it, but 
because he was in a jewelry store and a 
wise clerk asked him if he wouldn’t like 
to look at a watch. 

“Most of us spend too much time re- 
pairing old watches, and let the selling of 
new watches and merchandise get away,” 
he said. 

Donald Martin, Saginaw, past president, 
talked against displaying the repair bench 
so prominently, saying that it had the ef- 
fect of over-emphasizing the repair end of 
the jeweler’s business, instead of the sales 
end. The jeweler, he figured, should show 
customers that repairing was an essential 
side issue—an accommodation to the pub- 
lic—and the real business of the jeweler 
was to attend to his sales. 

Plans were made for extending the scope 
of the association’s work, particularly to 
the larger cities, which have been indif- 
ferent. One step in this direction was the 
adoption of a sliding scale of dues—dis- 
carding the $3 a year pittance which it is 
believed cheapened the association’s activi- 
ties in the eyes of the larger jewelry 
houses—and starting with a minimum of 
$5 a year for the jeweler whose stock is 
valued at from $1,000 to $5,000 and up to 
$25 a year for the member with a stock 
over $10,000. The more expensive mem- 
berships are not compulsory, election to 
secure such a membership being left en- 
tirely to the mental attitude of the member. 

The executive committee was empow- 
ered to select the 1920 meeting place and 
make all arrangements for the convention 
at that time. 
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The Resolutions 


THE VICTORY LOAN. 

We, your committee on resolutions, do hereby 
submit. and recommend the adoption of the fol- 
lowing report: 

Whereas: Our nation is calling on us for help 
to liquidate the enormous debt incurred during 
the gigantic struggle, now nearing its close, 

* * * 


REsoLtveD: That we as individuals exert our 
utmost to bring to a successful conclusion the 
campaign about to be launched, by investing to 
the limit of our resources in United States Fifth 
Liberty Bonds. 

* * * 
ABOLISH REVENUE TAXES. 

Whereas: Our Government, in its wisdom, has 
enacted a law that our particular industry must 
from April 1, 1919, pay into its treasury an 
amount of tax equaling five per cent. on all sales, 
such tax to be collected from the consumer; and, 

+ ” a 


Whereas: We have cheerfully borne the burden 
of paying to cur Government a tax of three per 


J. J. THOMSON, MEMBER OF THE BOARD OF 
DIRECTORS. 


cent. On a great portion of our merchandise, and 
are now holding the same at its inflated value; 
and, 

* * * 

Whereas: We, as jewelers, are affected to some 
extent by Sections 900, 902 and 904 of the Act 
of 1918; and, 

* * * 

Whereas: We are of the opinion that taxing of 
only a few selected industries heavily, and omit- 
ting to tax all and every other industry, is being 
unjust, discriminating, undemocratic and  un- 
American; and, 

* * o 

Whereas: We, an industry of tremendous pro- 
portions, consider after due deliberation and 
mature thought, that the plan of taxing only a 
few selected industries is unfair, and believing 
that Congress should without delay adopt some 
system of taxation which shall entirely eliminate 
its present unjust system, because of its unfair- 
ness; and, 

* * * 

Whereas: Congress can procure the necessary 
relief tc the nation at large by withdrawing from 
the Revenue Act of 1918, Title IX, in its en- 
tirely, covering Sections 900 to 907, inclusive, by 
joint resolution; now, therefore, be it 

* * * 

ReEsotveD: That the Michigan Retail Jewelers’ 
Association respectfully request its representatives 
in the United States Serate, and the House of 
Representatives to work for such a joint reso- 
lution; and, be it further 

* * * 

Resorvep: That copies of this resolution be 

forwarded to each of our senators and to every 
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ene of our representatives to Congress, and that 
copies be given to the press for publication. 
* * * 


PUBLICITY AND STYLES. 

Whereas: Great’ injury has sometimes been 
caused to our industries by organizations of other 
industries, in their conventions taking it , upon 
themselves to inform the public what should or 
should not be worn as fashionable in watches, 
jewelry o1 silverware; 

REsoLvep: That we, the Michigan Association, 
would urge the American National Retail Jewel- 
ers’ Association, at its next annual session, to 
request any nationally endorsed Jewelers’ Fashion 
Publicity Bureau to advocate the services of a 
publicity agent or representative, who should not 
only attend all such conventions that may be 
liable to attempt to instruct the public on styles 
of jewelry, watches, etc., but that he should with 
authority advocate new styles that are endorsed 
by a National Jewelry Publicity Bureau. 

* * * 


GUARANTEES. 


We most earnestly request that the jewelers of 
our State refrain from talking time guarantees 
to their customers and talk trade-marks and the 
names of legitimate case manufacturers, who will 
guarantee to us and our customers satisfaction, as 
to the wearing qualities of the cases of their 
make. 

We realize that thousands of dollars have been 
lost to the legitimate jewelers in the past by the 
use of the long time guarantees, by the reason 
of which we have been exchanging new cases for 
old ones, when we should have made sales instead. 

The cases handled by the fakers are all stamped 
with long time guarantees, but as the maker is 
unknown, there is no redress for the customer 
when the case is worn out and he must bear the 
loss, but the cases that legitimate jewelers guar- 
antee, when after a long time service have worn 
through, they are compelled to give new cases 
for old and in this way the jeweler bears the loss; 
therefore be it further 

REsotveD: That we ask our National Repre- 
sentatives to pass the bill now before them, pre- 
venting the use of the fraudulent time guarantee, 
as a protection to the legitimate jeweler and the 
innocent public. 

Your committee would further recommend: 
That members of this Association make the mat- 
ter of eliminating guarantees on work commonly 
known as bench repairs a study in the coming 
year and at the next convention come prepared to 
take action on same. 

* * * 
PRICE PROTECTION. 

Whereas, The practice of advertising articles 
of known merit and established value at cut rates 
for the purpose of creating the impression of gen- 
erally low prices is a method employed by large 
aggregations of capital operating through systems 
of chain stores and mail order houses; and 

Whereas, In this way the uninformed consum- 
ing public is constantly lured to buy unidentified 
goods at unwarranted cost; and 

Whereas, It is in the public interest that un- 
fair methods of business which injure honest 
merchants and tend to monopoly in retailing 
should be prevented; and 

Whereas, The business welfare of every mer- 
chant not in the control of said combinations of 
capital is threatened; and 

Whereas, The standard price bills introduced 
in the House of Representatives by Hon. Dan 
V. Stephens of Nebraska (H. R. 212), and by 
Hon. M. Clyde Kelly, of Pennsylvania (H. R. 
44), and measures that will protect the public 
and give independent merchants an opportunity 
to do business under legitimate conditions; there- 
fore be it 

Resotvep, That the Michigan Retail Jewelers’ 
Association earnestly endorses such legislation 
and requests members of the United States Sen- 
ate and House of Representatives to favor its 
enactment into law; be it also 

Resotvep, That the secretary be instructed to 
send a copy of these resolutions to the Presi- 
dent of the United States, to each member of 
the Federal Trade Commission and to every mem- 
ber of the United States Senate and House of 
Representatives; and be it further 

Resotvep, That we commend the utterance of 
President Wilson at Philadelphia, on Oct. 29, 
1912, when, defining his policy, he said: 

“Safeguard American men against unfair 
competition, and they will take care of them-' 
selves. If you make the processes by which 
small men are undersold in particular mar- 
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kets, criminal ; if you penalize in the same 
way those discriminations by which - retail 
dealers are punished, if they deal in the 
good of anybody except the big manufactur- 
ers; if you see to it that raw materials are 
sold upon the same terms to everybody; if 
you see that the closed market for credit is 
opened up by a different banking system, 
then you have freed America, and I for my 
part am willing to stop there and see who 
has the best brains.” 


—and we pledge to the President our earnest 
support in every effort he may make to en- 
force the principles of equal rights and of equal 
opportunity for honest dealing with the con- 
suming public; be it also 
Resotven, That in the matter of fixed selling 
prices we must insist that the price established 
must contain an honest and living profit for the 
retailer. We must continue our fight for a legiti- 
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gaged. Filled with good will toward all peoples; 
depreciating selfishness, narrow _ provincialism 
and injustice in any form, we, nevertheless be- 
lieve that our first duty is toward those at home. 
The question of employment is one of our na- 
tion’s problems, which involves the happiness and 
prosperity of our homes. As at least a _ step 
toward the solution of this problem, we call upon 
the manufacturing and producing geniuses of 
America to produce here all goods asked for and 
demanded by our people (so far as this is pos- 
sible), and we most strongly urge upon all the 
jewelers of Michigan, and America to purchase 
and urge the sale of American-made goods, the 
product of American labor. 


FREE ENGRAVING. 


Resotvep, That the Michigan Retail Jewelers’ 
Association is opposed to the present harmful 
custom of free engraving and call upon the 
American National Retail Jewelers’ Association to 
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MEMBERS AND GUESTS WHO ATTENDED THE CONVENTION OF THE MICHIGAN RETAIL JEWELERS AT BATTLE CREEK MAY 9 AND 6 i 


ing a $750 diamond, which seemed to suit | 
him, he gave the manager $1.00 to pay for’ 
a telephone message to the First National. 


mate profit on sterling silver; against the retail- 
ing manufacturer and jobber; for trade marks 
for purposes of identification; against free en- 
gtaving; against repairing of watches by watch 
factories; against indiscriminate loaning of 
watches; for just remuneration for work done; 
for proper bookkeeping and stock-keeping system. 
THANKS TO NATIONAL PRESIDENT BROCK, 


We note with much satisfaction the progress 
being made by the research bureau of the na- 
tional organization; we appreciate its significance 
and its ultimate great value to the retail jewelers 
of America, and take pleasure in expressing deep 
gratitule to our national president, George A. 
Brock, and his co-laborers for the splendid work 
thus far accomplished; bid them to continue and 
pledge them our full support. Dishonest adver- 
tising is still practiced and we must keep up our 
fight for honest advertising; we do also 

. * * 


DISTRICT CLUBS, 

REsoLvep, That as a means for the more rapid 
solution of many of the problems mentioned, we 
again urge most earnestly the organization and 
continuance of local and district clubs. 


EMPLOYMENT. 

Also that recognizing jointly with our fellow 
citizens the obligations we owe to those heroes 
who became too incapacitated in the service of 
our country to resume their former avocations, 
we pledge to them our best assistance by offering 
every opportunity for them. to find gainful em- 
ployment in the business in which we are en- 





devise means for ending this unjust burden on 
our trade. 
WORK OF JEWELERS TAX COMMITTEES. 

We have further noted the valued services 
rendered to the jewelry trade of America by the 
War Revenue Tax Committee and the Jewelers’ 
Vigilance Committee. To the gentlemen of said 
committees we hereby express heartfelt thanks. 
The need of organization was never more vividly 
brought before our view than during the days 
when the imposition of war taxes was before 
Congress. We hope this experience will help 
to bring about a closer unity and co-operation 
among the jewelry craft of America. God helps 
those who help themselves. He has no use for 
the slacker. 

CONCLUSION. 

Your committee would also at this time em- 
brace the opportunity of complimenting President 
Mayo, Secretary Bell and Treasurer Martineck 
for their untiring efforts in the interests of our 
Association and this Convention. 

The innovation of having the ladies present at 
our convention has indeed been an extreme great 
pleasure, and because of their presence an added 
charm has been given. 








A fire starting in a waste paper basket in 
the front part of the L. W. Droege jewelry 
store, on W. Main St., Dunkirk, N. Y., re- 
cently caused damage estimated at about 


$100. 
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PASSED A BOGUS CHECK 


Forger Who Masqueraded as a Wealthy 
Ranchman Obtains a Diamond with 
a Worthless Check 

San Antonio, Tex., May 9.—One of the 
most clever swindles San Antonio has 
known for a long time was worked a few 
days ago on the Metropolitan Jewelry Co. 
of this city, as a result of which the com- 
pany is out a $750 diamond and $50 in cash. 

A man dressed and acting as a ranchman 
walked into the store and asked to see a 
diamond which was on display in the win- 
dow. He represented himself as J. M. 
Bassett, of Del Rio, Tex., and after select-, 





cee line 


r 


The bank answered and’ 
Bassett was a wealthy 
ranchman, and was “good for any amount 
up to a quarter of a million,” the descrip-+ 
tion given by the bank was close enough 
to the appearance of the customer to 
satisfy the jeweler. When “Mr. Bassett”! 
returned for the diamond the Metropolitan 
was perfectly satisfied as to the validity of 
the check, and even allowed him to draw 
it for $800 or $50 in addition to the 
value of the stone, giving him the differ- 
ence in cash. 

Later they received a telegram from the 
cashier of the First National. Bank, Del 
Rio, which read: “Returning J. M. Bassett 
check $800. Forged signature.” 

‘He is described as being about 46 years 
of age, hair dark, turning to gray, about 
five feet 9 inches and weighing 185 pounds. 
He dressed and acted like many stockmen 
seen in this section of the country. The 
local authorities are working on the case 
local authorities are working on the case. ’ 


Bank at Del Rio. 
said that J. M. 
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| The Latest Jewelry Seen in New York 


Note.—The following information is published not only for the benefit of the jeweler, but 
for the benefit of the public, and to give the retail jewelers outside of the large centers in- 
formation as to the very latest articles in jewelry, that are shown in the shop windows of bi 
dealers in the metropolis, and about such special pieces as have been made for customers, an 

This information is right-up-to-the-minute, and gath- 

before THE JEWELERS’ CircuLaR goes to press. 
is local paper for the general information of the people of his district, in order to 
stir up interest in jewelry generally, or the information may be used 
interviews in his local journals as to the latest styles in jewelry. 
without credit to Tue JEWELERS’ CircuLaR, in any way that the jeweler may feel will prove 
best for the information of the people of his district, or valuable as a news item on the latest 
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Jewelry Worn on Fifth Avenue 


UP and down Fifth Ave., the leading at- 
tractions during this merry month of 
May are without a doubt the parades, 
bands and speeches in honor of New 
York’s Own on this Avenue of Parades. 
Among all these busy people, relatives, 
friends and out-of-towners casual glances 
have revealed to the Rambler the follow- 
ing hints in up-to-the-minute jewelry 
fashions. 
es * 

In abundance bar pins were seen worn 
on the ultra-fashionable, brocaded silk or 
severely plain cloth vests of the new suits. 
One, exceedingly appropriate in its tailored 
effect, was carved entirely from jade. No 
doubt this will soon be seen copied in 
amber, onyx and other suitable semi- 
precious stones. 

* * x 

A jewel in the one-toned style was seen 
in an all-black wrist watch. It was in 
platinum, studded with faceted onyx and 
mounted on a black suede wrist-band, but 
this jewel although entire black, except 
for its platinum mount, which was hardly 
visible, was not a mourning jewel but a 
very smart addition to an otherwise color- 
ful costume. It was worn with a plaid 
sport suit and a winged-trimmed toque, all 
in tones of blue, yellow and green. 

eo « 

Under the protecting eye of one of New 
York’s “finest,” at the safety island made 
by a traffic signal, a group of fashionably 
dressed women was caught between the 
tides of an up-going Victory parade—an 
interesting and colorful one representing a 
Masonic Order—and the down going whirl 
of palatial cars and omnibuses. Here the 
Rambler noticed a unique gold brooch 
studded with emeralds. It was used as a 
circle around the knot of a black satin tie 
on a suit of green tricolette. The design 
was a circle on the inner edge which 
broadened to an ellipse on either side 
where the emeralds were grouped in 
clusters of five. 

x ok Ok 

Scarf pins are the most attractive of all 
jewels for the men folk, and many a beau- 
tiful design is to be seen on the Avenue. 
One, harmonizing with the short, black- 
and-blue silk tie, held a square sapphire in 
its frame work of platinum wire, and set at 
each of-its four decorative corners was a 
tiny square cut emerald. Another after 
the style of this, but oblong shaped in- 
stead of square, was in gold filigree with 
a jasper as its central stone and four tiny 
pearls in the corners. Groups of tiny gems 
are used in the new scarf pins while others 


hold a single large gem with some less 
obtrusive smaller ones in the design, and 
some of the platinum pins have large fancy 
stones, each set-.as a solitaire in a frame 
of millegrain, platinum wire. 
*x* * xX 

Wrist watches for men are becoming 
more used and more usual every day, until 
now, no longer being a curiosity, they are 
found interesting from the standpoint of 
pleasing beauty. Although exceedingly 
austere, a platinum watch having great 
beauty was mounted in a sharp pointed 
oval form modeled high from the watch 
face and slanting down to wafer thinness 
at the edges, had a round face, marked 
with black numerals, and it was mounted 
on a black leather strap. This, evidently, 
is a popular form. It appeared so often 
on “The Avenue” during the “Welcome 
Home” and Bond parades, but it was 
varied a bit here and there both in ma- 
terial composition, in construction and in 
decorative trimming. For instance, the 
contour was kept in a wrist watch, but its 
pattern on the case was in gold with a sur- 
face of alternate engine-turning and plain 
polished stripes; and another, with the 
frosted platinum of this popular watch re- 
tained, had a variation in its form; it was 
oblong instead of oval, and many another 
wrist watch has twin gems set in this 
otherwise plain case. 

x ok x 


Swinging from a well gloved hand was a 
patent leather vanity box in seal brown 
bound in gold. It passed rather too 
quickly to please the Rambler, but she 
noticed that the gold trimming extended to 
its hinges, lock and monogram plaque and 
to the links and slide on its strap handle. 
It was one of the very newest patterns, 
closing flat and seeming in absolute con- 
tradiction to that other type, the fully 
rounded leather vanity case which is rather 
clumsy to carry but spacious and con- 
venient. Its new pattern is formed like 
those gold cigar cases which divide directly 
in half and open to reveal their entire 
contents. Tiny straps are provided in this 
new vanity case for holding the various 
settings in place following the precedent 
of traveling cases and fitted bags. 


*x* * x 
Short chains of beads, necklaces with 
pendants, sautoir watches and lorgnon 


chains make the majority of necklaces 
seen on the Avenue during the morning 
hours this Spring. The short chains are of 
multi-colored beads with plaques for their 
pendants, or with no pendants at all, or 
pearls, the smaller ones in even rows and 
the larger pearls graduated in size, are 
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used in chains of various lengths. Gold 
or platinum necklaces are generally of the 
sautoir variety . greatly resembling the 
sautoir watches which are also exceedingly 
numerous. Faceted onyx or colored semi- 
precious stones make the long chains and 
the matching settings of the lorgnettes. An 
usual design for a bead necklace that was 
seen this week was about 30 inches in 
length and below this hung a large square 
plaque overlaid with oxidized silver wire 
and trimmed with many hanging pendant 
beads. Its color scheme was terra cotta, 
black and torquoise blue, and it was worn 
over a vest of cloth of silver in a black 
tricolette suit. One of the most note- 
worthy sautoir watches was mounted on a 
chain of alternate gold and smoked amber 
links and the watch case was circled in 
faceted smoked amber. 
* *k x 


Two costumes worth recording both for 
their style and their beauty were worn by 
what appeared to be a mother and her 
debuntante daughter. These two well- 
dressed women halted long enough before 
a Victory Note Booth to encourage the 
worker by signing for a goodly batch of 
bonds. The’ grey-haired,’ brown-eyed 
mother was costumed from head to foot in 
tones of brown ranging from the Van 
Dyke brown of her twisted-straw turban to 
the pale mode shade of her smart, braid- 
bound suit. Her handbag, gloves, veil, 
spats and pumps matched the darker brown 
of her toque, and her jewels, which were 
of gold set with brown topazes and oddly 
shaped cairngorms, made the medium 
shade between the light colored suit and 
the deeper toned accessories. The topazes 
were mounted in her earrings, and in a 
long, narrow bar-pin, and they alternated 
with the deep, smoky tones of the mottled 
cairngorms in a sautoir-patterned neck- 
chain. This perfectly gowned matron wore 
a gold wrist-watch on a brown, suede 
strap, and her suede handbag was gold 
mounted. Thus, to top off her costume, 
she used one of the new tippets of stone 
marten about her throat. The debutante 
was gowned in a saucy cape of blue serge, 
its great, soft, rolling collar reaching up 
to her ears and fastened with a large red 
coral brooch. Beneath this showed her 
frock of blue and red plaid—a_ long- 
waisted model with an accordeon plaited 
skirt, and her blue hat, with its upturned 
brim, was trimmed with an unstanding 
band of glycerined ostrich tips like an 
Indian headdress, directly across the fore- 
head. The jewels were simple but chosen; 
you could have seen at once, for their spe- 
cial purpose, to accompany this costume. 
They were, beside the brooch, a string of 
carved, coral beads mounted with alternate 
links of silver, and a pair of small, coral- 
headed hatpins. The finishing touch was 
given in the brocaded bag which hung 
jauntily from her arm. It was in tones of 
red and blue on silver, and its handle was 
an extremely long tasselated red cord. 

THE RAMBLER. 








Charles E. Wardin, of Wardin & Son, 
Topeka, Kans., is spending a week at Fort 
Riley, where his youngest son, Lloyd War- 
din is in the base hospital recovering from 
a wound received in the Argonne. 
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Twelfth Annual Convention of National Wholesale Jewelers’ Association 





Atlantic City Again Chosen for Two Days’ Conclave—Interesting and Instructive Addresses Delivered 
and Discussions Held—Reports on Trade Conditions Excellent—New Officers Elected 


and Other Business Transacted 











Atiantic City, N. J., May 9.—The 12th 
annual convention of the National Whole- 
sale Jewelers’ Association was brought to 
a close this afternoon after one of the 
most interesting and instructive conven- 
tions ever held by the organization. Opti- 
mism was the keynote of the gathering 
and reports from all sections of the trade 
reflected this spirit. This city has been 
the meeting place of the wholesalers dur- 
ing the past three years and for the 
convention this year the Breakers, one of 
the largest hotels of this famous seaside 
resort, was chosen as the headquarters. 
The sessions were held in the beautiful 
roof garden hall and a more desirable 
place for holding such a gathering could 
hardly be found. The hall was decorated 
with flags of the United States and the 
Allied Nations and ample seating facilities 
were provided. The convention was well 
attended, the papers read of much interest, 
and the discussions a marked feature of 
the proceedings. Officers were elected for 
the ensuing year and other matters of 
business transacted. An executive meeting 
was held on Wednesday evening, preceding 
the opening of the convention on Thursday 
morning. 

Wednesday Morning 

The first session of the convention was 
called to order by President David J. Gut- 
mann about 11 a. m., and the convention 
opened by the singing of “America.” 


President Gutmann made a few prelimi- 
nary remarks welcoming the jewelers to 
the convention and then called upon Rabbi 
Max D. Klein, Adath Jeshuun Synagogue, 





DAVID L. GUTMANN, RETIRING PRESIDENT 


for a prayer. Rabbi Klein also delivered a 
most excellent address which was followed 
with the closest attention. He touched 








upon a number of topics familiar to all 
but presented his facts in such a forceful 
and pleasing manner as to make everybody 
think deeply. His address was one of the 
best heard before a convention in a long 
time and was greatly appreciated by all. 

President Gutmann next delivered his 
annual address in which he reviewed the 
past year. He spoke as follows: 


ADDRESS OF PRESIDENT GUTMANN 


It was just about a year ago we met in con- 
vention in this city. At that time the war clouds 
were hanging low and things looked dark indeed 
for civilization and free government. Business 
men were finding their burden continually grow- 
ing heavier and their efforts to continue their busi- 
ness successfully was as hard a fight as some of 
our boys experienced in the trenches in bloody 
France. 


We, here in the United States, had come to the 


realization that we had an important part to play 
in this world tragedy, so we gritted our teeth, put 
a hitch in our trousers, and proved to the world 
that so far we had not become Chinafied, but 
intended to see this game through to a successful 
finish. We all did our share more or less in 
helping the cause along, and I feel that the 
jewelry business can well feel proud of its record 
for patriotism and loyalty during these serious 
times. 

It so happened that our industry was classed 
as non-essential, and not alone were our factories 
restricted in their output, but special taxes were 
levied on our industry, which we gladly approved. 

There was some very drastic legislation and 
some extremely heavy taxation suggested, and had 
the war continued six months longer all of us 


would have found it extremely difficult to continue 
our business as usual. 
Your president was an active member on the 


War Revenue Tax Committee, having made nu- 
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merous trips to New York to assist in the various 
deliberations of that body. I want to say at this 
time that we are all deeply indebted to Meyer Dp, 
Rothschild, the chairman of that committee, for 
the wonderful work he has done so ably and 
unselfishly in this capacity in not alone saving 
ys a large amount of money, but at the same 
time has placed us in a position where our patriot- 
ism, honor. and integrity cannot be assailed. — I 
therefore recommend that a befitting resolution 
be passed by this Association and sent to Meyer 
D, Rothschild. : . 

Owing to the restrictions placed on our in- 
dustry in the use of precious metals, shortage of 
Jabor and the manufacture of war necessities, 
which I am happy to say that many jewelry fac- 
tories produced, the demand for our commodities 
was far in excess of the supply. It was surely 
a seller’s market, and quite a few manufacturers 
thought the psychological time had arrived to make 
such changes in the conduct of their business as 
to bring about an ideal condition from their point 
of view. 

Some mantfacturers were compelled to add ad- 
ditional costs to their products from time to time 
on account of continual advance in labor and raw 
material, and not having the time to re-figure 
their product they placed these increases as they 
found it necessary. But lately I am glad to say 
most of the manufacturers have re-figured their 
goods and put the exact selling price on their 
merchandise without any additional temporary 
advances. 

Our secretary sent out a questionnaire some 
time ago asking our members how they desired 
to buy their merchandise, whether on a net two 
per cent basis, or with cash discount terms as 
during the pre-war period. The result of this 
questionnaire was decidedly in favor of having 
the manufacturer market his goods as in the pre- 
war period and any additional costs of manufac- 
ture should be absorbed in the selling price. 
Quite a few manufacturers decided to change their 
cash discount to a two per cent net and also 
decided to sell their product f. o. b. factory. 

Your president has been very active in com- 
bating this condition, as I have spent much time 
and energy in trying to convince these manufac- 
turers that this change was merely a camouflage, 
as I could see no reason why delivery charges 
should not be considered as a part of an over- 
head just the same as stationary or traveling 
expenses and should be absorbed in the cost of 
the goods. 

Regarding the cash discount, I had some very 
amusing experiences. One manufacturer told me 
the reason he changed from a six per cent to a 
two per cent discount was that if a customer did 
not pay his account promptly he thought six per 
cent was too much to penalize him for not paying 
on time. Another manufacturer thought that six 
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per cent was more difficult for a bookkeeper to 
figure than two per cent. 

I therefore recommend that if the majority of 
our members desire to purchase their merchandise 
as in the pre-war period we shall go on record to 
that effect and make every effort to support such 
manufacturers as conform to our ideas as long as 
these ideas do not interfere with profits. 

I wish to also call your attention to a new con- 
dition in our business and that is the export busi- 
ness in jewelry. We are very rapidly building up 
a foreign demand for our jewelry, and as the 
foreigner buys in large quantities it behooves us 
to make our accounts with the manufacturer as 
attractive as possible. 

There is one very important condition I wish to 
call your attention to, and that is the continual 
increase in the cost of our overhead in doing 
business, and manufacturers who have seen fit to 
raise their product from time to time and have a 
stipulated re-sale price thereon have failed to in- 
crease our profits in proportion to the increased 
cost of doing business. This condition should 
be brought to the notice of the various manu- 
facturers having a re-sale price on their product 
and this Association should use every effort to 
have our profit increased to meet the present con- 
ditions, 

In conclusion I wish to state that from obser- 
vation in the various markets from which we get 
our merchandise: it is my decided opinion that 
merchandise of all kinds will be scarce and deliv- 
eries will be more or less unsatisfactory, and in 
my opinion it will be a long while before we will 
see prices reduced. 

It is needless to say that all of us have enjoyed 
a year of exceptionally good business, and now 
that world peace is about to be signed and we all 
are rapidly approaching normal times where peace 
and goodwill will be the slogan instead of the 
terrors of war, I sincerely trust that the coming 
year will prove one of prosperity, happiness and 
satisfactory business conditions to you all, 


Next came the report of Secretary 
Thomas A. Fernley which was as follows: 


REPORT OF SECRETARY THOMAS A, FERNLEY 


The past 12 months in the work of this associa- 
tion has involved dealing with conditions resulting 
from the aggressive conduct of the war and con- 
sequent limitations upon the business, both 
through the withdrawal of man-power and the re- 
strictions upon the supply of raw material. 

A large number of items handled by our mem- 
bers appear to be in heavy demand due to the 
war, the call for the goods coming from those in 
the military and naval service of the country, as 
well as from the workers in industries engaged in 
the production of materials of war. 

In the early days of the war, we were told by 
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one of our manufacturing members that the arti- 
cles produced by jewelry manufacturers were the 
objects of the ambition of war-workers and that 
the possibility of possessing them caused an extra 
effort to earn the necessary money to undertake 
their purchase, 

Our members have made many patriotic sacri- 
fices passing through a troublesome period in 
which they endeavored to be of maximum service 
to the Government and at the same time have 
been called upon for merchandise to supply the 
demands in numerous directions. 

The value of the wholesaler as a medium of 
distribution has been demonstrated during the past 
year repeatedly and it is quite certain that the 
volume of business would have been less were it 
not for the presence of the wholesaler with his 
well assorted stocks. 

There has been from time to time a feeling 
on the part of our members that they would like 
it more clearly recognized that the wholesaler is 
as fundamentally necessary to the distribution of 
jewelry as any other factor in the business. 

The jewelry business is one in which a personal 
inspection and selection of the goods is necessary 
and such inspection and selection of the product 
of several hundred manufacturers would be out 
of the question without the service of the experi- 
enced buyers among the wholesalers who assemble 
the varied stocks suited to the needs of the retail- 
ers whom they serve. 

Advertising has been a helpful factor in creat- 
ing demand, but in several conspicuous cases ad- 
vertising has been blamed for failure to develop 
a business when the fault could more properly 
have been laid upon the neglect of the manufac- 
turer to take proper steps to secure co-operation 
of the wholesaler so that there might be a con- 
venient source of supply to satisfy the demand 
created by national advertising. 

OVERHEAD EXPENSES 

The value of the services of the wholesalers is 
further accentuated by the increased expense of 
traveling and by picturing the numerous expenses 
attendant upon by separate and individual visits 
of the, manufactuers’ representatives upon the 
15,000 or 20,000 retail jewelry stores theoughout 
the country. 

Of course, the wholesalers’ expense has .in- 
creased due to the greater cost of traveling, rent, 
light, transportation, office and store employes, etc., 
but this increase is borne by a large number of 
lines and represents a great economy over direct 
selling conditions. 

The wholesaler, however, is anxious that his 
manufacturers discuss or suggest selling prices— 
they taking cognizance of the increased expense 
of distribution over such expense three or four 
years ago. 

CREDIT CONDITIONS 
There has been a tendency to shorten credits 
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and numerous arguments for and against such 
action. 

Some wholesalers feel that the methods used in 
the past are not only against the best interests 
of the business, but are contrary to the laws of 
financial security. 

It is said that liberal terms by the manufacturer 
have led to correspondingly liberal terms by the 
wholesaler and that such terms are conducive to 
the best interests of the jewelry business because 
of the concentrated selling in certain season of 
the year and of the nature of the goods. 

One member suggests that in their community 
there are banks organized for the purpose of as- 
sisting those worthy of financial aid and that there 
is no reason why a wholesaler should conceive 
himself more competent to judge the paying ability 
of a customer than his own town banker—that 
if he has a basis for credit he should be able 
to secure a fair line locally and meet his bills to 
the wholesaler as they come due. 

It is suggested that members may desire to dis- 
cuss the credit situation here at this convention 
so that there may be a betterment of conditions 
in handling accounts and the elimination of the 
numerous bankruptcies at times of financial de- 
pression. 


WAR TAX 


The association has co-operated with the Rev- 
enue Tax Committees of the industry and has dis- 
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THOMAS A. FERNLEY, 
tributed many pieces of information with respect 
to the application and payment of the excise taxes 
and also the corporation taxes in the jewelry 
business. 

The basis of taxation has now been shifted from 
application on the manufacturers’ sales to applica- 
tion on the retailers’ sales and you have received 
complete information concerning such taxation 
from the association’s office and have also been 
supplied with data concerning the manner of han- 
dling the new luxury tax. 


INVENTORY VALUES 


Increases in prices of commodities handled by 
our members did not come so sharply during the 
war as increases in value in other lines of busi- 
ness, but we are now working on a high price 
level and may find need later on to avail our- 
selves of the provisions in the new Revenue Law 
concerning the deductions for losses in inventory 
values. 

These sections of the law were inserted largely 
at the request of the wholesale distributors in 
various lines and inasmuch as there is objection 
on the part of any taxpayer to the payment of 
taxes on mere paper profits, these sections will be 
found to remedy such a condition. 

Detailed information has been supplied to you 
from our office and we shall be glad to advise 
further in reply to inquiries. 


SELLING POLICIES 


Numerous changes were made during the period 
of the war in the selling policies of the manufac- 
turers and while some of these changes are doubt- 
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less of a nature which would suggest their con- 
tinuance, yet others have been regarded by the 
wholesalers as unnecessary source of loss and it 
is suggested that their cancellation be considered. 

Some manufacturers during the war put into 
practice the policy of accepting orders only sub- 
ject to prices ruling at date of shipment. 

Some of our members declined to operate on 
such a basis, feeling that this was not business- 
like unless they had the right to accept or reject 
the goods at the price when they were ready for 
shipment. 

The trade seems to favor the policy of the han- 
dling of orders at stated prices, the contract 
being equally binding upon the buyer as well as 
upon the seller. 


MISLEADING ADVERTISING AND LABELING 


The Federal Trade Commission, which has ex- 
pressed its disapproval on a number of unfair 
trade practices, has taken action in connection 
with the labeling of gold filled rings, conferring 
with a number of the manufacturers and formu- 
lating rules for the guidance of the industry. 

In connection with misleading advertising, we 
are to be addressed at this convention by a rep- 
resentative of the Associated Advertising Clubs of 
the World, which is conducting a strong campaign 
for the apprehension and punishment of those 
guilty of such offense. 


The association has kept closely in touch with 
the members during the year and has endeavored 
to be of continuing benefit and assistance. 

The secretaries have visited the members of the 
association in the various markets, conferring 
with them concerning ways in which the associa- 
tion could be of continuing and increasing benefit. 
It is the aim of the secretary’s office not only to 
initiate work, but to inquire of the members 
regarding matters which are confronting them in 
their business and in which they believe the co- 
operation of their fellow members may be of as- 
sistance. 


Such information is readily secured on such 
personal visits. 
The president and officers have actively co- 


operated during the year and we believe that the 
thanks of the trade are due to our president and 
his fellow officers and members of the executive 
committee and advisory board for the time and 
effort which they have made to bring about re- 
forms which would contribute to the betterment of 
conditions, 


An open discussion of business condi- 
tions and prospects for 1919 was a promi- 
nent feature of the morning session. 
Wholesalers from all sections of the coun- 
try reported excellent trade and a briglit 
prospect for the coming year. A note of 
warning was sounded by some of the 
speakers, but as a whole the jewelers were 
filled with the idea that business will con- 
tinue to boom for some time to come. 
Both wholesalers and manufacturers par- 
ticipated in the discussion. 

Charles William Burrowes, president of the 
National One-cent Letter Postage Associa- 
tion, delivered an address urging the jewel- 
ers to support the movement. Following a 
discussion on this: topic the morning session 
adjourned. 


Thursday Afternoon 


President Gutmann called the afternoon 
session to order shortly after 3 p. mM. He 
first read the names of the nominating 
committee as follows: L. P. White, chair- 
man; R. J. Petersen, E. W. Reynolds, S. 
H. Clausin and Julius Hahn, and then in- 
troduced Louis Cohn, formerly with Henry 
Freund & Bro., New York, who delivered 
an address in which he called attention to 
present-time business conditions and after- 
war-time developments in trade, particu- 
larly in the jewelry trade. He then dis- 
cussed credit insurance in detail. 

Mr. Cohn dwelt particularly upon credit 
insurance and its value at the present time. 
He is a former vice-president of the asso- 
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ciation and his reception was a most cordial 
one. He reviewed the present conditions of 
reconstruction and their effects upon indus- 
try and the quick changes they sometimes 
bring about. He said in part: - 


ADDRESS OF LOUIS COHN, 


The question arises how to do the maximum 
amount of business with the minimum possible 
loss from unforeseen conditions. This js where 
credit insurance becomes a most important factor 
and consideration. 

— 

Statistics show that for 10 years ending in 1916 
credit losses exceeded fire losses by over $350. 
000,000, or a total of $2,500,000,000. The last 
few years have shown an improvement owing to 
the requirements of the Government and large 
expenditures of money, but that is only a tem. 
porary condition and all past experience shows 
that there is an inevitable turn in the other direc- 
tion, a reaction or swinging of the pendulum. 
The only uncertainty is just when same will occur 
and the wisest and shrewdest are anticipating and 
preparing in advance. Should such a change not 
occur at once, they feel that they are amply pro- 
tected by carrying credit insurance, which for a 
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moderate amount not only secures their capital, 
but assures their peace of mind. With a large 
volume of business being done and profits made, 
this expense can be more readily borne now than 
ever (especially as it is a deductible item from tax 
returns, and as a consequence is in reality paid 
in large part by the Government). It becomes a 
portion of the overhead expense in the credit 
department. Large merchants have the same 
thought in mind when increasing their advertising 
appropriation and other legitimate. expenses. 

Credit insurance underwriting has made vast 
strides and many concerns who have had it in the 
past and discontinued its use are again accepting 
its protection, because it is now written to prop- 
erly cover each individual case. Formerly it was 
loose fitting, or was not at all. Today it is like 
a suit well made and tailored and made to order 
and to fit. Formerly a flat rate to all prevailed, 
Today each proposition is considered on its indi- 
vidual features and the rate and coverage made 
accordingly, special provision being made to meet 
unusual conditions as may be required, including 
coverage on single accounts. There is practically 
no business house so small or so large to whom 
credit is not an interesting and important proposi- 
tion if properly presented and understood. 

In the determination of the rate many factors 
enter, such as the house, its method of doing 
business, especially in the manner of extending 
credits, the trade itself, the general line, the 
terms of sale, its past history of losses for a period 
of say five years, its method of collection, the 
soundness of its judgment, of its personnel and 
credit department, on the average, as no one can 
be expected to continue business indefinitely with- 
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out losses. In brief, the history and methods of 
the’concerns, as well as their customers, are im- 
portant factors. 

Then there is the question of the amount of 
coverage required based on sales, the total of the 
contract according to the needs of the insured, 
as well as the coverage on the individual account, 
of course based on experience and on ratings. 
Then there is the so-called initial loss, which is 
really a part of the premium but which does not 
have to be paid in cash and consequently reduces 
the premium by just that much. It may tech- 
nically be called a costless reserve and enables 
the contract to be written at a minimum of pre- 
mium to cover the losses in excess of the normal. 
In this it differs from fire insurance, where the 
total premium must be paid in in cash, so that 
the company can pay to each insurer his own loss 
whether it is less or greater than the normal. 

With this information and certain further data 
as to sales and losses for the last five years, a 
contract is worked out and a rate presented. 
which becomes the basis for the relations between 
the company and the insured. 


George H. Wilcox, of the International 
Silver Co., was next introduced, and deliv- 
ered a very interesting address on Silver 
and Silverware. His address in full ap- 
pears on pages 57, 59 and 61 of this issue. 

The next speaker, Carl D. Smith, of the 
Smith-Patterson Co., Boston, Mass., who 
spoke on overhead expenses, profits, etc., 
in the wholesale trade, said in part: 


ADDRESS OF CARL D. SMITH 


The unusual conditions now confronting us 
make 2 consideration of overhead expense and 
piofits of supreme importance. 


There is on€ broad proposition upon which I 
stand. It is this, that fact, not fancy, is the 
basis upon whieh all successful business must be 
built. In the presence of this National Associa- 
tion of Wholesale Jewelers this would seem at 
first thought t@ be an elementary and a trite 
statement to make, but investigation and observa- 
tion have conyinced me that many merchants, 
wholesale jewelers included, do not keep records 
sufficiently detailed from which a proper analysis 
of overhead and profits may be made. 

The first requisite then is complete records, ac- 
counts which will reflect as in a mirror the life of 
the business from day to day, and which will 
register accurately at the end of the year over- 
head expense and profits. Assuming, however, 
that we have such records already established, 
let us look at the profit and loss account and 
consider carefully some of the most important 
items which go to make up the debit side of this 
statement, and then take a look at the credit side 
and see if the balance, if any, to be paid out in 
dividends is commensurate with capital invested 
and expenses incurred. 

The heaviest expense which every business 
must bear is that of salaries, wages or commis- 
sions. The human element cannot be eliminated 
from any business. It is the most important 
part of any enterprise because it is the personal 
element, and personality is the most potent force 
in the world, No item cof expense should be 
studied more carefully or analyzed more closely 
than this particular item. It matters not how 
large or how small the force, each unit should 
be subjected to the same searching scrutiny to 
ascertain whether or not the money invested is 
yielding a fair return. 

The size of the salary should be a means of 
measurement for service rendered. The concerns 
which pay the lowest salaries are likely to receive 
the poorest service. Ability will eventually find 
its own level, and the concern which tries to get 
all and give little will sooner or later find itself 
without an efficient force. In a sense we buy 
service as we buy merchandise, and although the 
value of service in some cases may be intangible 
and difficult to determine, study and observation 
will enable us to find out the real value of each 
employe. In investigating do not confine your 
analysis to the sales force alone. Merchants are 
too prone to watch only what they are pleased to 
call the producing end of the business, All de- 
partments produce, whether it is your selling, ac- 
counting, shipping, mailing or adjusting depart- 
ment. All contribute toward making up the ef- 
ficiency of the organization, which is back of 
all things. If, after investigation, it is found 
that some employes are not up to the standard, it 
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is good business to ascertain wherein the weak- 
ness lies, and strengthen, if possible, the weak 
points and arouse the latent forces which lie in 
every individual. Larger returns may then be 
realized without going outside of the store and 
the entire organization raised to a level where 
the outlay for salaries, wages and commissions is 
in proportion to profits. 

If the traveling expenses are met by the mer- 
chant, go over the ground covered by each sales- 
man and see whether or not the territory could 
be re-distributed so as to either reduce’ traveling 
expenses or get better results for money expended. 
Oftentimes it is found that two or more salesmen 
go to the same city or cover the same district. 

The interest item is also an important consid- 
eration. Many concerns by closer collections can 
reduce this charge materially. Many concerns 
lack the requisite nerve to ask for payment of 
accounts when due for fear of offending cus- 
tomers. 

In line with liquidating “accounts receivable,” 
the advocacy by wholesale jewelers of trade ac- 
ceptances should be universal and persistent. In 
talking trade acceptances, do not cover your ad- 
vocacy with too much verbiage, thus leading your 
customer to think that you are trying to put 
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something over on him. Make your explanation 
of this plan simple and free from technicalities. 
In no line of business can this system of pay- 
ments work vut to better advantage than in our 
own, 

In common with you it is customary for us to 
sell in the Fall of the wear large bills of mer- 
chandise for Christmas consumption, with a dat- 
ing of Jan. 10 less six per cent. The 10th of 
January finds many of these bills unpaid, and re- 
mittances come straggling along up to the first 
of February, and even later, with the six per cent. 
deducted, and on our refusal to allow the six 
per cent. the inevitable wrangle ensues and ad- 
justments become necessary. 

Last year we worked hard to introduce trade 
acceptances, with good results. All trade accept- 
ances were met at maturity except two, and in 
this particular instance the acceptor died and the 
estate was not in a positicn to take them up. 

A general movement among us wholesale jewel- 


ers will give a great impetus to the adop- 
tion of trade acceptances by retail jewelers 
and operate to reduce our overhead expense 


by giving us more working capital, with a conse- 
quent reduction for interest paid on money bor- 
rowed. Watch your interest account. 

The giving of discounts after the discount 
period is passed also operates to decrease the 
income. 

The cash discount is getting to be largely re- 
garded as a trade discount, and not as a premium 
for prompt payments. 

It is time that we as wholesalers have the cour- 
age of our convictions, and absolutely refuse to 
allow any merchant. to dishonor terms of sale. 

Along this line another evil has crept in, which 
indirectly increases overhead expense by tying up 
capital for too long a time, and that is the 
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dating of bills ahead at the beginning of the year 
when dating should not be necessary. 

Rent, heat, light and power should not be ex- 
cessive, They are items difficult to control, but 
the expense should not be out of proportion to 
the other charges for conducting the business. 

The overhead expense should be charged with 
a reasonable amount each year for depreciation 
of equipment. 

As going concerns our fixtures are of value, 
but they have little if any marketable value. 
Common sense requires that depreciation cost be 
considered in the overhead and the figuring of 
selling prices. 

In view of the large expense entailed by the 
war, taxation will be heavy for many years to 
come. This item of expense should be figured 
scientifically with the costs, else net profits will 
take a tumble. It would be well to bear this in 
mind when making selling’ prices. 

Losses from bad debts is another item which 
enters into the overhead expense. These losses 
can be materially lessened by the wholesaler co- 
cperating with and advising the retailer. 

As to the best methods of doing business, the 
welfare of the retailer and the welfare of the 
wholesaler are so closely interwoven that we can- 
not separate them if we would, and frankly, we 
would not if we could, for the closer the co- 
operation, the finer and happier the general 
results. 

Isolation in business is now as impossible as 
isolation among nations. Community of interest 
requires cordial and confidential relationships. 

I believe that this organization should appoint 
a committee to co-operate with the retail jewel- 
ers’ organizations to ascertain the needs of the 
retailer and to find out in what ways the whole- 
scler can best serve the trade. We have our 
faults and shortcomings as well as the retailer, 
and the sooner we come to a common viewpoint 
the better for all concerned. 

I have only spoken of the larger items which 
go to make up our overhead expense, but what 
holds true of these items is equally true of. all 
charges carried to profit and loss. Eternal vigi- 
lance is the only way by which overhead expense 
can be kept down and expenses properly dis- 
tributed in these days of rising costs of doing 
business. We have all got to recognize, however, 
that conditions have changed and that we are 
at a transitional period. 

It is difficult in these days of instability to 
stabilize expeuse, and for this reason gross profits 
should be as large as is consistent with justice 
and right dealing. You can do as great an in- 
justice by selling goods cn too small a profit as 
you can by doing business on excessive profits. 
On the one hand, by selling merchandise too 
cheaply you undermine your own business and 
weaken general industry, and on the other hand, 
by trying to make too much profit you make the 
sale of goods prohibitive and impose an injustice 
upon the consumer. Rising costs must’ mean 
higher prices, for the net income has get to give 
capital a fair return for the risk run. 

In line with net income, let me emphasize the 
fact that net profits, not volume, constitute busi- 
ness success. Volume by itself is an empty shell. 


Charles F. Miller, president of the Ham- 
ilton Watch Co., Lancaster, Pa., was next 
introduced and spoke on “Watches.” Mr. 
Miller’s speech, which was listened to with 
much attention appears in full on pages 129 
and 131 of this issue. 

Charles A. Whiting, of the Whiting & 
Davis Co., Plainville, Mass., next spoke on 
the history of the mesh bag business. He 
said in part: 

ADDRESS OF CHAS. A. WHITING 

At one time I almost believed that I was the 
originator of mesh, but was undeceived by a visit 
to the Metropolitan Museum of Art of New York, 
where I was shown mesh that was manufactured 
500 years B. C. Major Bashford Dean, who has 
charge of the armor mesh department of the Mu- 
seum and is a collector himself, presented me 
with samples of mesh made about 1450. I have 
these samples with me to use as an illustration to 
show what has been accomplished in the manufac- 
ture of mesh in the last 400 years. 

In 1892 I produced and offered for sale the 
first samples of mesh bags at what at that time 
was sold at a popular price. I can see men in 
this room who at that time would not believe that 
mesh bags would ever become a salable and profit- 
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able article for them to handle. I could not agree 
with them, so kept working for improvements and 
sales, both of which we accomplished. 

From 1892 until 1909 mesh bags had their ups 
and downs, as many articles of jewelry have had. 
In 1909 we perfected machinery to manufacture 
mesh at a price that made bags popular and within 
the reach of all. In 1912 and 1913 we perfected 
and produced the soldered mesh so that it could 
be sold at popular prices also. And during the 
past six years we have improved in manufacturing 
and production in many ways, We believe: that 
mesh bags have become a staple article and an 
article of utility. They are no longer a fad, but 
an article necessary for women’s use. 

We manufacture the complete article, beginning 
with the melting of the metal, casting into bars 
into which the solder is placed and the bar is 
worked down from two inches in diameter to .009 
of an inch. {1 have with me my first sample, 
which I do net blame any of you for not buying, 
but also have one of our latest productions to 
demonstrate the great improvements within the 
past few years. During this period we have built 
and equipped a modern factory approximately 
52,000 square feet of floor space and at the pres- 
ent time the architects are working on plans for 
an addition. We employ between 400 and 500 
workmen in the Plainville factory. We also op- 
erate a branch factory in Sherbrooke, Que., and 
have machines in operation in France and Eng- 
land, and did have some machines working in 
Germany, ‘Where they are now we do not know. 
In addition we are organizing a new factory in 
Middleboro, Mass., where we hope to secure addi- 
tional labor. 


The rest of the address was given over 
to details as to the speaker’s firm’s organi- 
zation, the organization of its employes, 
and relation of the firm to its help. 

W. W. Stark, of the North American 
Watch Co., Mansfield, O., was unable to 
address the convention because of a severe 
attack of tonsilitis. In his stead M. W. 
Stark spoke of business conditions, calling 
attention to the fact that everything looked 
promising for the future with the single 
exception of the wave of Bolshevism. The 
speaker urged that the movement should 
be met sharply and that this matter should 
be given more careful attention. 

President Gutmann next spoke briefly an 
then introduced Max C. Meyer of Jos. 

‘H. Meyer & Bro., New York, who spoke 
on the making of imitation pearls. 

Mr. Mayer’s address was a plea for the 
imitation pearl of American manufacture. 
He told of his recent return from abroad 
where he found -that the French manufac- 
turers were not in a position to produce 
these goods owing to the absence of essence 
d’Orient and other necessary raw mate- 
rials. 

He went into detail as to the starting of 
the manufacture of these pearls in this 
country, the difficulties that they had in 
obtaining the proper glass formulas and 
getting the proper help, being able to ob- 
tain 200 of the right class of bead makers 
from the 2,000 that were examined. Es- 
sence d’Orient not being obtainable here, 
it was necessary to go to northern Europe 
and get the Bleak fish, from whose scales 
the essence is made. He told of the manu- 
facture of essence d’Orient here and how 
it was used in making imitation pearls. 
He gave considerable details about the par- 
ticular line his firm was manufacturing. 

Harry E. Freund came to the conven- 
tion to present the plan of the National 
Jewelers’ Publicity Association. He called 
attention to the fact that co-operative ad- 
vertising is a growing feature in the busi- 
ness world. He mentioned the efforts of 
the florists, fruit growers and others. 
The opportunity to advertise jewelry, he 
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said, is greater than ever before. The 
national advertising campaign he charac- 
terized as “prosperity insurance.” He then 
read his plan for raising $300,000 to ad- 
vertise jewelry, 

The afternoon session adjourned at this 
point and a group photograph of the jewel- 
ers was taken. 

. Friday Morning 

The morning session on Friday did not 
get under headway until nearly 11 o’clock. 
After President Gutmann had called the 
meeting to order he introduced as the first 
speaker Noble R. Fuller of the Edwards- 
Ludwig-Fuller Co., Kansas City, Mo., who 
spoke on the topic “The Wholesaler’s View 
Concerning Price Tendencies.” He said: 

ADDRESS OF NOBLE R. FULLER 

Prices are a barometer or an indicator, re- 

flecting the activities, demands and supply of the 


human race. When you see great and sustained 
activity in the industrial world you can look for 
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high prices. When there is apathy and sluggish- 
ness, prices are sure to be lower. 

There are some rules which are well to re- 
member. One is, that bond prices and commodity 
prices always act in opposite directions. This 
is a law of economics, which can be easily re- 
ferred to on the financial page of your daily news- 


paper. Another is, that wages fall when the 
volume of production declines and prices follow 
wages. 


In arriving at some conclusion regarding price 
tendencies now and in the future, we of a neces- 
sity must delve into the past, present and future. 
As to the past and present, we have tangible rec- 
ords and facts to help guide us. 

Take the three things the human race is in- 
terested in every day: Food, raiment and shel- 
ter, and select the leading item of each—wheat, 
wool and pig iron, then go back to the year 1861, 
the beginning of the Civil War. We find when 
the war started wheat was $1.30 per bushel; 
wool, 38 cents per pound and pig iron $20 per 
ton. These three items rose steadily during the 
war, at the close of which wheat was selling at 
$2.04 per bushel (not so far from our present 
govenment guaranteed price). The two other 
mentioned commodities sold at about the same 
percentages of raises in price. 

A great many people thought at that time, and 
many now think, that prices would stop advancing 
at the end of the war. Instead of that, wheat 
continued to rise until it reached its peak price 
two years later, in 1867. Pig iron reached its 
peak point in 1867. Wool having started down 
in 1866. Wheat today is selling in Kansas City 
at $2.77 per bushel, about 50 cents higher than 
the guaranteed price. 

In the latter part of 1867, two years after the 
war, there was a recession in prices, with a 
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rapid decline in 1869 and 1870, 
the war. 

Six years after the Civil War, 
minated in a boom, lasting two years, and ter- 
minated in over production, extended credit 
stock jobbing, real estate speculation, etc which 
resulted in the panic of 1873. A very simils 
movement of prices was experienced during ee 
after the Spanish War, when we had Prosperit 
high prices, a boom, and then the panic of 1907 

If we were to govern ourselves by these aes 
periences and figures, it would seem that funda. 
mental commodity prices would continue on a 
high level for at least two years after the close 
of this war. After that prices may recede because 
of competition, larger production and the fact 
that reserve stocks may have been built up. 

Against this argument stands the tremendous 
and very important fact that America occupies 
today a very unique position in the world, com. 
parably only to the position Joseph is said to have 
occupied and as is related in early Bible history 
It was said that the whole world, or what was 
then known of the world, had to come to Joseph 
for corn, for he had the corn. 

This is true of America today, for “she has 
the corn.” So again we must look to the law of 
demand and supply for our guidance in trying 
to determine the trend of prices. 

America is the only nation, with the possible 
exception of Japan, that has come out of the 
great war as a “going concern.” That is, we 
have had no devastation of territory; we have 
had no industries destroyed; we have not had 
a depletion of man power, but rather have we had 
the opposite results. The demands for food from 
all over the earth has inspired our farmers to 
make our broad acres yield bounteous crops, 
which are being sold at marvelous prices. 

The flocks and herds of other countries have 
been exhausted, and it will require years to 
build them up again. In the méantime our stock 
growers will have a wonderful market. 

Factories, mines and industries of our coun- 
try have been developed, accelerated and put on 
a production basis never before: known, so that 
now they may be turned from war work to the 
activities of reconstruction and peace. 

During the war, statistics show us, little or no 
building was done outside of war work, so there 
will be, and now is, under way a great building 
program. These things are mentioned (and I 
could go on ad infinitum) to show that the “law 
of demand and supply,” which governs prices, in- 
dicates that, most commodity prices are not on 
a downward trend, but are sustained by demand. 

Labor is one of the great outstanding questions 
of the day, and it is a question many of us have 
given too little consideration. The cost of labor 
is by far the largest item entering into the price 
of commodities, so it is necessary to watch the 
trend and development of this problem. 

There is a well defined policy among labor 
leaders to shorten the hours, and we have seen 
the manufacturers yield to this demand from 
time to time, with the resulting increase of com- 
modity prices. 

There are two elements in labor circles strug- 
gling for control, the conservative and the radi- 
cal groups. Both are for shorter hours of labor 
per day. The conservative argues and _ strives 
for a shorter day, keeping the interests of the 
employer somewhat in mind, for net to do se 
would “kill the goose that lays the golden egg.” 
The backbone of the conservative’s argument is 
that the shorter hours will force the employment 
of more labor to produce a given number of 
articles; iz. other words, if it took under the old 
system 100 men working 9 hours to produce 50 
dozen rings, it would take 112 men working 8 
hours to produce about the same quantity. The 
theory is that the extra 12 men would come from 
the unemployed ranks and make the demand for 
labor stronger; in either case force a raise in the 
price of labor, which of course is reflected in 
commodity prices. 

On the other hand the radical element figure 
like the fellow who thought that if one pill was 
good, two would be better, and with like results. 
So they go on trying to chop off a few more 
hours. 

The enormous amount of government bonds 
we now have outstanding makes it necessary to 
provide a sinking fund for the retirement of these 
bonds when due, as well as provide for the in- 
terest on these bonds. To obtain these funds 
the government will impose heavy direct and 
indirect taxes which makes an exceptionally large 
item to figure in our cost, and must be absorbed 
in our selling price. 

This addition in commodity prices has come 
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to stay through the coming generation at least. 
The over expansion of credit, currency and 
debts, enters very largely into the trend of 
prices, as the dollar or money unit has not as 
much purchasing power as when there is no ex- 
on. 
20. P. Austin, statistician of the National City 
Bank of New York, recently compiled a statement 
of the expansion during the war. His figures 


follow: 
r Now. Before the War. 


Paper money out- 





standing ...... $45,000,000,000 $15,000,000,000 
National debts... 220,000,000,000 40,000,000,000 
Bank deposits.... 75,000,000,000 27,000,000,000 
$340,000,000,000 $82,000,000,000 


Add to all this the new standard of living 
which Americans have established and it can be 
seen that price tendencies are not to any great 
extent downward in the near future. 

The history of business of which we have rec- 
ords extending back. nearly 100 years, shows us, 
as Mr. Babson puts it, that every action has an 


equal reaction. 

Now we all seem to instinctively know this, but 
Mr. Babson does not give us a rule to go by 
that would permit us to know how long a period 
of “action” would last and how long a period of 
“reaction” would last, or when a “reaction” 
would set in. So in the last analysis we have 
got to do some thinking on our ‘‘own hook.” 

The best tonic for any business, manufactur- 
ing, wholesaling or retailing, large or small, is 
to get “the turnover.” This, of course, is easy 
to say but difficult to do, especially under present 
manufacturing conditions. Nevertheless we should 
keep this in mind, as well as impress it on the 
minds of our ‘buyers, and of course on the minds 
of our salesmen, for it takes two to accomplish 
“the turnover’—half way over by the buyer and 
the other half over by the salesman. If we can 
do this our worry about the-trend of prices will 
not be nearly so great. 

A new era is upon us, born through the travail 
anu pass, v2 Sorrow, sacrifice, doubts and con- 
vulsion of the whole world. If the fruition is 
to be commensurate with the effort put forth by 
the. world, and I think it will be, then we are en- 
tering upon a period of peace and plenty. 


ADDRESS OF E. D. GIBBS 

E. D. Gibbs, associated with the Bush 
Terminal Co., was next introduced and de- 
livered an interesting address. He called 
attention to his experience with the Na- 
tional Cash Register Co., where when he 
was connected with that organization the 
first salesman’s training school was or- 
ganized. Practical demonstrations were 
given of selling methods and in time he 
was sent abroad to carry. on the work 
holding conventions in various countries. 

He advocated meeting others in the same 
industry and exchanging ideas and urged 
the reading of trade journals. 

On the subject of selling he called 
special attention to the fact that under 
identical conditions a ‘man’s personality 
counts a great deal and the man with the 
strongest personality will, he said, out sell 
the other man every time. He cited the 
late Theodore Roosevelt as an example of 
a man with a strong personality. “You 
must make people like you if you want to 
do business with them,” he said. 

He then described different types of 
salesmen illustrating his points by stories 
of men of different types. “You must be 
yourself in selling. You can’t succeed by 
copying but must develop your own 
personality,” he declared. 

He described in an interesting manner 
the development of the Bush Terminal and 
the Bush Terminal Sales building. 

In conclusion he spoke of co-operative 
advertising. “Create sentiment for the 
products of the industry itself.” “More 
money is being spent for advertising this 
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year than during any other three years in 
the history of the business world. Don't 
forget to advertise,” he urged in conclusion. 


ADDRESS OF S. WELDON ROSENTHAL, 


S. Weldon Rosenthal, trade commis- 
sioner, who has been investigating the 
South American markets for jewelry and 
silverware, under the direction of the Gov- 
ernment, with the co-operation of the Na- 
tional Jewelers’ Board of Trade, was intro- 
‘duced as the next speaker. 

He first called attention to the value of 
the trade papers and trade associations, and 
then discussed the South American mar- 
kets for jewelry and silverware. “The 
shelves of the South American dealers are 
bare and the South American merchant is 
looking to the United States for new 
wares,” he declared. 

The opportunity for the wholesale jew- 
eler was next taken up. He said that in 
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order to enter the markets in Latin Amer-: 


ica wholesalers must cater to styles, qual- 
ity and credits. Eighteen-karat gold is the 
quality in greatest demand in Latin Amer- 
ica, he said. 

“The Government can tell you where in 
South America the best markets are. lo- 
cated, give you information as to how to 
learn about credits, tell you about methods 
used by foreign competitors, advise you as 
to what methods you can use, but while 
the Government can give advice it is up to 
dealers to get the business,” he declared in 
conclusion. 

“One Way to Increase Jewelry Sales” was 
the topic chosen by Carl Hunt, director of 
the extension division of the Associated 
Advertising Clubs of the World. He spoke 
particularly of the necessity of truth in 
advertising. He called attention to many 
instances where deceptive or fraudulent ad- 
vertising had been stopped by the action of 
his organization. 


ADDRESS OF LEE REICHMAN. 


Lee Reichman, New York, ‘vice-chairman 
of the Jewelers’ Vigilance Committee, was 
the next speaker. He spoke briefly of the 
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work of the committee and of the Jewelers’ 
War Revenue Tax Committee, and then 
called attention to the stamping Jaws, point- 
ing out that under New York State laws 
an article containing one-half of one karat 
of gold could be stamped “solid gold.” 
The work of revising these laws requires 
additional funds and Mr. Reichman ap- 
pealed to the wholesalers to help in the 
work. 

Jonas Koch, New York, voiced his ap- 
proval of the work of the Vigilance Com- 
mittee and subscribed $50 as an individual. 
He had already subscribed to this work. 

President Gutmann said that the organi- 
zation had no objections to members sub- 
scribing and said that subscriptions of mem- 
bers should be sent direct to the Vigilance 
Committee. 

Attention was called to the death of the 
members who had passed away during the 
year, and the jewelers rose and stood in 
silence a moment as a mark of respect. 

Louis Sickles spoke briefly of the Na- 
tional Jewelers’ Publicity Association. He 
said that the association has retained H. E. 
Freund to help in the raising of funds. 

The meeting adjourned at 12:45 p. m. 


Friday Afternoon 


The last convention session was called 
to order at 2.45 p. M. and it was moved that 
the next convention be held at Atlantic 
City. Discussion developed and it was 
finally decided to send out a referendum to 
get a consensus of opinion of all members. 
It was pointed out that the burden of en- 
tertainment be not placed upon the mem- 
bers of the association in the city selected. 
Chicago, Buffalo, Atlantic City and Boston 
were the cities suggested. 


Trade acceptances were taken up as a 
One speaker said he 
thought it a mistake to offer renewals of 
trade acceptances and discussed his expe- 
rience in the use of trade acceptances. 

“How may we co-operate in the return 
of excise taxes on jewelry by peddlers and 
speculators so that the retailer with an es- 
tablished place of business may not be un- 
fairly handicapped?” This was the next 
topic taken up for discussion. The Phila- 
delphia Wholesale Jewelers’ Association 
adopted a plan of marking sales slips in 
such a way as to show that the goods were 
for re-sale purposes where sales were made 
to peddlers or other dealers not listed as 
jewelers. This, it was pointed out, would 
protect the wholesaler in the event that the 
purchaser claimed he had purchased for his 
own use and therefore was not responsible 
for the war tax. 

It was moved and carried that the whole- 
salers’ association go on record that it be 
recommended that in every city the whole- 
sale jewelers get together and come to an 
understanding relative to this matter.. It 
was suggested that the plan adopted by the 
Philadelphia Wholesale Jewelers’ Associa- 
tion be placed before wholesalers in other 
cities. It has already been decided by the 
Philadelphia wholesalers that where there 
was doubt as to the resale feature that the 
tax of 5 per cent. be collected by the whole- 
saler and returned to the Government. In 
this connection the recent ruling of Com- 
missioner Roper which covers the payment 
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i 4! The Perfect Result 


Any one will tell you that the essentials of fine jewelry are workmanship, materials and 
design. And as you pick up the various pieces on display in the fine stores throughout 
the country, isn’t it strange that many, while perfect perhaps in design, are lacking in 
workmanship; again where the workmanship is good, the materials are not. 


For years the saying in the trade in regard to Wheeler jewelry has been, “when the 
Wheeler organization tries, Wheeler workmanship succeeds.” 


It has always been taken for granted, and rightly so, that Wheeler materials and 
designs are all that could be asked. These two essentials plus the perfection of Wheeler 
workmanship have helped many of the better jewelers to achieve the distinction they 
now enjoy for selling jewelry of character—perfect in every respect. 


The brooch illustrated is but one of the many perfect pieces in our stock. 


Hayden W. Wheeler & Co., Inc. 


Manufacturers—Importers 


2 Maiden Lane (0) New York 


Factory: Brooklyn 












































° For return 

Trade Marks of the Jewelry and Kindred Trades ’ oe gage 
/ One large oval 

diamond _sur- 
rounded by 
band of square 
sapphires. All 


$100 Reward 
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The work showing actual facsimile reproductions of Trade Marks 


a re: 
- , - unded. 

Price $5.00 Express Paid Pinkerton Nat’l Detective 
One year’s subscription to the JEWELERS’CIRCULAR $3.00 for fifty-two issues. Agency, 


92 Liberty St., New York 











Combination Price, $7.00 for Both 


ATTENTION MANUFACTURERS! 


Onyx Ring Stones Furnished fer any size 
Diamond. 
Black Onyx, Coral and Moerning Jewelry. 


ONYX BEADS— CAMEOS 
The DOUBRAVA CO.,61 Maiden Lane, N.Y. 


To Makers of Platinum Jewelry} | The Buyers’ Directory| § MUSIC, BOXES REPAIRED 


Order Now—Render Quick Service to Your Customers by knowing the Marks. 


THE JEWELERS’ CIRCULAR PUBLISHING CO., 11 John St., New York 

















If you made, more than 2 years ago, an all > Singing Birds and Fema, Metronomes, etc. 
platinum and diamond flexible bracelet bearing Price $1 .00 L aa for rex Trade 
number V258, please communicate with The Jewelers’ Circular Publishing Company e e A CARD 


om . * with 
O. J. FUCHS, Chillicothe, Ohio. $3 John St. corner Broadway New York 247 WEST tind STREET NEW YORK 
SL a rr rr 


A. & S. ESPOSITER Jobbing Promptly Done at Reasonable Prices. Cutting and Polishing 


awe | LAPIDARIES i waties. satires a 


CORNER OF NASSAU ST. Fine Rough Gem Material Bought for Cash. Emeralds Especially 
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of sales by peddlers was cited and copies 
of the rulings were distributed. 

A motion was offered by Jonas Koch, 
New York, that a committee of the associa- 
tion of four be appointed to meet a com- 
mittee of the American National Retail 
ewelers’ Association to determine how the 
wholesalers can co-operate with the retail- 
ers and also to take up a campaign to ob- 
tain greater remuneration for watch repair- 
ing. This motion was carried. 

The nominating committee next reported 
as follows: 

President, Noble R. Fuller of the Ed- 
wards-Ludwig Fuller Co., Kansas City, Mo. 

First vice-president, Peter T. White, of 
Otto Young & Co., Chicago. 

Second vice-president, E. W. Reynolds, of 
the E. W. Reynolds Co., Los Angeles, Cal. 

Treasurer, L. P. White, Philadelphia. 

Advisory secretary, T. James Fernley. 

Secretary, Thomas A. Fernley. 

The executive committee named for the 
term expiring in 1921 was as follows: 
Jonas Koch,; New York R. H. Shuttles, 
of Shuttles Bros. & Lewis, Dallas, Tex.; 
Walter Mayer, of Wallenstein, Mayer & 
Co., Cincinnati, O.; Albert J. Krower, of 
Leonard Krower & Son, New Orleans, La.; 
Jacob Engel, of Jacob Engel & Co., Balti- 
more, Md.; Carl D. Smith, Smith Patter- 
son Co., Boston, Mass.; Sidney Y. Ball, of 
the Norris-Alister Ball Co. Chicago; 
George H. Tomes, of Cross & Beguelin, 
New York. 

Those to fill the term expiring in 1920 
were named as follows: Jos. B. Bechtel, 
of Jos. B. Bechtel & Co., Philadelphia, Pa.; 
Albert Ellbogen, of the Stein & Ellbogen 
Co., Chicago. 

After the committee had reported the 
slate was unanimously elected. 

President-elect Fuller was then conducted 
to the chair and Retiring President Gut- 
mann made a short address to him wishing 
him every success during the coming year. 
President-elect Fuller replied thanking the 
members of the association for the honor 
conferred upon him and asking for their 
continued co-operation. 

Louis Sickles, Philadelphia, next asked 
for the floor and in a neatly worded speech 
presented Retiring President Gutmann with 
a beautiful silver basket as a token of ap- 
preciation from the members of the asso- 
ciation. 

Retiring President Gutmann replied, 
thanking the jewelers, and said that he 
would present the gift to his wife. 

Louis Sickles next spoke regarding the 
Vigilance Committee, suggesting that mem- 
bers support the activities of this organiza- 
tion. 

The business of the convention having 
been finished, an adjournment was then 
declared. 


The Roster 


Louis Aisenstein, Aisenstein & Woro- 
nock, New York. 

Max M. Alberts, I. Alberts’ Sons, Inc., 
New York. 

Nathan Alberts, I Alberts’ Sons, Inc., 
New York. 

W. H. Alger, North American Watch 
Co., New York. 
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B. C. Allen, Benjamin Allen & Co., Chi- 
cago. 

Sidney Y. Ball, Norris, Alister-Ball Co., 
Chicago. 

Samuel Bamberger, Karpeles Co., New 
York. 

Francis C. Bechtel, Jos. B. Bechtel & 
Co., Philadelphia. 

Joseph B. Bechtel, Jos. B. Bechtel & 
Co., Philadelphia. 

Fred M. Bushnell, North American 
Watch Co., Mansfield, O. 

S. H. Clausin, S. H. Clausin & Co., Min- 
neapolis, Minn. 

Robt. L. Coates, L. P. White, Philadel- 
phia. 
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Howard H. Hetherington, The Keystone 
Publishing Co., Philadelphia. 

Paul Heyer, Star Watch Case Co., Lud- 
ington, Mich. 

W. H. Hurlburt, H. O. Hurlburt & Sons, 
Philadelphia. 

Fred E. Hyatt, The Keystone Watch 
Case Co., Philadelphia. 

H. I. Jacobson, The Hahn-Jacobson Co., 
Cincinnati, O. 

Jonas Koch, New York. 

Ives L. Lake, Waltham Watch Co. 

Chas. Laubheim, Laubheim Bros., New 
York. ; 

Max Laubheim, Laubheim Bros., New 
York. 
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Louis Cohn, Ocean Accident & Guaran- 
tee Corp., Credit Insurance Department, 
New York. 

John S. Cunningham, E. L. Spencer Co., 
Providence, R. I. 

Bartley J. Doyle, Keystone Publishing 
Co., Philadelphia. 

Leo Dreyfuss, Ad. Schwob, Inc., New 
York. 

E. A. Eisele, King & Eisele Co., Buffalo, 
Ne 

Edw. A. Eisele, King & Eisele Co., Buf- 
falo, N. Y. 

Jacob Engle, J. Engle & Co., Baltimore, 
Md. 


Leon J. 
more, Md. 

Harry Edward Freund, Nat’l Jewelers’ 
Publicity Ass’n, Chicago. 

Noble R. Fuller, Edward-Ludwig-Fuller 
Jewelry Co., Kansas City, Mo. 

Emmanuel Grafner, Grafner Bros., Pitts- 
burgh, Pa. 

David Greenberg, Ritter Greenberg Co., 
Philadelphia. 

C. T. Gustafson, C. H. Knights-Thearle 
Co., Chicago. 

David J. Gutmann, L. Gutmann & Sons, 
Cincinnati, O. 

Julius Hahn, The Hahn-Jacobson Co., 
Cincinnati, O. 

Wm. H. Hamilton, W. H. Hamilton 
Jewelry Co., Denver, Colo. 

Edward E. Hardy, D. C. Percival Co., 
Inc., Boston, Mass. 

W. E. Harris, Norris, Alister, Ball Co., 
Chicago. 


Engle, J. Engle & Co., Balti- 
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Edward Lehman, The Edward Lehman 
Jewelry Co. 

Leon Levi, Leon Levi, Baltimore, Md. 

Ward M. Lewis, C. B. Norton Jewelry 
Co., Kansas City, Mo. 

Moses Loeb, The Dueber Watch Case 
Co., Canton, O. 

J. E. McCourt, New England Watch & 
Jewelry Co., Worcester, Mass. 

Joel J. McKenna, Bauman-Massa Jewel- 
ry Co., St. Louis, Mo. 


John A. Malcolm, Walter E. Hayward 
Co., Attleboro, Mass. 

W. T. Marshall, Waltham Watch Co., 
Waltham, Mass. 

M. C. Meyer, J. H. Meyer Bros., New 
York. 

Larry Moss, Jos. H. Meyer Bros., New 
York. 

M. E. O’Donnell, Roy Watch Case Co., 
New York. 

William B. Peck, Waite-Thresher Co., 
Providence, R. I. 

Richard J. Petersen, Petersen Max & Co., 
Buffalo, N. Y. 

Norman Randnitz, Bush Terminal Co., 
New York. 

John F. Renner, Keystone Publishing 
Co., Philadelphia. 

Lee Reichman, Reichman Bros., 
York. 

Frank J. Ryder, Walter E. Hayward Co., 
Attleboro, Mass. 

Percy H. Savory, Wadsworth Watch 
Case Co., New York. 

J. J. Schmukler, J. J. Schmukler, New 
York. 


New 
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Charms that 
Build Profits 


Logee Charms are made right to sell. 
They compare favorably in material and 
workmanship with others that are far 
higher in price, and in design they are 
different— more salable. The entire 
Logee Line of Emblems commands the 
attention of sales-building jobbers. 


Sold only through Jobbers at Prices that are 
Right for Real Profits 


£. Z. Logeer Cn. 


95 Chestnut St. 
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Carl . Kionka 


IMPORTER OF 
Precious 


and 


Semi-Precious Stones 





Complete assortment of 
Reconstructed Stones in 
all colors and sizes. 


Positively Lowest Prices 


To be convinced send us 
a trial order. 


27 East Monroe Street 
Chicago, Il. 
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Providence, R. I. 








Coral Necklaces 


The Season’s Fashion ! 





NEW SHIPMENT JUST RECEIVED 
ALL SIZES—ALL SHADES—ALL PRICES 


Graduated and Uniform 
Exceptional Low Prices 





Write for Memorandum Selection to 


Borrelli & Vitelll 


481 Broadway New York 
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R. H. Shuttles, Shuttles Bros. & Lewis, 


Dallas, Texas. 
Edw. Sickles, M. Sickles & Sons, Phila- 


delphia. . . 
Louis Sickles, M. Sickles & Sons, Phila- 
delphia. F 
Arthur Smith, A. F. Smith Co., Omaha, 
Nebr. 


Carl D. Smith, Smith, Patterson Co., 
Boston, Mass. 

Chas. H. Spencer, Norris, Alister, Ball 
Co. Chicago, IIl. 

M. W. Stark, North American Watch 
Co., Mansfield, O. 

W. W. Stark, North American Watch 
Co., Mansfield, O. 

Jules Schwob, Adolph Schwob, Inc., New 
York. 

John W. Sherwood, Solidarity Watch 
Case Co., New York. 

J. J. Sommer, J. J. Sommer & Co., North 
Attleboro, Mass. 

H. M. Stegeman, 
Case Co., Dayton, Ky. 
Franklin A. Taylor, The Keystone Watch 
Case Co., Philadelphia. 

Henry G. Thresher, Waite, Thresher 
Co. Providence, R. I. 

Geo. H. Tomes, Cross & Beguelin, New 
York. 

L. P. White, L. P. White, Philadelphia. 
P. T. White, Otto Young & Co., Chicago. 
C. A. Whiting, Whiting & Davis Co., 
Plainville, Mass. 


win 
GEMS WORTH $45,000 MISSING 


Wadsworth Watch 














New York Diamond Merchant Reports Loss 
or Theft of Wallet Containing 
Loose Diamonds 

Michael Meyerowitz, of Meyerowitz 
Bros., 170 Broadway, New York, has re- 
ported to the police that a wallet contain- 
ing diamonds worth $45,000 was lost by 
him Saturday morning while calling on the 
trade or stolen while in his possession. 
Mr. Meyerowitz did not miss the gems 
until he had returned to the office about 
noon when an employe asked him for the 
wallet for the purpose of showing them. 

The gems are described as follows: 


Carats. 
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MUMROIPE: CRGUMME 5.6.5.0 4. 5:4:0\6.0.0 0 6444s ee eden 5.20 
I SS ere rr re re 29.00 


Investigations regarding the disappear- 
ance of the gems are now being made. A 
reward of $5,000 is offered for the return 
of the diamonds to their rightful owner. 








C. W. Gibbs, Wallace, Idaho, has sold his 
jewelry and optical business to Ed. Phil- 
lips, formerly in the jewelry business there, 
and who has just recently returned from 
service in the American air forces. 
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National Jewelers’ Mutual Fire Insurance Company 








An Address by A. W. Anderson, Before the Convention of the Michigan 
Retail Jewelers’ Association, at Battle Creek, Mich., May 5 and 6 

















No more popular branch of the organization’s 
activities exists than that of Mutual Fire Insur- 
ance for our members. It fills a long felt want. 
For years jewelers watched the great growth of 
trade organizations in other lines, particularly the 
hardware business, saw them grow great and 
strong, able to more than hold their own with the 
jobbing and manufacturing branches of their 
trade, able to bring about reforms and changes of 
great benefit to the retailers, and to reach aun 
almost perfect working agreement with jobbers 
and retailers, so that today there is no better 
organized business, no more successful retail busi- 
ness, than that of the hardware dealers. 


One of the principal benefits that brought the 
hardware men together, and held them, was the 
Mutual Fire Insurance feature. Nine of these 
mutual fire insurance companies are now parts of 
the various hardware organizations, saving their 
members a million dollars a year in insurance 
premiums, giving them the best of protection, 
prompt and satisfactory settlements. And they go 
further than this, they give their members the 
best of advice as to bookkeeping and record keep- 
ing, so that inventories will be correct, records 
will be right, and in the event of a loss, which is 
bound to occur to a certain number of them, an 
adjustment will be easy, and if the advice of 
the companies to carry enough insurance has been 
followed, the settlement will be sufficient to again 
start the member in business without much pecuni- 
ary loss. 

One of the greatest benefits connected with 
mutual trade insurance is this advice to members 
as to the sort of policy to carry, the amount nec- 
sary for protection, the manner of keeping rec- 
ords and inventories. Many a hardware man has 
been saved from bankruptcy because he was amply 
protected with the right sort of a policy which 
was the result of advice and help offered by his 
mutual insurance company, and the Jewelers’ Mu- 
tual hopes to save its policyholders, or some of 
them to be more exact, from overwhelming losses 
in the future, by just such advice and assistance. 

Experience has shown that hardware dealers 
paid too much money for their protection against 
fire, to old line or stock companies. The truth 
of this is evident from the fact that hardware 
mutuals are saving their members 30 per cent to 
50 per cent of the old line companies’ premiums. 
There is no good reason why the hardware deal- 
ers or jewelers should pay excessive prices for 
insurance to make up for losses in more hazardous 
lines. The Jewelers’ Mutual Fire Insurance Co. 
is now almost five years old and its experience 
tends to prove that jewelers also have been pay- 
ing the old line or stock companies too much for 
protection against fire. Our loss ratio in that time, 
since the date of organization to May 1, 1919, 
has been slightly under 12 per cent of the pre- 
miums charged. We expect that a ten years’ ex- 
perience will bring this ratio up to perhaps 25 
per cent of the premiums charged, and this will 
be considerably under the average loss ratio of 
the entire country, which is near 38 per cent of 
the premiums, and will enable us to return still 
larger dividends than at present, the dividend now 
being 30 per cent. 

All of the officers and directors of the National 
Jewelers Mutual Fire Insurance Company, being 
jewelers themselves, with no other interest in the 
Fire Insurance Co, than to make it of the greatest 
possible value to our members, can be relied on 
to at all times handle the affairs of this company 
for your interests. At the present time we are 
building up a reserve and surplus which will be 
ample to take care of any unusual emergency in 
the way of losses, so that we may go on paying 
dividends to our members in spite of possible 
heavy and unexpected losses. 

The National Jewelers Mutual Fire Insurance 
Co. belongs to all association jewelers, anywhere. 
It is not. merely a Wisconsin institution, although 
its offices are there and its officers are Wisconsin 
men. It is a part of the American National Retail 
Jewelers Association and it is working for the 
benefit of this organization. It requires that each 
policyholder, excepting jobbers and manufacturers, 
shall be a member of the State association where 
he does business for we do not intend that the 


benefits of this cheaper insurance shall go to those 
who do not support our organizations. 

The amount of insurance that we can carry on 
one risk depends somewhat on the character of 
such risk, the sort of building insured or con- 
taining the stock insured. Provided all conditions 
warrant it we can carry as much as $10,000 on 
one risk, provided that other insurance in other 
companies, to the extent of at least $500, is car- 
ried on the same property. This provision is 
made a part of our by-laws because in this way we 
are enabled to get the rates, the correct descrip- 
tion and location of the property, from the extra 
insurance thus carried by our policyholder. 

Our rates are the same as those charged by the 
old line or stock companies, but the saving is 30 
per cent, because we return a dividend in that 
amount at the end of the policy year. 

There is much to be said as te the kind of a 
policy a jeweler should carry, whether with or 
without co-insurance clauses for instance, and all 
information of this kind may be had if the matter 
is taken up with the secretary. We issue a 
booklet entitled “Tips on Fire Insurance,” giving 
complete information relative to ce-insurance, how 
it works, etc., and this valuable little booklet 
may be had for the asking if yew will just write 
to the company and request it, 

Our company is under the supervision of the 
Insurance Department of the State ef Wisconsin, 
just the same as the old line or stock campanies. 
We are required to carry a reserve fund sufficient 
to reinsure all of our unexpired business should 
occasion demand this. Our assets today are nearly 
two and one-half times as large as the State re- 
quires us to have in such reserve fund. Our rec- 
ord in this way is one of whick we are very 
proud indeed. 

We now have insurance in 36 States, about 800 
of our members taking advantage te save money 
in the Mutual Fire Insurance Co., and our growth 
is most satisfactory. We began the year 1919 
with $1,400,750 of insurance in force and have 
added a quarter of a million to this amount in the 
last four months. We certainly will finish the 
year with considerably over $2,000,000 of insur- 
ance in force, and hope to make it $2,500,000. 

Excepting in the State of Wisconsin we have no 
traveling solicitors, but jewelers anywhere can 
send their applications direct by mail to office of 
the Jewelers Mutual Fire Insurance Co., at Nee- 
nah, Wis., and get immediate service. In some 
quarters the impression prevails that we are not 
allowed to do business outside ef Wisconsin. 
This is not true. Over $1,200,000 of our insur- 
ance in force is on risks outside ef the State of 
Wisconsin, and while we eannot send solicitors 
into the States where we are not licensed to do 
business, we can, under the laws of the United 
States, do business anywhere by mail as before 
described. 

We insure not only stocks and fixtures, but 
store buildings or residences, when such buildings 
or residences are occupied, im part at least, by the 
member insuring. We also insure household goods 
for our members, all at the saving of 30 per cent 
from the stock company rates. 

We are in a position to obtain for our members 
first class plate glass, automobile public liability, 
property damage and collision insurance at a sav- 
ing of 25 per cent, possibly more by next year, 
and information as to this may be had of the 
secretary. 

The financial benefits from our own mutual 
insurance will several times over pay the average 
yearly dues to the various State jewelers associa- 
tions, and these benefits remove entirely from 
consideration the question of whether or not it 
pays to be an association member. 

The stronger our fire company gets the stronger 
our associations of jewelers will be, for once a 
member begins to receive cash dividends for be- 
longing to his State association he is bound to 
stick. 


The copartnership firm of Wall & Dough- 
erty, Honolulu, T. H., has been dissolved by 
mutual consent and the business is now 
conducted under a corporation known as 
Wall & Dougherty, Ltd. 
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| Help on an important 
| ; 
~ feature of business 


gio handling the ad- 


vertising for jewelers 
and optometrists in al- 
| most every state, and in 


several Canadian prov- 
inces. For several I have 
worked continuously since 
1912, and numerous others 
have had me in their em- 
ploy for several vears. It 
is only reasonable to think 
BUY FROM THE CUTTERS some good for you ought 
to come out of writing 
me. It’s worth three 
cents to find out. 














| 
eye \| 

Norman R. Williams | 

| Specialist in Jewelry Store Advertising 





American Gem & Pearl Company | 1494 Marshall Field Annex Bi | 
6 West 48th Street, NEW YORK | CHICAGO ‘ 
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FROM MINES TO MARKET RF eaiane: 
POLISHING 
DIAMONDS 
EMERALDS 
SAPPHIRES 


The finest imitation pearl in the world. RUBIES 
Guaranteed to wear and look as well as and all other semi-precious stones 
the genuine pearl. 
































| Espositer, Varni Co., Inc. 
PE ARL We can match any pearl necklace. | 45-49 John St. NEW YORK 
FRANK C. OSMERS | 


eee} “TTHE BOROVSKY "#4" CO, Inc 


93-95 Nassau St., New York 
Importers of DIAMONDS PEARLS 
World War Veteran f 
Rings, Pins and Buttons 


ARREAUD & GRISER © and PRECIOUS STONES ... ... 


45 John St., New York 
Y Ask Your Jobber for Prices 


> sechoraneemdlongit LAPIDARIES ofSxes | THE BUYERS’ DIRECTORY 
EXCELSIOR MFG. CO. EMS in Unique Cuttings Price $1.00 
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Henry E. Oppenheimer & Co. 
FIN E MELEE In original lots for manufacturers 


or 
In straight sieved sizes 
1 Maiden Lane, New York 
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SECURITY ALLIANCE 





New Members Accepted, Transfers Granted 
and Awards Ordered Paid at Monthly 
Meeting of Executive Committee 


The regular monthly meeting of the ex- 
ecutive committee of the Jewelers’ Security 
Alliance was held Friday at the headquar- 
ters, 15 Maiden Lane, New York, the fol- 
lowing members being present: Vice-Pres- 
jdent Champenois, Treasurer Karsch, Sec- 
retary Noyes and Messrs. Alford, Brown, 
Gough, Stern and Wormser. 

The following new members were ac- 
cepted in Class A: J. Faries Denniston, 
Hagerstown, Md.; Wm. J. Burden, Wil- 
son, N. C.; M. Tanenbaum, Augusta, Ga. ; 
Pp, H. Caplan Co., Harrisburg, Pa.; W. E. 
Axline, Noblesville, Ind.; Paul Messerly, 
York, Pa. 

The following new members were ac- 
cepted in Class B: C. Lewis Baker, Whit- 
jng, Ind.; John Pappas, Hammond, Ind. ; 
J. A. Lund, Chicago; J. F. Thyen, Arenz- 
ville, Ill; B. D. Howes & Son, Los An- 
geles, Cal.; Frederick H. Coburn, East 
Troy, Wisc.; A. C. Hoover & Brother, 
Allentown, Pa.; Emanuel Maltz, August 
Heurich, Chicago; Catello Esposito, Brook- 
lyn, N. Y.; Hawver Jewelry Co., Spring- 
field, Mo.; Mark E. Holt, Petersburg, Va. ; 
V. Lay Phillips, Smyrna, Del.; C. W. 
Tousley, Fort Atkinson, Wisc.; Henry G. 
Fischer, Jefferson, Wisc.; Littlefield & Son, 
Delavan, Wisc.; Wetzel Brothers, Syca- 
more, Ill.; Phil Kellner & Co., Dwyer & 
Anderson, Rockford, Ill.; Joseph Rendell, 
De Kalb, Ill.; Carl Vogtmann and W. C. 
Patterson, Aurora, Ill.; Walter Stuart and 
J. A. Hesselbom, Chicago; John J. Krieger 
Tanezer & Ninneman, Otto A. Twelmeyer, 
Richard H. Uttech and William Vogt, 
Milwaukee, Wisc.; Roy R. Yeoman, Wau- 
kegan, Ill.; Grunewald Bros. New Or- 
leans, La.; Donovan & Seamans Co., Los 
Angeles, Cal. 

Thirty-six members were transferred 
from Class A to Class B, making the total 
‘number of members in Class A 2,086, and 
in Class B 3,869, a grand total of 5,955. 

The statistics for the month of April 
were reported as follows: 

There were 16 store burglaries with 
losses of $9,012, four of which were at 
the stores of members who lost $2,412. In 
“one case arrests have been made. 

Twenty-seven window smashings were 
reported with losses of $10,912, 17 of which 
were at the stores of members who lost 

‘$4,252. In two of these cases arrests have 
been made and goods recovered. 

There were six sneak thefts with losses 
of $2,215, four of which were at the stores 
of members who lost $115. In two of 
these cases arrests have been made and 
goods recovered. 

There were six cases of hold-up and 
:assault with losses of $7,100, two of which 
were at the stores of members who had 
‘no loss. One jeweler was murdered and 
one clerk: shot. In one case arrest and 
conviction have been secured. 

Among the rewards ordered paid were 
‘the following: 


To Officer J. F. Rooney for the arrest and con- 
‘viction of Joseph Carroll, who broke into the store 
-of J. C. Davidson, San Francisco, on Feb. 27 
-and stole jewelry valued at about $200. It was 
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recovered and the burglar sentenced to an inde- 
terminate term at San Quentin of from one to 
10 years. 

To the Police Pension Fund for the arrest and 
conviction of George Gross, who broke into the 
store of E. F. Rohn, Milwaukee, Wisc., on March 
27 and stole about $100 worth of property, all 
of which was recovered. The burglar was sen- 
tenced to five years’ imprisonment. 

To Officers Richter, Nowak and D. D. Louns- 
bury for the arrest and conviction of Leo Chrya- 
nowski and Michael Stasiowski, who broke into 
the store of Henry Schunke, Buffalo, N. Y., on 
Feb. 24 and stole about $500 worth of property, 
most of which was recovered. One of the boys 
was sent to the Elmira Reformatory and the 
other placed on probation. 

To Detectives Joseph Spahn and William Staab, 
and Daniel A. Allen for the arrest and conviction 
of Brooking Jones, sneak thief, who stole a dia- 
mond ring valued at $175 from the store of S. E. 
Ledman & Son, Louisville, Ky., on Nov. 21, 1918. 
It was recovered and the thief sentenced to two 
years jn the penitentiary. 

To Detectives John Pszenski, James Murphy, 
Ben Danbaum and Albert Anderson for the arrest 
and conviction of Milton Smith, alias Jack Os- 
borne, who broke into the Larsen Jewelry Store, 
Omaha, Nebr., on Aug. 17, 1918, and stole about 
$200 worth of watches. Most of them were re- 
covered and the burglar sentenced to an inde- 
terminate period of from one to seven years. in 
the penitentiary. 

To Officers Edward Brinkman and L. H. Stoley 
for the arrest and conviction of Henry Jackson, 
who broke the window in the Larsen Jewelry 
Store on Jan. 24 and stole about $800 worth of 
property, a part of which was recovered. This 
thief confessed to 26 burglaries within a month 
during which he had been out on parole from the 
Kearney Reformatory, and on conviction he was 
returned to the Kearney Reformatory. 








ALLEGED THIEVES ARRESTED 


oe 


Milwaukee Police Capture Two Negroes Be- 
lieved to Be Responsible for a Number 
of Jewelry Store Robberies 


MitwavukEE, Wis., May 10—In_ the 
arrest of two negroes by the Milwaukee 
police this week, it is believed that the 
mystery surrounding a number of jewelry 
store robberies on the North Side of Mil- 
waukee is about to be solved. The negroes 
gave the names of Frank Clinkscales and 
Sheddie Thomas, and both are 29 years of 
age. They are said by the police depart- 
ment to have made confessions. A formal 
hearing will be given the pair in District 
court during the coming week. 

The first robbery occurred Feb. 28, when 
one of the plate glass display windows was 
smashed with a brick and goods valued 
at $295 taken from Stouthamer Bros., 767 
3rd St.. On the night of March 5, a side 
window of the display front of George 
Durner, Inc., 745 3rd St., was broken and 
goods worth $300 taken. The Durner 
store was entered a second time in a sim- 
ilar manner on the night of April 7, and a 
loss of $300 was incurred. 

Suspicion was directed at the two negroes 
because, it is alleged, that since the rob- 
beries occurred they had been pawning art- 
icles of jewelry in small quantities in var- 
ious pawnshops in Milwaukee. The goods 
were identified by the Stouthamer and Dur- 
ner concerns. Further investigation re- 
sulted in the arrest of the negroes. 

So far as can be ascertained at this time, 
the negroes are local characters and prob- 
ably are not professional jewelry store rob- 
bers, although a search is being made to de- 
termine if they have been connected with 
burglaries in other cities. 
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BOGUS JOCKEY WANTED 


Police of Many Cities Trying to Arrest Man 
Who Uses Names of Prominent Riders 
to Help Him Swindle Jewelers 

Battimore, Md., May 10.—A_ general 
alarm has been issued to jewelers by Pink- 
erton’s National Detective Agency and the 
police to be on the lookout for an ex- 
jockey who is now known to be in eastern 
States and who preys on the credit of 
wealthy horsemen. He is known as Joseph 
Meginnis, alias “Likes,” alias “Lynch,” 
and several months ago he obtained a dia- 
mond ring valued at $500 from Joseph 
Castelberg, of the Castelberg National 
Jewelry Co., Lexington St. and Park Ave., 
after posing as a well-known jockey. 

Meginnis appeared in this city a week 
ago and gaining admission to a house near 
the Pimlico racetrack, he disappeared the 
next day with jewelry valued at $1,000. 
Captain Clovis E. Duhain, of the Pinkerton 
staff, also informed the Baltimore detective 
bureau that Meginnis got clothing and 
jewelry valued at $500 from H. G. Bed- 
well, horseman, at the Havre de Grace 
track. 

Through a peculiar coincidence, Megin- 
nis was driving a limousine near Camden, 
N. J., several days after the thefts here 
and he was arrested for failing to have a 
proper automobile license. He claimed to 
be the son of a prominent New York man 
and the authorities permitted him to go 
when he offered to leave his automobile as 
collateral. The next day Meginnis did not 
show up and when search was made of the 
automobile it was found to contain most 
of the clothing stolen at Havre de Grace. 

For five months Detective Lieut. C. A. 
Kahler has been on Meginnis’ trail for the 
Castelberg case. Meginnis gave Mr. Cas- 
telberg an alleged bogus check drawn on 
a New York bank. Meginnis’ scheme is to 
use the good name of a jockey, and when 
inquiry is made it has been found that 
Meginnis was an impostor. This man, ac- 
cording to the police, is wanted in a dozen 
cities. 











THEIR NERVE FAILED 


Youths Who Attempted to Rob Philadelphia 
Jeweler, Become Frightened and Two 
of Them Are Caught 
PHILADELPHIA, May 10.—Two youths, 
whose nervousness on their first robbery 
attempt resulted in their capture, were 
held for this week at the 15th St. and 
Snyder Ave. police station. Both are 
seventeen. They are Edward Jackson, 80th 
St. and Morton Ave., and Joseph Macinki, 
4th and Tasker Sts. A third boy escaped. 
Late in the afternoon several days ago 
Jackson entered the jewelry store of Isa- 
dore Chaiken, 1542 East Passayunk Ave., 
and asked to be shown some rings. His 
nervousness caused Chaiken to question 
him and then his two friends entered. 
Simultaneously they drew revolvers. 
Chaiken shouted for help, and one boy 
fled. The others were too nervous even 
to run. They admitted they planned to 
“clean out” the place, the police say. 
Besides a revolver each boy had several 
pieces of rope, a “blackjack” and an im- 
provised gag. 
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FRANKLIN TABLEWARE 


has Attractiveness of Design and 
1s Sold with the Strongest 
Guarantee of Quality 


‘THE smart and distinctive designs in Franklin 

Tableware win the favor of your buyer. And 
when you tell the purchaser that the manufacturers 
guarantee this plated ware to give complete satisfac- 
tion for a lifetime, you have made the strongest 
guarantee possible. That is why Franklin Table- 
ware is making such a strong appeal to the jeweler 
and the public. 


FRANKLIN SILVER PLATE CO. 


Rogers, Lunt & Bowlen Co. Successors 


GREENFIELD, MASS. 


NEW YORK CHICAGO SAN FRANCISCO 
15 Maiden Lane 506 Kesner Bldg. 140 Geary St. 
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The Regulations Covering the Jewelry Tax 





General and Administrative Provisions of the Treasury Department’s Final 
Instructions Relating to the Tax on Jewelry and Art Goods 
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WasHINGcTON, D. C., May 8.—The regula- 
tions relating to the jewelry, art and other 
schedules which were handed down by the 
Commissioner of Internal Revenue Mon- 
day (the jewelry sections of which were 
published in the last issue of THE JEwEL- 
ers’ CIRCULAR) will answer fully thousands 
of questions which are constantly coming 
up to the collectors of internal revenue in 
the various districts and their deputies. 

THE JEWELERS’ CIRCULAR last week pub- 
lished the facts relating to jewelry gener- 
ally, and the definitions without giving the 
statement on the general provisions of the 
jewelry and art sections. These are: 


Article 1. Basis of Tax—The tax is measured 
by the price for which the article is sold. It is 
on the actual sales price of the goods, and not 
on the list price, where that differs from -the 
sales price. If the price of a taxable article 
is increased to cover the tax, the tax is on such 
increased price. Where, however, the tax is billed 
as a separate item, such amount need not be in- 
cluded in the price of the article in computing 
the tax. The tax is payable in respect to a sale 
made whether or not the purchase price is actu- 
ally collected. A discount for cash or other dis- 
count made subsequently to the sale can not be 
deducted in computing the price for the purpose 
of the tax. . Where, however, articles are sold 
over a period of time under an agreement for 
a quantity rebate, the tax, if originally computed 
on the gross price, may be adjusted in the re- 
turn for the month in which the price is finally 
determined. Commissions to agents and other ex- 
penses of sale are not deductible from the price. 
if articles are sold and the delivery charges to 
point of delivery are paid by the purchaser as a 
specific item, or if they are sold delivered at 
a sum less delivery charges to be paid by the 
purchaser, such charges need not be included as 
a part of the price of the goods; but if the 
vendor sells goods at a delivered price and pays 
the delivery charges, he is not entitled to make 
any deduction on account of the inclusion in the 
price of such charges. 

Article 2—Rescission of Sales—If articles sold 
are returned and the sale entirely rescinded, no tax 
is payable, and if paid it may be credited against 
the tax included in a subsequent monthly return. 
See Art. 35. If part only of articles sold at one 
time is returned, and credit or rebate allowed by 
the vendor therefor, the portion of the tax to 
be credited will be only the proportion of the 
total tax paid which the amount allowed as credit 
or rebate bears to the total sale price of all the 
articles. If an article is sold and thereafter ex- 
changed for another article of a higher price, 
the purchaser paying the difference, the vendor 
should pay the tax on the second sale, but may 
take as a credit against such tax the proportion 
of the tax paid on the returned article which the 
amount allowed as a credit for the return of such 
article on the second sale bears to the amount 
of the purchase price in the case of the first sale. 

Article 3. Tax Payable by Vendor—The tax is 
to be paid by the vendor on all sales made direct 
by him or through an agent, whether a sales agent, 
broker, or auctioneer. Where a vendor consigns 
articles, retaining ownership in them until they 
are disposed of by the consignee, the vendor must 
pay the tax upon all such articles sold by the 
consignee. 

Article 4. When Tax Attaches—The tax at- 
taches when the article is sold; that is to say, 
when the title to it passes from the vendor to 
the purchaser. When title passes is a question of 
fact, dependent upon the intention of the parties 
as gathered from the contract of sale and the 
attendant circumstances. Where goods are segre- 
gated from other goods owned by the vendor and 
it is the intention of both the vendor and the 
purchaser at the time the goods are segregated 
that they shall then belong to the purchaser, the 
title will be presumed to pass at such time. In 
the absence of any intention to the contrary the 


title is presumed to pass upon delivery of the 
article to the purchaser or to a carrier for the 
purchaser, In the case of a conditional sale, 
where the title is reserved until payment of the 
purchase price in full, the tax attaches (a) upon 
such payment, or (b) when title passes if be- 
fore completion of the payments, or (c) when, be- 
fore completion of the payments, the dealer dis- 
poses of the sale by charging off by any method of 
accounting he may adopt, the unpaid portion of 
the contract price. , 

Article 5. Giving of Premiums—The giving of 
so-called “premiums” in return for wrappers, la- 
bels, coupons, trading stamps or other script, de- 
livered or sold in connection with the sale of 
a commodity, is a sale within the meaning of 
section 902 and section 905 if the premium is 
within the class of articles enumerated in those 
sections. In such cases the tax attaches at the 
time title in the premium passes to the person 
receiving it in exchange for such scrip, and is to 
be computed on the fair market value of the 
premium at such time. 

Article 6. Sale to the United States or a State 
—The tax applies to articles enumerated in sec- 
tions 902. and 905 when sold to the United States. 
Articles sold to a State or political subdivision 
thereof for use in carrying on its governmental 
operations are not subject to the tax. 


In the administrative provisions sales are 
declared to be exempt from taxes when the 
article is sold for export. This is covered 
in Sections 29 and 30 which read: 


Article 29. Exemption of Export Sale—The tax 
does not attach to the sale of an article which is 
either (1) shipped direct to a foreign destination 
by the manufacturer himself, or (2) both (a) 
sold by him for export and (b) in due course so 
exported by the purchaser. Where a manufac- 
turer at the time an article is sold or shipped 
(whichever is prior) has in his possession an order 
or contract of sale showing in writing (1) that 
the manufacturer is to export the article, or (2) 
that the purchaser is buying the article in order 
to export it prior to its being used or subjected 
to further manufacture, there is a presumption 
that the sale of the article is exempt from tax, 
as an export sale, and the manufacturer may, for 
a period of six months from the date of sale 
or shipment (whichever is prior), rely on such 
presumption. This presumption becomes conclu- 
sive upon the manufacturer’s receiving and attach- 
ing to such order or contract, before the termina- 
tion of such period of six months, due “proof of 
exportation” (see Art. 30) of such article. On 
the other hand, if, within such period of six 
months, the manufacturer has not received, and 
attached to such order or contract, such “proof 
of exportation,’ then the presumption that such 
sale is an export sale disappears, and the manu- 
facturer shall include a tax on the sale of such 
article in his return for the month in which 
such period of six months expires. The order 
or contract of sale and the “proof of exportation” 
must be preserved by the manufacturer in such 
a way as to be readily accessible for inspection 
by internal revenue officers. No sale shall be 
considered to be exempt from tax under section 
1310 (c) of the act, unless its character as an 
export sale has been established in accordance 
with the above provisions. 

Article 30. Proof of Exportation—By the term 
“proof of exportation” is meant: (1) An affidavit 
made by the exporter containing the following in- 
formation: The name and address of the manu- 
facturer, the name and address of the exporter 
(who, if not the manufacturer, must be a person 
who has purchased direct from the manufacturer), 
the respective dates of the sale (or shipment, 
whichever is prior), and exportation of the article, 
the price for which purchased, the fact that the 
article has been exported by the manufacturer 
or original purchaser wiihout having been used 
or subjected to further manufacture, the name of 
the port of foreign destination, the name and 
address of the carrier issuing the export bill 
of lading, and any further information necessary 
to identify the article sold with the article ex- 
ported; and (2) attached to such affidavit a copy 
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of the export bill of lading, or a certificate by 
the agent or representative of the export ear- 
rier showing the exportation of the article, or if 
exported by parcel post, a copy of the certificate 
of mailing. 


In discussing returns and payment of 
taxes the regulations quote parts of Section 
903, 905, Section 1312 and 1319, and then 
goes on to say: 


Article 33. Return and Payment of Tax—In 
accordance with the sections above set forth and 
section 562, every person liable for the tax in 
respect to the sale of any of the articles enumer- 
ated in section 902 or section 905 must make 
monthly returns under oath in duplicate (except 
that if the amount of tax covered thereby is not 
in excess of $10 such returns may be signed and 
acknowledged before two witnesses instead of 
under oath), and pay the taxes imposed on such 
articles to the collector of internal revenue for 
the district in which his principal place of busi- 
ness is located. If he has no place of business, 
return should be made to the collector for the 
district in which he resides. An itinerant dealer 
should make return and pay the tax to the col- 
lector of the district where the sales are made. 
The returns shall be made on Form 728A, _ In- 
structions for preparing the return will be found 
on the back of the form. The returns are to 
be rendered and the tax paid on or before the 
last day of each month covering the transactions 
of the preceding month. The first return under 
section 902 must cover all transactions from 
February 25, 1919, to March 31, 1919, both inclu- 
sive, and is to be made on or before May 31, 
1919. The first return under section 905 must 
cover all transactions from April 1, 1919, to April 
30, 1919, both inclusive, and is to be made on 
or before May 31, 1919. The books of every 
person liable to the tax shall be open at all 
times for inspection by examining internal reve- 
nue officers. 


RETURNS BY AGENTS. 

Article 34. Returns by Agents—Every auc- 
tioneer, agent, factor, broker, dealer, or other 
person selling any of the articles enumerated in 
section 902, as agent for the owner, unless such 
owner is the artist, shall make monthly return 
under oath to the collector for the district in 
which his principal place of business is located, 
stating as to each article sold for any such 
owner the name and address of such owner, 
the date and amount of the sale, and a brief de- 
scription of the article. 


After calling attention to the fact that 
in computing the tax, a fractional part of 
a cent shall be disregarded unless the 
amount is one-half a cent or more, in 
which case it will be increased to a full 
cent, the instructions close with a quotation 
from the revised statutes as to the penal- 
ties for failure to make and file a return 
as follows: 


Article 37. Penalties—Section 3176 of the 
United States Revised Statutes, as amended by 
section 1317 of the Revenue Act of 1918. 


“Section 3176. * * * Incase of any fail- 
ure to make and file a return or list within 
the time prescribed by law, or prescribed by 
the Commissioner of Internal Revenue or the 
collector in pursuance of law, the Commis- 
sioner of Internal Revenue shall add to the 
tax.25 per centum of its amount, except that 
when a return is filed after such time and it 
is shown that the failure to file it was due to 
a reasonable cause and not to willful neglect, 
no such addition shall be made to the tax. In 
case a false or fraudulent return or list is will- 
fully made, the Commissioner of Internal Reve- 
nue shall add to the tax 50 per centum of its 
amount. 

“The amount so added to any tax shal] be 
collected at the same time and in the same man- 
ner and as part of the tax unless the tax has 
been paid before the discovery of the neglect, 
falsity, or fraud, in which case the amount s0 
added shall be collected in the same manner 
as the tax.” 

Sections 903, 905, 1308 and 1319, of the Reve- 
nue Act of 1918: 

“Section 903. * * * If the tax is not 

paid when due, there shall be added as part of 
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3 it’s greater responsibilities. Could there be a more opportune LH 
cp time for a gift in commemoration of this event ? 
aw 
rp) Mothers and Fathers should do it as a duty. occasion. Or perhaps it is a watch—or a piece ) ) 


For around the gift is woven so much of unfor- 
J gettable romance. Friends will do well to give 

Graduation Day presents—it is a sure token of 
deepest regard. 


of handsome jewelry. If it be a ring then 
you must surely see our line of W. W. W. 
Gem Set rings. We recommend them because 
they are fully guaranteed—which is not always 





Rings, of course, make the best gifts for this true of gem set ‘rings. If a stone is lost, the Z 
occasion. And nowadays, rings come in so manufacturer replaces it with another. That’s 
many wonderful designs and patterns that there how sure they are of the setting. It is a thing 
o is a ring for every type of personandfor every to remember. 
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(Your name here) 
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Make Graduation Time W. W. W. Ring Time! 


The above is one of the series of handsome cuts that is given to all W. W. W. 
Jewelers merely for the asking. 
































It is part of the marvelous W. W. W. Service. 


Are you taking advantage of it? 


White, Wile & Warner 


Makers of nationally advertised rings in which the stones do stay 


BUFFALO, N. Y. 
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the tax a penalty of 5 per centum, together with 
interest at the rate of 1 per centum for each 
each full month, from the time when the tax 
became due. 

“Section 905. * If the tax is not paid when 
due, there shall be added as part of the tax 
a penalty of 5 per centum, together with in- 
terest at the rate of 1 per centum for each 
full month. from the time when the tax be- 
came due. 

“Section 1308. (a) That any person required 
under Titles IX * * * topay.* * * any 
tax, or required by law or regulations made 
under authority thereof to make a return or 
supply any information for the purposes of the 
computation, assessment or collection of any 
such tax, who fails to pay * * * any such 
tax, make any such return, or supply any such 
information at the time or times required by 
law or regulation shall in addition to other 
penalties provided by law, be subject to a pen- 
alty of not more than $1,000. 

“(b) Any person who willfully refuses to 
pay * * * any such tax, make such return 
or supply such information at the time or times 
required by law or regulation, or who willfully 
attempts in any manner to evade such tax, shall 
be guilty of a misdemeanor, and in addition to 
other penalties provided by law shall be fined 
not more than $10,000 or imprisoned for not 
more than one year, or both, together with the 
cost of prosecution. 

“(c) Any person who willfully refuses to pay 
* * * any such tax shall, in addition to 
other penalties provided by law, be liable to a 
penalty of the amount of the tax evaded, or 
not paid, * * * to be assessed and collected 
in the same manner as taxes are assessed and 
collected: Provided, however, that no penalty 
shall be assessed under this subdivision for any 
offense for which a penalty may be assessed 
under authority of section 3176 of the Revised 
Statutes, as amended * * *, 

“(d) The -term ‘“‘person” as used in this sec- 
tion, includes ‘an officer or employee of a cor- 
poration or a member or employee of a part- 
nership, who as such officer, employee, or mem- 
ber is under a duty to perform the act in respect 
of which the violation occurs. 

“Section 1319. That whoever in connection 
with the sale * * * or offer for sale * * * 
of any article, or for ‘the purpose of making 
such sale * * * makes any statement, written 
or oral, (1) intended or calculated to lead any 
person to believe that any part of the price 
at which such article is sold * * * or offered 
for sale * * * consists of a tax imposed un- 
der the authority of the United States, or (2) 
ascribing a particular part of such price to a 
tax imposed under the authority of the United 
States, knowing that such statement is false or 
that the tax is not so great as the portion of 
such price ascribed to such tax, shall be guilty 
of a misdemeanor and upon conviction thereof 
shall be punished by a fine of not more than 
$1,000 or by imprisonment not exceeding one 
year, or both.” 


The Tax on Art 
(An epitome of the Treasury Department's 
Regulations appear on Page 23.) 


Although THE JEWELERS’ CIRCULAR pub- 
lished the definitions given of statuary, art 
porcelain and bronzes last issue, it did 
not give in detail the definition given to 
the term “sculpture” which should be read 
in connection with those relating to stat- 
uary and bronzes and which read as 
follows : 


Article 11. Articles taxed: Sculpture —The term 
“sculpture” means any production (whether an- 
tique or modern, and whether original, replica, 
copy, or reproduction) which is cut or carved by 
hand from marble, stone, alabaster, agate, crystal, 
jade, lapis lazuli, or other semiprecious stone, 
terra cotta, ivory, bone, wood, clay, wax, metal, 
or any other substance, and which is of such a 
character that the use to which under general 
custom or ordinary usage it should be put (irre- 
spective of the use to which the purchaser intends 
to put it), is entirely or principally an ornamental 
or decorative one as distinguished from a useful 
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or utilitarian one. The following list, not in- 
tended to be exhaustive, is given to show the class 
of articles embraced within this definition, viz.: 
Statues, statuettes, figures, figurines, groups, busts, 
haut or bas reliefs, plaques, pedestals, vases, flower 
bowls or holders, jardinieres, brackets, fountains, 
sundials, book ends, paper weights, cabinet pieces 
or curios, and the numerous articles included 
within the term bric-a-brac, when such articles 
are cut or carved by hand. The term “sculpture” 
shall not be understood to include (a) such arti- 
cles as are in the nature of material, work, cr 
labor furnished in connection with the erection or 
construction of a building and which form an 
integral part thereof, or (b) cut glassware or en- 
gravings on metal, wood, shell, stone, or other 
substance, or (c) furniture, altars, candlesticks, 
chandeliers, railings, gates, doors, or other articles 
designed primarily for a useful purpose. 


A careful reading of the three definitions 
will show that the jewelers will have to pay 
a tax on anything in the way of statues, 
statuettes, groups, figures, figurines, busts, 
haut or bas reliefs, plaques, pedestals, 
vases, flower bowls or holders, jardinieres, 
brackets, fountains, sundials, book ends, 
paper weights, etc., when these articles are 
made wholly or in chief value of any sub- 
stance commonly or commercially known 
as bronze, whether such articles are modern 
or antique or whether they are originals, 
copies, or reproductions, which are “of 
such a character that the use to which 
under general custom or ordinary usage 
they could be put (irrespective of the use 
to which the purchaser intends to put them) 
is entirely or principally an ornamental 
or decorative one as distinguished from 
a useful or utilitarian one.” 

From this bronze schedule the jeweler 
should realize certain articles are omitted, 
as medals, memorial or commemorative 
tablets and such articles as are furnished in 
connection with the erection or construc- 
tion of a building, and which form an in- 
tegral part thereof. 





Sir—Commissioner of Internal Revenue 
Roper recently answered a series of ques- 
tions which were directed to him, dealing 
with the sales of pictures for artists, the 
sales between dealers and the status of 
a picture when returned in partial payment 
for another picture. 


These answers should do much to clear 
the situation so far as dealers in American 
paintings are concerned, and may be of in- 
terest to jewelers who handle such wares. 
The questions and answers follow: 


Question 1—The law states that paintings sold 
by the artist shall be tax exempt. Are pictures 
owned by the artist and sold by museums, ex- 
hibitions and dealers for the artist’s account to 
be considered as sold by the artist? If not, shall 
we not have unequal taxation on the same thing 
in different places, and is this not prohibited by 
the Constitution? 

Answer 1—Section 902 provides: ‘‘That there 
shall be levied, assessed, collected and paid upon 
* * * paintings * * * sold by any per- 
son other than the artist, a tax equivalent to 10 
per centum of the price for which so sold. This 
section shall not apply to the sale of any such 
article to an educational institution or public art 
museum.” <A sale made by the artist direct or 
through a dealer, club, association, museum, auc- 
tioneer, commission merchant, or other agent, is 
not subject to the tax. 

Question 2—That part of the luxury tax includ- 
the jewelry has been officially interpreted as ap- 
plying only to the ultimate sale “‘for consump- 
tion and use,” thereby exempting sales between 
dealers. Does this same ruling hold good as be- 
tween dealers in paintings? If not, is there a 
limit to the number of times the same painting 
may be taxed? 
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Answer 2—The tax attaches to the sale of a 
painting by any person other than the artist and 
as often as such painting is sold. Therefore, sales 
between dealers or between dealer and customer 
are subject to the tax. 

Question 3—If, as often occurs, a dealer buys a 
painting directly from the artist, is it subject to 
tax when resold? If so, either the dealer must 
deduct the amount of the tax when he buys from 
the artist in order to be able to sell at the artist’s 
regular price, thereby in effect throwing the tax 
upon the artist against the intent of the law, or 
the practice of direct purchase must be given 
up and the artist cut off from his source of most 
ready revenue. 

Answer 3—A painting bought by a dealer from 
an artist is not subject to the tax, but when such 
painting is resold by the dealer the tax attaches. 

Question 4—If a dealer makes a sale for a pri- 
vate individual on a commission basis, and a tax 
is paid on the selling price, is the individual also 
subject to a tax on the amount such a sale would 
net him? e. g., if we sell a painting for Mr. A. 
for $1,000, plus tax, or $1,100, and remit to him 
$1,000 less commission of 15 per cent, or $850, 
does Mr. A. pay a tax of $85 on the $850, which 
he nets? 

Answer 4—A painting sold by a dealer for a 
private individual on a commission basis is sub- 
ject to the tax on the selling. price, and no fur- 
ther tax attaches to the net proceeds remitted to 
the owner, 

Question 5—Suppose we sell a picture valued 
at $1,000, taking in part payment another picture 
valued at $500, is there a tax on the full $1,000 
valuation, and is there also a tax on the $500 
picture taken in exchange? Is there an additional 
tax on the $500 picture when it is resold? 

Answer 5—The tax attaches to the full selling 
price of a picture, irrespective of whether another 
picture is taken in part payment. The picture 
taken in part payment, when resold, is subject 
to the tax. 

Question 6—If we negotiate a sale for a pri- 
vate individual who is paid direct by the purchasa 
we are allowed a commission by the seller. Is 
this commission subject to tax? 

Answer 6—The commission received by an agent 
for negotiating a sale for a private individual 
who is paid direct by the purchaser is not subject 
to the tax. The tax, however, attaches on the 
full selling price. 

Question 7—Are pictures by deceased artists 
owned and sold by the family of the artist, exempt 
from tax? 

Answer 7—Pictures by deceased artists, sold by 
an executor or administrator of the estate of the 
artist, are exempt from tax, but paintings owned 
by members of the artist’s family who are not 
acting as executors or administrators are subject 
to tax. 


The word “bronzes” or “art porcelain” 


may be used instead of paintings in pract- 
ically all the above. 








BANDIT ATTACKS JEWELER 





Dangerous Crook Uses “Blackjack” 
Seattle Jeweler and Escapes by Forc- 
ing Automobile Driver to Carry 
Him to Water Front 


SEATTLE, Wash., May 7.—F. C. Lawrence, 
a jeweler at 533 First Ave. S., was shot at 
twice by a robber on Monday morning, at 
11 o’clock, who slugged him into uncon- 
sciousness with a loaded “blackjack” when 
the shots missed him. The robber took 
$400 in cash and a few watches. He com- 
mandeered an automobile at revolver’s 
point and drove to a warehouse several 
blocks away, where he abandoned the car. 

The man then discarded a coat and a 
book belonging to Mr. Lawrence and 
jumped into an automobile again, ordering 
the driver to take him to the waterfront 
nearby. 

He pounded the driver over the back 
with his revolver to make him go faster 
and left the car at the waterfront. 

So far the police have no trace of him.. 
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L. @ S. LOEB. 


Make wonderful watches—our new styles are the best ever shown 


No. 193. Platinum top No. 191. Platinum top 





No. 7012. All Platinum No. 7019. All Platinum 


ATTRACTIVE DIAMOND SET LADIES’ WATCHES 


Set with snappy blue white stones. The cases can be had in a large assortment of designs and in desired 
metal. Platinum, Platinum top, white gold, green gold, yellow gold or any combination thereof. 


OUR LADIES’ WRIST WATCHES in white gold, or green gold not only are most complete in range 
of beautiful designs, but contain 15 to 17 jewel movements that are fully guaranteed. No better or more 
attractive watches have ever been offered to the jewelry trade. 


A complete assortment of these watches will liven up your watch stock. 


Write us to-day for prices and illustrations of our complete line. 





No. 504 All Green and White Gold No. 112 


L. @ 8. LOEB 71 Nassau St., New York 
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A Summary of the Regulations in Regard to the Jewelry Tax 


The tax is measured by the actual price at which the goods are sold, not on the list price. Commission or cash 
discounts are not deductible from the price. If the price is increased to cover the tax the tax is on the increased 
price. If the tax is billed as a separate item, such item need not be included in computing the tax. 


* * * 
The tax is payable when the sale is made whether or not the payment has been collected. 
* * * 


The tax attaches when title to an article passes from vendor to purchaser. In the absence of any intention 
to the contrary, title is presumed to pass on delivery of the article either to the purchaser or to a common carrier 


for the purchaser. 
* * * 


Tax began April 1. The first return is due before May 31. Returns must be made monthly on the sales of 


the previous month. 
* % * 


Tax is paid by retailer, trustee, receiver, pawnbroker, pedler or anyone else selling to consumer. 
* * * 


All articles of jewelry are taxed, no matter of what substance they are made, as are all articles of precious 


and semi-precious stones. 
* * * 


All articles of gold, silver, platinum (or metals more precious than these, and of ivory) and all articles 
mounted, ornamented or fitted with such substance, are taxable whether they are jewelry or not. Also, all arti- 
cles made with a plating or of an alloy of such precious metals, or mounted, ornamented or fitted with the same. 


* * - 
All watches and clocks and all movements sold separately are taxable, and all cases also when made of, 
ornamented, mounted or fitted with precious metals or imitations thereof or of ivory. 
* * * 
Opera glasses, lorgnettes, field glasses and binoculars are taxable no matter of what substance made. Eye- 
glasses and spectacles are taxable only when mounted or fitted with precious or imitation precious metals. 


* * * 
Second hand articles coming within Section 905 are taxable when sold for consumption and use. 
* * * 


Ordinary repairs are not taxable when they do not increase the value of the article repaired. Repairs involv- 
ing the addition of precious metals, ivory, gems, etc., are taxable on the price of the added parts. 
* * * rx 
The following articles are not considered taxable: Surgical instruments, imitation ivory, glassware and china 
articles of utility, ornamented or overlaid with gold or silver leaf or paint. 


Glassware, china, and pottery fitted with precious metals are taxable. 
%* * * 
Sales for export are NOT taxable. 


RETURNS 


Every dealer selling jewelry MUST make a return MONTHLY to his local collector in duplicate. This 
must be done whether or not he receives a notice or a blank on which to make it. 
* & ¥ 
Returns must be made under oath except when the amount of the tax to be collected on the articles sold does 
not exceed $10, in which case the return may be signed and acknowledged before two witnesses. 
* * * 


Failure to file a return means an addition of 25 per cent to the amount of the tax due, of 5 per ceht. ca the 
tax is not paid when due the penalty is 5 per cent. thereon, and interest of one per cent. for each month that the 
sum is unpaid. 

* * * 

Any misrepresentation to customers of the amount paid as tax may be punished by a fine of not more than 

$1,000 or imprisonment for not more than one year, or both, together with the cost of prosecution. h 


Jewelers’ War Revenue Tax Committee to Explain Tax Law at Mass Meeting in New York 


The Jewelers’ War Revenue Tax Committee and the Jewelers’ Vigilance Committee, under whose auspices 
it was started, are preparing to give the jewelry trade full information in regard to all details of the jewelry tax 
now that Commissioner Roper’s regulations have been handed down. The chairman of the Jewelers’ War Rev- 
enue Tax Committee is at present at work on a brief textbook that will explain the regulations in detail and answer 
in full a large number of questions that have been received from jewelers all over the country, as well as members 
of various committees. 

As soon as one or two points have been cleared up, a mass meeting will be called in New York, at either 
the rooms of the Chamber of Commerce or Merchants’ Association of New York, under the auspices of these two 
committees before mentioned, and at which Chairman Rothschild of the Jewelers’ War Revenue Tax Committee 
will make full explanation of the tax and probably answer questions that have come up under it. 

‘ = meeting will be called for some day next week and full information about same will be circulated within 
a few days. 
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Buyers Directory 


of the 
MANUFACTURERS, IMPORTERS AND JOBBERS 


in the 


Jewelry and Kindred Trades 
A Handy, Classified List for Buyers 
Bound in Limp Cloth, 3 x 6% inches, with map of the Jewelry District of New York. 


PRICE ONE DOLLAR 


Sent postage prepaid to any yearly subscriber of The Jewelers’ Circular at half price, remitting 50c., when 
paying his subscription. 








Copyright, 1918, by 


THE JEWELERS’ CIRCULAR PUBLISHING CO. 


11 John Street, New York 


























JUST WHAT YOU HAVE BEEN LOOKING FOR 


—-men Veteran Medal 
Dial editors i 


Boxes 


With a form to take 


NECKLACES 


From 15 in. to 27 in., and 16 in. 





©) 


The Most 
Popular 
Medal on 
the Market 


Colors in 


Hard French Enamel 
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347 FIFTH AVENUE Let us assist you in landing your local order. 
NEW YORK | : __|| 








oS: fn. do eng. Suitable for Corporations, Municipalities, Coun- 
Covered in | ties and States and for /ndividual Presentations. 
oe In Bronze, Filled, Sterling or Solid Gold. 
Leatherette | 
Design Patent Applied Por | Arthur Johnson Mfg. Co., Inc. 
Eliminates the necessity for a Box for each size necklace. | MAKERS OF 
Samples and Prices Upon Application. | Medals, Emblems and Trophies, Bronze 
| Honor Rolls and Memorial Tablets l 
7 e | 14-16 Church Street New York 
Oscar TRitscH Company | | —__ 
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NATIONAL ADVERTISERS 


Annual Meeting of General Committee of 
National Jewelers’ Publicity Association 
Held at University Club, Chicago 


Cuicaco, May 12.—“Advertising and 
greater prosperity”—this was the keynote 
of all the reports at the annual meeting of 
the general committee of the National 
Jewelers’ Publicity Association held re- 
cently at the University Club here. — 

The association has now been actively at 
work with its educational campaign since 
August of last year, and the plan that is 
now in operation was the result of two 
years’ preliminary effort to unite the jewel- 
ers all over the country, manufacturers, 
jobbers and retailers, and the unquestioned 
success of this great national movement has 
inspired the members of the committee 
with increased confidence in the final and 
complete success of the general plans. 

The entire business situation of the coun- 
try indicates that this is the psychological 
time for the jewelry trade to augment its 
prosperity by bringing directly to the at- 
tention of the public, by a united co-opera- 
tive advertising campaign, the value and 
service of its products. Co-operative ad- 
vertising for great industries is growing 
in popularity and extent. It has been 
adopted by a number of the important 
trades and businesses of the nation, and 
others are planning similar unit campaigns. 

The executive committee of the National 
Jewelers’ Publicity Association is composed 
of the following representative members of 
the trade: Morris Eisenstadt, chairman, 
Eisenstadt Mfg. Co., St. Louis, Mo.; M. L. 
Robins, vice-chairman, Charles Keller & 
Co., Newark, N. J.; Harvey E. Clap, secre- 
tary, Harvey Clap & Co., Attleboro, Mass. ; 
George J. Ross, treasurer, Ross & Culbert- 
son, St. Louis, Mo.; Henry R. Arnold, 
E. C. Percival & Co., Boston, Mass.; Louis 
Barrows, H. F. Barrows & Co., N. Attle- 
boro, Mass.; David Belais, D. Belais & Co., 
New York; T. L. Combs, T. L. Combs & 
Co., Omaha, Neb.; Milton L. Ernst, New 
York; A. A. Everts, Arthur A. Everts Co., 
Dallas, Tex.; J. J. Sommer, j. J. Sommer 
& Co., N. Attleboro, Mass.; F. G. Thearle, 
C. H. Knights-Thearle Co., Chicago; Ed- 
win Massa, Bauman-Massa Jewelry Co., 
St. Louis, Mo. 

At the meeting held here the committee 
decided by unanimous vote to raise a fund 
of $300,000, in addition to the $85,000 
which has already been subscribed to cover 
an advertising and educational campaign 
for three years. 

The war for a time dealt the jewelry 
business a serious blow. The ban on plat- 
inum, the restrictions on gold, the falling 
off of gem importations, the preachment 
that jewelry was a luxury and non-essen- 
tial, all were seriously felt. The jewelers 
weathered the storm that for a time threat- 
ened disaster. According to the National 
Association of Manufacturers, who sent 
out questionnaires to 4,400 members, the 
jewelers finished the war period one of 
only five prosperous trades out of 21 in- 
dustrial groups throughout the country. 

There seems little question that the edu- 
cational campaign inaugurated by the Na- 
tional Jewelers’ Publicity Association last 
Summer played an important part in mold- 
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ing public opinion and in helping to give 
the jewelers the prosperity they now en- 
joy. The association now believes that 
national display advertising that will keep 
before the minds of the people the beauty 
and permanent value of jewelry is the best 
means to build a greater prosperity upon 
the present promising foundation. 

The purpose of this national movement 
will be to interest in this campaign every 
individual engaged in the jewelry business 
no matter in what capacity, and to give to 
each a feeling of personal co-operation in 
this work for the general good of the in- 
dustry. 

Harry Edward Freund, who has had over 
20 years’ experience in trade industrial 
work and in co-operative advertising, was 
engaged as manager under the authority 
of the advertising committee to take charge 
of the campaign for raising the additional 
$300,000 fund. 

Mr. Freund is well equipped to carry out 
the plans for raising the balance of the 
funds for this advertising and educational 
campaign. He is well educated, has a large 
and valued acquaintance throughout the 
country, and has traveled extensively in 
America and Europe. It will be Mr. 
Freund’s duty to call on the members of 
the jewelry trade to invite their co-opera- 
tion with the National Jewelers’ Publicity 
Association. 








MANUFACTURERS DINE 


Members of Chicago Manufacturing Jewel- 
ers’ Association Hold Interesting 
Social Session and Banquet 
Cuicaco, May 8—The Chicago Manu- 
facturing Jewelers’ Association held a social 
session last night that came up to the full- 
est expectations of those who attended. 
When the president, H. Paul Juergens sent 
out the notices he stated positively that 
business was to be forgotten for the even- 
ing and even if one had been inclined to 
think of it events happened in such rapid 
succession all such thoughts were banished. 
The dinner was announced for 6:30 in the 
private dining rooms on the B floor of the 
New Morrison Hotel. Before the hour 
stated members and guests began to arrive. 
Officers of the association acted as a re- 
ception committee and about one hour was 
spent in the first dining room in social in- 
tercourse. During this time relishes and 
appetizers were served while an orchestra 
played popular airs and Harry Radix sold 

Victory Bonds. 

The second dining room was prettily 
decorated and arranged with tables for 
eight. During the dinner, which was 
“some” dinner, those present were enter- 
tained by the orchestra and a male quar- 
tette, with an occasional song and dance by 
performers from the Terrace Garden. With 
the cigars and cigarettes were a few good 
stories and then the meeting closed with a 
few vaudeville acts. 

This meeting was such a success that the 
association has decided in the future there 
to hold more social sessions and not so 
many purely business sessions. 











E. J. Van Roy will open a jewelry store 
at Hortonville, Wis. 
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United Commercial Travelers of New Eng- 
land to Hold Annual Convention in 
Providence, R. I. 


ProvivENcE, R. I., May 10.—Plans for the 
holding of the annual convention for 
1919 of the United Commercial Travelers 
of New England in this city for three 
days the latter part of the first week in 
June, are rapidly assuming definite shape. 
The occasion will be of more than usual 
significance from the fact that at the 
same time Providence Council of the 
association will celebrate its 25th anni- 
versary. A number of the sales forces 
and traveling representatives of the 
manufacturing jewelers of this city and 
vicinity, as well as representatives of 
wholesale and jobbing jewelry houses 
and a number of retailers are affiliated 
with this organization. 

It is especially fitting that the annual 
convention should be held in Providence 
in connection with the local council’s 
quarter of a century birthday from the 
fact that the first Senior Counselor of 
Providence Council, the late William 
Nicholas, was also the first Grand Coun- 
selor of New England. At the present 
time, Leonard M. Graves, of this city, is 
the Grand Counselor of New England. 

The convention arrangements in this 
city are in the hands of a committee con- 
sisting of Charles P. McFarland and 
Harry E. Jencks, and the convention will 
be held in Elks Auditorium, Washington 
and Greene Sts., beginning Thursday, 
June 5, and lasting the remainder of the 
week. The opening ceremonies will be 
conducted by Senior Counselor F. E. 
Wing, Jr., and invitations have been ex- 
tended to Governor R. Livingston Beeck- 
man, Mayor Joseph H. Gainer, and 
George L. Crooker, president of the 
Providence Chamber of Commerce, to 
extend welcomes to the visiting dele- 
gates. 

Sometime during the convention, which 
was invited to hold its session here 
through the co-operation of the Provi- 
dence Chamber of Commerce, there will 
be present United States Senators Ben- 
jamin N. Fernald, of Maine, and George 
H. Moses, of New Hampshire, both of 
whom are active members of the U. C. T. 

On Friday will occur the annual con- 
vention ball in Elks Auditorium, followed 
at midnight by the very spectacular “Bag- 
man’s Parade.” Saturday morning will 
be given over to the big parade, when it 
is expected that there will be upwards of 
1,200 men in line, with A. Leo Kilkenny, 
of this city, who has recently. returned 
from service, as chief marshal. Cups 
will be awarded to the councils having 
the largest number of men in line; those 
making the best appearance and those 
with the largest number of members. 








Recently a man entered the store of 
Lee Nelson, Evanston, IIl., and under false 
pretenses secured from a clerk a watch left 
for repairs, taking it out of his hand and 
walking out the door with it. It was a 
heavy 18-karat watch with a Waltham 
movement and was bought in 1876 for $200. 
It was later found by the Chicago police in 
a pawnshop. 
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DEATH OF WM. B. TREADWELL 





Former Examiner of Jewelry and Gems at 
the Port of New York Passes Away 
at Millerton, N. Y. 

Members of the diamond and jewelry 
trade, particularly those of New York and 
vicinity, heard with the deepest regret 
yesterday the news that William B. Tread- 
well, a former member of the New York 
jewelry trade and for many years examiner 
and appraiser of precious stones at the 
Port of New York, had passed away May 
9 at his home in Millerton, N. Y., where 
he had resided since his retirement from 
the Government service. Mr. Treadwell 
is survived by a widow and two sons, one 





THE 


LATE WM. 


B. TREADWELL 


of whom recently returned from the United 
States military service overseas. 

William Beebe Treadwell was 59 years 
old and was a native of New York, having 
been born in Treadwell in that State, Feb. 
5, 1860. He moved to New York city at 
an early age and here he received his edu- 
cation and spent-most of his life. The de- 
ceased was a brother of Colonel H. H. 
Treadwell, of Tiffany & Co., and was him- 
self in the employ of the Tiffany concern 
for some years, having entered on his 
career as a cash boy in 1874, growing up 
in the gem department of the firm. He re- 
mained with the Tiffany house until he was 
appointed assistant examiner of jewelry 
and precious stones at the Port of New 
York under General George W. Mindil, and 
succeeded the latter in that position as jew- 
elry examiner. His appointment by Presi- 
dent Roosevelt in 1902 was practically at 
the request of the Jewelers’ Protective As- 
sociation, and in his entire career as a jew- 
eler examiner, which extended until Au- 
gust, 1917, Mr. Treadwell had the confi- 
dence and respect of the industry and of 
the administration. 

It was estimated that during the 15 years 
that he held this position Mr. Treadwell 
had appraised precious stones valued at be- 
tween $600,000,000 and $700,000,000, and 
among the famous diamonds which passed 
through his hands was the big Tiffany 
“Excelsior” and the Hope blue diamond, 
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the latter stone having been examined by 
him twice, first about 1908, when it was im- 
ported by Jos. Frankel’s Sons, and later 
when it was brought back here by Cartier. 
Mr. Treadwell was noted for his knowledge 
of gems and pearls and had examined and 
appraised practically every great pearl 
necklace that was imported in recent years. 

With the increase in the business of that 
department and the imposition of additional 
duties, Mr. Treadwell found the strain of 
his work beginning to tell upon him about 
three vears ago, and in the early Summer 
of 1917 he took a leave of absence and sent 
his resignation to take effect Aug. 15. He 
then decided to give up active business and 
to settle down on his farm in Duchess 
County. From here he occasionally made 
trips to New York and visited his many 
friends in the jewelry trade, most of whom 
did not know he had been ill until they 
read the report of his demise. 

Deceased was a past master of Hebron 
Lodge F. & A. M., and also Past Regent 
of Bronx Council of the Royal Arcanum. 

Funeral services were held Monday at 
Millerton upon the arrival of the train 
that left New York at 8.50 a. Mm. 








RECEIVES CROIX DE GUERRE 


Los Angeles Jeweler Decorated by the 
French Government for Services 
at the Front 
James R. Lewis, a member of Co. H, 


152nd Regiment of the 26th Division, has 
returned to this country after having been 
in the army since 1917, having received the 
Croix de Guerre, with one star. 

Before sailing he was a jeweler in the 
employ of Brock & Co., Los Angeles, Cal., 
and will return to his old position. 

He had many exciting experiences and 
narrow escapes while fighting for Uncle 
Sam. He was with both the British and 
French armies and was first woufided 
while serving in the Somme Sector, and 
later gassed while fighting in the Argonne 
Forest. After having been gassed he was 
taken to Base Hospital No. 29 and from 
there to London. He worked while in 
France as the driver of a motor truck, 
carrying munitions up to as near the first 
line trenches as possible, and for his serv- 
ices while engaged in this work he received 
the decoration from the French Govern- 


ment. 
Mr. Lewis brought back with him a 
number of trophies from the battlefield, 


among which is a ring made from metal 
taken from the aeroplane which was being 
used by Kermit Roosevelt when he met his 
death. 

A comrade of Mr. Lewis, Carl S. Woods, 
who was employed by Shreve & Co., San 
Francisco, prior to the outbreak of the 
war, served in many engagements and 
finally lost the sight of both eyes, as the 
result of being gassed, while in the Ar- 
gonne Forest. Mr. Wood is still in France. 








According to a cablegram of May 6 from 
Counsel General Thackera at Paris, a min- 
isterial decree of April 18, published April 
26, removes the prohibition against the un- 
set diamonds specified as 175ter, of the 
French Customs tariff. 


CIRCULAR 





May 14, 1919 


65 PER CENT GOLD PERMITTED 


Regulations Governing the Exports of Gold 
Jewelry 


Wasuineton, D. C., May 10—The War 
Trade Board announces (W. T. B, R. 732) 
the following regulations governing the ex. 
portation of manufactures of gold, effective 
May 9, 1919: 

“All manufactures of gold, the bullion 
value of which does not exceed 65 per cent 
of the total value, may be exported, with. 
out individual export licenses, under the 
special export licenses applicable to the ex- 
portation of commodities not on the export 
conservation list. The shipper must, how- 
ever, state in his export declaration (Cus- 
toms Cat. No. 7525) the bullion value of 
each item in the shipment and the total 
value of such item, and that no item in such 
shipment has a bullion value in excess of 
65 per cent of the total value of such item. 

“Every manufacture of gold, the bullion 
value of which exceeds 65 per cent of the 
total value, is now regarded, for the pur- 
pose of exportation, as gold bullion, the 
exportation of which is under the exclusive 
control of the Federal Reserve Board. All 
applications, therefore, to export manufac- 
tures of gold, the bullion value of which 
exceeds 65 per cent of the total value, 
should be filed with the Federal Reserve 
Bank of the district from which the ship- 
ment is made. On such applications must 
be stated the value of the gold content of 
the articles proposed to be exported, as 
well as the total value of such articles.” 











Bankruptcy Petition Filed Against W. G. 
Bancroft, Columbus. O.. When Settle- 
ment Falls Through 


Cotumsus, O., May 9.—An involuntary 
petition in bankruptcy has been filed here 
against Warren G. Bancroft, a retail 
jeweler in the Citizens Bank 
building by attorneys representing Green- 
baum, Wolff & Ernst, counsel for the Na- 
tional Jewelers Board of Trade. The peti- 
tion is the result of the financial troubles 
of Mr. Bancroft which were believed to be 
settled some time ago. In fact. a settle- 
ment was accepted by the creditors, but 
there was some hitch in raising the money 
for the payment. 

The settlement proposed by Mr. Ban- 
croft was on a basis of 70 per cent, pay- 
able 50 per cent in cash and 20 per cent 
in notes, and was recommended by the ad- 
justment bureau of the National Jewelers 
3oard of Trade. It was accepted by all 
the creditors in April, but the cash pay- 
ment was not forthcoming. Finally attor- 
neys representing the creditors came to 
this city and saw Mr. Bancroft who ex- 
plained that he had been disappointed in 
regard to the cash that had been promised 
him and he had to withdraw his offer. 

Under the circumstances the only thing 
to do was to file a bankruptcy petition and 
Mr. Bancroft signified his willingness to 
an adjudication to the involuntary petition 
which was filed today. 

The filing of the bankruptcy petition pro- 
tects the assets from proceedings by indi- 
vidual creditors and it is possible that an- 
other attempt to obtain a satisfactory set- 
tlement will be made. 


Savings 
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Victory Loan Goes 


Jewelers Make Excellent Showing and Do Their Part in Helping to “Finish 
the Job”—Figures from Various Centers 


Well Beyond Quota 














About 15,000,000 subscribers contributed 
to the Victory Liberty Loan and sent it far 
beyond the quota. This is the conservative 
estimate. How many more will be shown 
by the final figures. Loan officials said yes- 
terday they were confident that when all 
subscriptions had been received this re- 
port would be exceeded by a considerable 
number. 

The Treasury Department says that the 
loan went over the top without serious 
strain on the banking institutions of the 
country. Although a few districts failed 
to oversubscribe to any great extent the 
results in general were gratifying to the 
officials. 

The full details of the loan will not be 
available until May 24 at the earliest. The 
banks of the country have until May 20 to 
make their returns to the Federal Reserve 
banks, which in turn have until May 24 to 
make full reports to the authorities at 
Washington. 

The jewelers everywhere did their full 
share in making the subscription drive a 
success. 

All of the districts made big drives in 
the closing hours and excellent reports 
have been received of last minute sub- 
scriptions. 





While officially the drive ended on Satur- 
day a few subscriptions continued to dribble 
into the headquarters of the New York 
Jewelers’ Liberty Loan Committee at 15 
Maiden Lane, up until yesterday. The con- 
tributions reported to headquarters aggre- 
gated about $4,700,000. The official figures 
up to Saturday were $4,662,700. These were 
in the reports made to Chairman Goldsmith 
by the following team captains, whose sub- 
scriptions aggregated as follows: 


Captain Monroe 
Captain Stern 


$1,280,250 
584,750 


CANIAIN OLSON) é.c0caswscenceawers 577,000 
Gantaiti JACODSOR: 60:8 sc%s0.00ee0es 523,100 
I PE, caw snannetdebaaes 454,550 
Gaptaig DARA: < is.ns viacncosnseess 434,400 
Captain: Barhield. so .c00s0 essence 243,250 
re 158,100 
rr 98,200 
Captain Wormser ..........s000. 86,250 
Captain: Schweizer .......<460 6664: 71,600 
Captain: BOWER! «600.6600. cwimnee se 57,000 
Captain Rothschild 4.5 6c.6esee 50,000 
Captain Ingersoll ..6.66..6cscees 44,250 


It was unfortunate that Saturday proved 
such a bad day from a weather standpoint, 
as this undoubtedly had much to do with 
retarding the work of many of the members 
of the teams who would otherwise have 
been active. Not only did it stop the work 
of the team members, but it made a large 
number of people unavailable to visit who 
might otherwise have “come across” again. 


Members of the New York Jewelers’ 
committee held their last meeting at the 
Bankers’ Club, 120 Broadway, Thursday, 
Chairman August Goldsmith presiding, and 
at this time the subscriptions reported 
passed the $3,500,000 mark with a large 
number of captains to be heard from. As- 
sistant Secretary Lowenthal gave the exact 
figures up to the day of the luncheon as 
$3,582,650. 

Among the team captains who reported 
at this meeting were R. G. Monroe, $702,- 
600; Arthur Lorsch, $200,200; Leopold 
Stern, $187,400; Walter Kahn, $98,650; Mi- 
chael Dreicer, $75,000; H. W. Jacobson, 
$214,000; Meyer D. Rothschild, $50,000, 
while J. D. Little reported for his team, 
which visited the retail trade, a total of 
$65,500 in addition to the subscriptions re- 
ceived at the office. Included in the other 
captains’ reports that were made to the 
secretary but not personally, was one from 
M. Luther Bowden, j'r., $14,400; and Jo- 
seph Barfield, $33,850. . 

Chairman Goldsmith urged the captains 
to do their utmost to put the jewelry sub- 
scriptions at the $5,000,000 mark, and R. G. 
Monroe, who had already reported sub- 
scriptions of over $100,000, was one of 
those who volunteered to get at least $100,- 
000 more. 

Chairman Goldsmith told how he had 
been called up at the last minute on Mon- 
day night to get a company to parade in 
the Liberty Loan parade which took place 
Tuesday night, Tuesday being a holiday, 
and it was impossible to get many of the 
captains either at their office or at their 
houses. He did succeed, however, in get- 
ting a large enough delegation to form a 
company to represent the jewelers in this 
pageant. He told how the jewelry delega- 
tion had met at the Hotel Brevoort for 
dinner, where they had the pleasure of per- 
sonally meeting and being greeted by Gov- 
ernor Strong of the Federal Reserve Board. 
After this they took their places in the line 
and marched with the representatives of 
the other trades in the labor divisions who 
participated in the parade. 

Secretary Lorsch read a list of the largest 
subscribers in the last loan, with the 
amounts given then and at the present time, 
and this showed that there were decreases 
all along the line, and it was suggested 
that an endeavor be made to have the large 
subscribers increase their subscriptions up 
to the old standard. The captains have 
been told to make their reports by Satur- 
day morning if possible to the headquar- 
ters: 

Before adjourning, on motion of Leo- 
pold Stern, a vote of thanks was passed to 
Chairman Goldsmith, Secretary Lorsch and 
Assistant Secretary Lowenthal for the able 
way they had performed their work, and 
for the services they had given to the com- 
mittee as a whole. 


The Retail Jewelers’ Association of 
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Greater New York did its “bit” in the loan 
drive last week, not only through individual 
subscriptions of the members and the labor 
given by the employers and employes on 
the Liberty Loan Committee, but directly 
as an organization through the advertising 
done to the public. 

One of the most effective ads. published 
in the New York papers was a four column 
announcement donated by the members of 
the association, headed “I’m Waiting,” with 
a picture of Uncle Sam holding a telephone 
to his ear. Underneath the figure were the 
words 

“Hello—Hello, New York— 

I’m waiting for your answer—”’ 

The message has come: 

Uncle Sam wants $1,000,561,600 from 
New York. 

Wants it now—wants it today—wants it 
right away—wants it as New York’s part 
of the Victory Loan—wants it to help pay 
for winning the war—wants it to make 
sure of the Victory that seventy-four 
thousand Americans gave their lives for. 

“Hello—Hello, New York— 

I’m waiting for your answer—” 

From the West Side and from the East 
Side—from Rockaway and the Jersey Hills 
—from Manhattan, Brooklyn, Richmond, 
Queens, the Bronx, from the dark alleys 
of the Ghetto and light-hearted» Broadway 
—from banker and newsboy—from - men 
and women who toil—mighty and humble 
—rich and poor—must come that answer, 

From you and from me—from ‘the lips 
and the hearts and the pockets of seven 
million — ringing, rising, surging the 
Mighty Voice of the City. 

NEW YORK WILL SEE IT 
THROUGH! 


Do you live in New York? 


Underneath the ad. appeared the state- 
ment: 
Tuis Spack CONTRIBUTED TO HELP FINISH THE 


Jos ny RetTatL JEWELERS’ ASSOCIATION OF 
GREATER NEw YorkK 


and 
Lambert Bros., 
Lebolt & Co., 
Marcus & Co., 


Wm. Barthman, 
Black, Starr & Frost, 
Boyajian Bros., 


Cartier, 
Charlton & Co., Wm. G. McDougall, 
Crichton Bros. Pickslay & Co., 


Dreicer & Co., 


i h 
E. M. Gattle & Co., Smith & Behrens, 


Udall & Ballou, 


Jacques, 
Theodore A. Kohn & Geo. W. Welsh’s Sons, 
Son, William Wise & Son. 





Chicago Trade Goes Over the Top in 
Victory Loan Drive 


Cuicaco, May 10—The jewelry and 
optical trade division went over the top 
about noon last Friday in the Victory Loan 
drive. Of the 35 trade divisions the jewelry 
and optical division was the seventh to 
reach its quota. Chairman John H. 
Hardin’s cohorts took a total of $250,000 
worth of new subscriptions and plus sub- 
scriptions on Friday. At the present writ- 
ing it seems that by midnight, when the 
drive ends, the jewelry and optical division 
will have a margin of about $100,000 to 
spare. Of this amount $75,000 worth has 
already been realized, and all the teams are 
going strong. The effort from now until 
the end of the drive is to make the surplus 
as big as possible. 

Two personal subscriptions from men 
prominent in the jewelry trade helped a 
great deal in the closing days of the drive. 
The two subscriptions were for $50,000 
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worth of bonds each. One was given by 
Stephen Bridges, of Despres, Bridges & 
Noel, and the other by Charles H. Hul- 
burd, of the Elgin National Watch Co. 
Plus subscriptions ranging from $400 up 
to $15,000 were numerous. No subscription 
was too small and none was too large for 
the solicitors in the jewelry and optical 
trade. They did their hardest work dur- 
ing the past week. The work was not 
easy, for some of those who eventually 
gave plus subscriptions declared with much 
emphasis that they had purchased all the 
bonds they could the first time around. 
However, the salesmen had especially pre- 
pared articles for these gentlemen, and they 
were winning arguments, as the result will 
show. 

Leading members of the jewelry and 
optical trade did not attempt to conceal 
their satisfaction and pride over the fine 





C. P. DUNGAN, PRES. OF THE CHICAGO 
JEWELERS’ ASSOCIATION 


showing made in the Victory Loan drive. 

“The triumphant record of the jewelry 
and optical trade is now complete,” said 
C. P. Dungan, president of the Chicago 
Jewelers’ Association. “In all five loans 
the jewelry trade has gone over the top 
with a big margin. The result in the case 
of the last loan is proof that the patriotism 
of the jewelers has not been dulled by the 
heavy burden of taxes which the govern- 
ment placed upon our industry both before 
and after the armistice was signed. Great 
credit is due to the men who so unsel- 
fishly gave their time to the work of 
soliciting subscriptions. Everybody is proud 
of them, as they are of the men who 
bought the bonds.” 

One feature of the sale of bonds in the 
jewelry trade during the past week was the 
heavy buying by employes and persons 
employed at modest salaries. Subscriptions 
amounting to $1,000 by individual employes 
were not uncommon. Those whose original 
and plus subscriptions amounted to $500 
were numerous. Many of them scorned 
the easier bank plan of payment for the 
government plan, which will: give them 
their bonds, paid up, in November. In one 
instance, a very rich proprietor of a retail 
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establishment was shamed into a heavy plus 
subscription by being reminded of the sub- 
scriptions of his employes. The salesman, 
at the risk of being thrown out on his 
neck, took this man’s yearly income, and 
the average income of his employes, and 
showed the man how much he would have 
to take to be as good a patriot as his 
average employe, the calculations being 
based on what each had subscribed. The 
little problem in mathematics did not show 
up the boss very well when it was worked 
out, but he was smart enough to know 
when he was beaten, and the salesman 
came away with a fat plus subscription 
which helped a lot in the realization of 
the final victory. 

Then there is the story of Mignon, the 
little stenographer from the west side 
who works for a big jewelry concern in 
the Heyworth Building. She came down- 
town all flustered on Thursday, with $75 
tucked away somewhere to buy a new suit. 
She had saved the money in dollar bills— 
taken each week from her pay envelope 
over a period of months. When the boss 
of the place heard about Mignon’s plan he 
had an idea. He called up a friend in the 
coat and suit business in Market St. and 
fixed it up for Mignon to get a regular suit 
for $25, which she did later in the day. 
In that manner she was able to take an- 
other $50 bond, for cash. The multiplica- 
tion of little instances of this sort in the 
trade all over the city was responsible for 
the ultimate triumph. 


If there was pinching and squeezing of 
the sort described above among employes, 
there was a similar manipulation of re- 
sources on the part of men of means among 
the manufacturing, wholesale and retail 
jewelers. When these men had subscribed 
just as much of the firm’s cash as they 
dared, they turned to their personal for- 
tunes and began to lay their hands on in- 
vested money with an enthusiasm which 
would seem utterly reckless in a less 
worthy cause. One well-known jeweler 
sold $25,000 worth of 7 per cent. bonds of 
the U. S. Rubber Co. in order to buy the 
same amount of Victory Bonds. Instances 
are on record where property was sold 
and mortgaged. One jeweler declared he 
was tired of making improvements and fur- 
nishing heat for ungrateful tenants, so he 
unloaded a big apartment building which 
he owned on the north side. He invested 
the money in Victory Bonds, which need 
no improvements, and which pay interest 
without requiring the owner to furnish 
heat. 





No Figures as Yet Available on Subscrip- 
tions in Philadelphia Jewelry Trade 


PHILADELPHIA, Pa., May 10.—Philadel- 
phia retail jewelers, wholesalers, supply 
houses, jobbers, diamond importers and 
assayers have all done their share toward 
making the Victory Loan a big success in 
this district. 

In the early stages of the campaign the 
various committees reported the canvassing 
work progressing slowly, due probably to 
the fact that this Fifth Loan was not 
begun upon such an elaborate ground work 
in the trade as was the case with previous 
bond issues. 





May 14, 1919, 


The retail shops were turned over this 
time almost exclusively to the Women’s 
Liberty Loan Committee, which com. 
mittee worked all of the retail stores of 
every variety in the city. The result has 
been that the retail trade will probably not 
know for weeks just how the jeweler end 
held up as compared to other businesses, 

In the wholesale and jobbing houses the 
canvass was also divided up in Many in- 
stances by areas rather than trades, with 
the result that a wholesaler in jewelry and 
a fire insurance agent next door may have 
contributed through a block canvasser. All 
reports indicate that the trade invested 
nearly as extensively in the Fifth Loan as 
it did in the others, but it will be some 
time before there will be actual figures 
available to show the extent of the trade’s 
patriotism. 





Newark Jewelers Subscribe Liberally to Vie. 
tory Loan Notes. 

Newark, N. J., May 10.—Up to noon to- 
day the Manufacturing Jewelers’ Sub-com- 
mittee in charge of the Victory Loan Drive 
here among the jewelers, had_ reported 





THEODORE M. 


WOODLAND, CHAIRMAN OF THE 
NEWARK JEWELRY MANUFACTURERS 
COM MITTEE 


to the central committee subscriptions ag- 
gregating $305,000. This amount does not 
include amounts reaching into the thou- 
sands given by others in kindred trades 
through other committees or through the 
banks. 

Theodore M. Woodland, chairman of the 
jewelry manufacturers’ committee, feels 
highly satisfied with the way the manufac- 
turers have worked for this last loan. He 
also expressed great pleasure at the way the 
employes of the various jewelry manu- 
facturing concerns have worked for this last 
loan. He also expressed great pleasure at 
the way the employes of the various jewelry 
manufacturing concerns have given aid, 
showing the good feeling that exists be- 
tween the employers and employes in the 
jewelry industry. 

The full report of the manufacturers’ 
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cannot be given until next week’s issue. 


Following are the new subscriptions re- 
ceived from jewelers or those in kindred 
trades, or secured through the efforts of the 
manufacturing jewelers’ committee, during 
the past week: 

Baker & Co., Inc., $90,000. 

American Platinum Works, $50,000. 

Riker Bros. and employes; $17,500. 

Larter & Sons and employes, Carter, 
Gough & Co., Krementz & Co. and em- 
ployes, Shiman-Miller Mfg. Co. and em- 
ployes, $10,000. 

Bippart, Griscom & Osborn, $9,000. 

Taylor & Co. and employes, $8,500. 

Carter, Gough employes, $7,000. 

W. B. Kerr Co., $6,000. 

E. C. Mertz, Henry Blank & Co., (ad- 
ditional), C. F. Nessler, Allsopp & Allsopp, 
Allsopp Bros., A. V. Hamburg, Louis V. 
Aronsen, $5,000. 

Meyer & Gross, $4,000. 

Sloan & Co., Nesler & Co., Richardson 
Mfg. Co., Heidell and Trow Co., $3,000. 

B. M. Shanley Jr. Co., and employes, 


Sloan & Co., employes, Frank Krementz 
Co., $2,500. 

j. A. & S. W., Cranbery, $2,300. 

Jabel Ring Mfg. Co., $2,200. 

W. C. Edge Jewelry Co., $2,100. 

R. A. Hunken, Link & Angell, Heidel & 
Trow employes, Arch Crown Mfg. Co.,, 
Day, Clark & Co., Straus & Straus, $2,000. 

Employes Arch Crown Mfg. Co., $1,600. 

Sinnock & Sherrill, $1,550. 

Allsop & Son, Nesler & Co., employes, 
Battin & Co., $1,500. 

Kohn & Co. and employes, $1,400. 

Brod & Co., $1,150. 

E. C. Curtis, Lilly Honeybaum, William 
Link & Co., Sansbury & Nellis, G. Katz- 
mann, F, & F. Felger, Clark & Noon, Inc., 
C.J. Albert, Long & Koch, Shafer & Doug- 
las, $1,000. 

Kautzmann & Co. and employes, $900. 

Employes Shafer & Douglas, $750. 

Susan Herpers, H. Weinberg, Burstow, 
Kollmar & Co., A. Rosenbaum, Ziething & 
Co. Mrs. E. P. Kohn, Hardy Busch, Wm. 
H. Taylor & Co., Protection Lodge, I. O. O. 
F,, Ledevois Mfg. Co., Stumpf & Binder, 
Triangle Ring Mfg. Co., E. C. Laneau, G. 
F. Kautzmann, L. Fritzsche, C. Chatwin, 
Stricker Mfg. Co., $500. 

W. C. Carrington, G. W. Fautz & Co., 
Gay Rudire, $400. 

Barrasso & Blasi, A. Kleinknecht, T. E. 
Herpers, Allsopp-Bliss Co., Fred Katz- 
mann, $300. 

Foster Bros., H. Higham, $250. 

C. Farnow, A. Abig, A. Tichenor, W. H. 
Schwartz & Co., R. W. Simpson, Jr., Royal 
Silver Mfg. Co., W. Gauer, $200. 

Louis Heglen, $150. 

A. O. Kiefer, Philip Haefner, Robert 
Schuller, L. M. McDonald, H. S. Herbert, 
C. Zietler, A. L. Liebe, R. Herpers, M. 
Alexander, Thomas Palmer, B. Lyons, L. E. 
Garrigus, M. Herpers, H. F. Herpers Jr., 
L. Jeandheur, W. J. Stone, G. Bessinger, H. 
A. Bliss, A. Stewart, J. H. Ryan, C. C. Rah, 
H, Ginre, S. J. Ripke, R. Jacques, A. M. 
Krementz, J. Batkin, J. N. Lant, M. Seibel, 
R. Pascalle, F. J. March, A. A. Habanger, 
L. Coughlin, E. S. Schuller, $100. 


mittee and of the retailers’ committee | 
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Rhode Island’s Allotment of $37,500,000 in 
Victory Loan Drive Oversubscribed 


PrRoviDENCE, R. I., May 10.—Over again! 
—Rhode Island “Finish the Job!”—ts al- 
lotment of $37,500,000 swells to $41,000,000. 
And the jewelers were in solid from start 
to finish. 

For the fifth successive time since June, 
1917, the citizens of Rhode Island have 
put the war loan over the top, subscriptions 
to the Victory Loan coming into local head- 
quarters during the closing hours of the 
campaign, assuring the committee in charge 
that “Little Rhody” had again exceeded its 
quota. 

The amount that Rhode Island was called 
upon to raise was $37,500,000 and uncom- 
pleted returns this evening indicate that this 
sum was exceeded by at least $3,500,000, the 
figures from throughout the State approx- 
imating $41,000,000. While no classified 
record has been kept of the separate in- 
dustries, the response made by the manu- 
facturing jewelry and allied trades—em- 
ployers and employes—has been so generous 
that the results stand out prominently in 
the general campaign, and there is no ques- 
tion but what the jewelers have fully main- 
tained the high standards set in previous 
drives. 

Rhode Island is proud of its achieve- 
ments in the five Government loans, hav- 
ing subscribed an aggregate of $204,791,400, 
against the total of its allotments of 
$166,680,000 an oversubscription of $38,111,- 
400. A summary of these loans is as follows: 


First—Allotment, $28,180,000; subscribed, 
$25,335,500; excess, $1,155,550. 

Second—Allotment, $30,000,000; subscrip- 
tion, $42,214,800; excess, $12,214,800. 

Third—Allotment, $25,000,000; subscrip- 
tion, $30,661,950; excess, $5,661,950. 

Fourth—Allotment, $50,000,000; sub- 
scriptions, $65,889,150; oversubscription, 
$15,889,150. 

Fifth—Allotment, $37,500,000; subscrip- 
tions, $40,690,000; oversubscriptions, $3,- 
190,000, and final figures not yet received. 

In the previous Liberty Loan campaigns 
house to house canvassing, shop visitations, 
individual effort and community work were 
the means that were severally used to se- 
cure the desired number of subscriptions but 
in the Victory campaign just closed the 
work was directed by an executive commit- 
tee while an industrial committee took 
charge of all the manufacturing and com- 
mercial plants. As a result all kinds of 
“stunts” were used to sell bonds. 

One of the features that was introduced 
to stimulate the purchasing of bonds was 
the appearance of airplanes which gave ex- 
hibitions over the city, especially the busi- 
ness centre. Yesterday afternoon passen- 
gers were taken up for a flight. This priv- 
ilege of making a flight was sold at auc- 
tion the previous day at the Court of Honor 
on Exchange place, opposite the City Hall, 
Col. H. Anthony Dyer, a director of the 
Tilden-Thurber Corp., being the city auc- 
tioneer. The second highest bidder was E. 
J. Laundrie, of The Shephard Co., who sub- 
scribed to a $1,000 bond. 

In connection with the airplane flights 
The Outlet Co. (J. Samuels & Bro., Inc.) 
contributed twenty blank certificates each 
of which was redeemable at Victory Loan 
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headquarters at $5, provided the $5 was de- 
voted toward the first payment toward a 
bond. These certificates were taken up in 
the airplanes and dropped by the aviators. 

Another of the “stunts” was the appear- 
ance of one of the German submarines 
which all purchasers of bonds at the State 
Pier where the submersible was moored, 
were allowed to make a personal inspection 
of. The first purchaser was Mrs. R. Liv- 
ingston Beeckman, wife of Governor Beeck- 
man who is a stockholder and director of 
the International Silver Co., her subscrip- 
tion being for $10,000 in bonds. 

A “stunt” that was started yesterday to 
boom the loan during the closing hours was 
the formation of the Providence Thousand 
Dollar Club. The purpose of the club was 
to obtain 100 members who would purchase 
$1,000 worth of bonds each. No person 
previously buying that amount was eligible 
to membership without taking an extra 
$1,000 for the subscriptions had all to be 
new ones. 


Among those enrolled in this club were 
the following: George FF. Berkander, 
Dutee W. Flint, William P. Otis, Raymond 
E. Ostby, Joseph Samuels, William S. Stone, 
Frederic D. Carr, Arthur Henius, Silverman 
Bros., Meyer Harzberg, Mrs. Meyer 
Harzberg, Charles Bush Co., Daniel Donig, 
Arthur L. Young, Andrew Doleman, Arthur 
O. Ostby, Marion L. Misch and Edmund H. 
Parsons. 

Secretary of the Treasury Carter Glass 
was in the city on Wednesday, speaking in 
the interests of the Victory Loan and at 
noon a luncheon was tendered at the Nar- 
ragansett Hotel at which were more than 
250 representative business men including a 
number of manufacturing jewelers. Among 
those seated at the head table were William 
A. Viall, vice-president of the Brown & 
Sharpe Mfg. Co.; Herbert J. Wells, a di- 
rector of the Gorham Mfg. Co., and Col. H. 
Anthony Dyer, a director of the Tilden- 
Thurber Corp. 


Among the industrial or commercial es- 
tablishments reported through the Prov- 
idence industrial committee as employing 
1,000 or more persons with the percentage 
of employes who subscribed to the Victory 
Loan, were the following: Brown & Sharpe 
Mfg. Co., 79 per cent; Nicholson File Co., 
75 per cent; Gorham Mfg. Co., 44 per 
cent; the Ostby & Barton Co., 35 per cent; 
The Outlet Co., 13 per cent. The largest 
employes’ subscriptions reported as being re- 
ceived included Brown & Sharpe Mfg. Co., 
4760 for $353,350 and Nicholson File Co., 
900 for $71,600. 

In addition to these, establishments em- 
ploying 50 or over where 75 per cent or 
more of the employes subscribed included 
Karpeles Co., J. T. Slocomb Co., Hamilton 
& Hamilton, Jr., and Baird-North Co. 
Among some of the other subscriptions 
were The Outlet Co. (J. Samuels & Bro., 
Inc.), $400,000; Brown & Sharpe Mfg. Co., 
$500,000; John Shepard, Jr., president of the 
Shepard So., $100,000; George F. Berkander, 
$25,000; employes of Automatic Gold Chain 
Co., $3,050; Brier Mfg. Co., $4,000; Samuel 
M. Nicholson, Nicholson File Co., and 
American Screw Co., jointly, $1,000,000; 
Clark & Coombs Co., $3,350; A. T. Wall 
Co., $3,550. 
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Subscriptions of $1,000 and Over Collected Through the 
New York Jewelers’ Committee During the Week 














The following subscriptions of $1,000 and 
over have been reported by the New York 
Jewelers’ Victory Loan Committee since 
the publication of last week’s list: 


Edward Holbrook ............... $200,000 
ee ae 100,000 
race Aj. Rpeme. onc. evs ccecces. 100,000 
ce ee © a 100,000 
PI: ov ocnes banat wesenwe 100,000 
Employes of Tiffany & Co......... 63,000 


Franklin Savings Bank (additional) 50,000 


American Gem & Pearl Co........ 50,000 
CF ea 50,000 
Maiden Lane Savings Bank....... 40,000 
OS a © 40,000 
eS 39,000 
John R. Wood & Sons............ 30,000 
Oppenheimer Bros. & Veith....... 30,000 
Robt. H. Ingersoll & Bro......... 25,000 
Deere, Starr & PFrost........<.... 20,000 
Bernard Rice & Sons (employes). 16,450 


Subscriptions of $15,000 
Jewe.ers’ CircuLar Pub. Co.; Vincent S. 
Mulford; J. R. Wood & Son (employes) ; 
United Diamond Works, Inc.; employes 
of Goldsmith, Stern & Co.; Ansonia Clock 
Co. (additional). 


Subscriptions from $11,100 to $14,000 

Mabie, Todd & Co., $14,000; J. W. Paris, 
$14,000; employes of Dreicer & Co., $13,200; 
John S. Spencer, $13,000; George W. 
Welsh’s Sons, $11,100. 


Subscriptions of $10,000 

W. Swaap, Illinois Watch Case Co., Soli- 
darity Watch Case Co., Joseph L. Herzog, 
I. Hochberger & Sons, S. Kaplan & Co., 
Joseph Polak, August V. Lambert, Charles 
L. Tiffany, N. H. White & Co., Jacob 
Mehrlust. Col. H. H. Treadwell, Charles 
W. Sommers, Marchand Bros. & Co., em- 
ployes of Robt. H. Ingersoll & Bro; T. 
Kirkpatrick & Co., Dubois Watch Case Co., 
Louis Manheimer & Bros., E. P. Reich- 
helm & Co.; Charles Marx, Henry Kryn, 
Abraham Rosetnan, Benj. Eichberg, Adolph 
Schwab, Inc. 

Subscriptions from $5,050 to $9,250 

Employes of Robt. H. Ingersoll & Bro. 
(additional), $9,250; Roy Watch Case Co., 
$9,000; C. P. Goerz, $8,100; American Op- 
tical Co., $8,100; employes of United 
Diamond Works, Inc., $8,000; William 
Kinscherf Co., $8,000; Arthur J. Cohen 
(additional), $7,000; Etta C. Lorsch (ad- 
ditional), $7,000; J. B. Bowden & Co, 
$7,000; Gall & Lembke, $7,000; employes 
of Adolph Pressel & Co., $6,550; Jacob 
Mehrlust, $6,550; Fred Sulzberger, $6,500; 
employes of Albert Lorsch & Co., $6,300; 
employes of L. & M. Kahn & Co., $6,200; 
Benj. F. Levy, $6,000; Ketcham & Mc- 
Dougall, $6,000; Ralph Dreyfus, $5,700; A. 
S. Van Wezel, Inc., $5,700; E. B. Meyro- 
witz, $5,550; employes of Chas. T. Dough- 
erty Co., $5,050; Isaac Ganapol, $5,050. 

Subscriptions of $5,000 

Vogel Bros. Ce., Inc.; Hippolyte Didi- 
sheim, Julius Wodiska, Charles P. Cohn, 
Walter & Co., H. A. Groen & Bro., Gold- 


smith Bros. Smelting & Refining Co., Cham- 
berlin Frazee, G. Brenauer & Son; Parish, 
Watson & Co.; Henry Kaufmann; Duim 
& Dresden (L. S. Jacobs), Walter P. Mc- 
Teigue, Inc.; Byron L. Strasburger; Harry 
Lissauer (care of Lambert Bros.), Pitzele 
& Hamburger, Frederick Kaufman, Joseph 
Rosenberg, J. H. Sulzbacher & Co., Belais 
& Cohn, Patterson & Starke, Jung & Kilitz, 
Frank T. May Co., G. A. Henckel & Co., 
Estate of Hy. Bendheim, Julius Mamlick 
& Co., Samstag & Hilder Bros., Peter Korn 
& Sons, Jacques-Gussie Rosenbaum, Frank 
Walker, employes of Untermeyer-Robbins 
Co., J. Brenauer & Son (additional) ; Saun- 
ders, Meurer & Co., R. G. Monroe & Co. 
(additional), Jacques Weinberger, George 
C. Taylor, Isaac M. Block, Irving H. Bern- 
stein, Cyril F. Peck, Lee Bach (additional), 
J. Ehrlich & Sons, I. H. & B. H. Weinberg, 
C. G. Alford & Co. 


Subscriptions from $3,100 to $4,900 
Kantor & Montague, $4,900; Walter G. 
King, $4,300; Samuel Jacobson, $4,100; Her- 
man Baum, Inc., $4,000; employes of Jos. 
Polak, $4,000; Cross & Beguelin, $4,000; 
I. Goldberg, $3,500; Schless-Horwitz Co., 
Inc., $3,300; Rothschild & Loopuit, $3,100. 


Subscriptions of $3,000 
J. Edw. Coles, L. J. Mulford, B. Didi- 
sheim, Pickslav & Co.; Charles L. Trout 
Co., Inc.; Milton Ernst, W. G. Knapp Co., 
Oelschlaeger Bros., Henry Baschkopf, D. C. 
DeLara, James Bergman, J. Barfield. 


Subscriptions from $2,200 to $2,900 

M. Tecla & Co., $2,900; employes of Wen- 
dell & Co., $2,750; J. Bulova Co., $2,500; 
Marcus & Co. (additional), $2,500: C. P. 
Goldsmith & Co., $2,500; Abraham Shiman, 
$2,500; Milton Rodenberg, $2,500; Lucien 
M. Zell, $2,500; Emanuel Jacobson, $2,400; 
Bernard Rice’s Sons, $2,300; A. L. Reade & 
Co., $2,200. 


Subscriptions of $2,000 

H. Wolff & Co.; Guthman, Solomons & 
Co., Inc.: Moe Hamerschlag, I. J. Roe, E. 
M. Gattle (duplicate), Henry H. Jacobson, 
S. Kroll & Son, M. Bauman & Co., I. R. 
Thiesse, Manasseh Levy, Max Goldstein, 
Edward N. Schenkein, Lawrence G. Mint- 
zer, H. Tannenholz & Son, Irving H. Blatt, 
Joseph B. Mayer, I. Garson, Leo Wormser, 
Calculagraph Co., Mrs. E. Frank, E. M. 
Sachs: Lippman, Spier & Hahn; Guggen- 
heim & Klein. 


Subscriptions from $1,500 to $1,900 

Alexander A. Beck, $1,900; employes of 
Walter P. McTeigue, $1,700; Blue River 
Diamond Co., $1,700; Hugo Baer, $1,650; 
A. Burton Hall, $1,300; Knickerbocker 
Watch Co., $1,250; H. C. Kionka Co., $1,- 
500: H. H. Oppenheimer, $1,500 (addi- 
tional) ; Henry Green, $1,500. 


Subscriptions of $1,200 
Max Fine, Lewy & Cohen, Louis Ett- 
linger & Sons; P. Irving Grinberg; 
Frichtman, Alexander Co.; George Nock- 
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a Sons, U. S. Agency Omega Watch 
Subscriptions of $1,150 
Employes of Handy & Harman 
of National Jewelers Board of Trade oe 
ployes of D. C, Delara & Co.; Jacob Stadn 
mueller’s Sons, $1,100; Claude L, Seale 
$1,050; H. Hailparn & Co., $1,050, ; 


Subscriptions of $1,000 

Otto H. Wolff, Hans Brassler, Louis A 
Belier, Louis Weigel and family, Edwin § 
Simons, Edwin S. Lorsch, A. C. Rutan 
(additional), Max Busch, M. S. Israelo- 
witz; Braude & McDonnell, Inc.; I. Gunty. 
berger & Son; Louis Friedlander, M; 
Strassman, Goodfriend Bros., Henry 
Meyer, Joseph P. Stier, C. E. Hastings 
Leon J. Van Gelder, Joseph Cohn & Bro, 
Alpheus L. Brown, U. S. Chain Co,, a 
S. Kallman, a subscriber, Z. H. Oppen- 
heimer (additional), Irving Bodenheimer, 
Lawrence Bodenheimer, Samuel Kramer, 
Albert Pretzfelder, Schanfin & Tamis, 
Bigalke & Eckert Co.; Alfred J. Casse 
Co., Inc.; Henry Rudolph, George F. Jor. 
dan, Emanuel Van Dam, S. V. Mintzer, 
R. A. Breidenbach, Inc; Roelof M. Won- 
ters & Co., Sigmund Kastor, Maurice Ros- 
enbaum, Samuel Wallach, Udall & Ballou, 
Alice V. Core, I. E. Blatt, Isidore Wellner, 
F. Walter Lawrence, Inc.; Alfred Lowen- 
thal, Rudolph Reinhart, J. Elcus, John A. 
Sommers, John Schumacher, Benjamin F. 
Rees, R. M. Wouters & Co., Dan Smit, 
Henry Ginnel & Co.; Bassinger Co., Inc.; 
Gattle & Hunter, Patterson & Starke, Her- 
bert A. Wolff, Korones Bros., Philip 
Dworin; Distman & Loske, Ernestine 
Hahn; I. Stern & Co., Jewelers Protective 
Union, Gustave Schmidt, Charles B. By- 
ron, Thomas F. Brogan, Somers & Braun- 
stein, A. W. Forman, Herman Trabinger 
Charles Holl, Hannah Cohen (additional), 
Ira Goddard, Hoffman Bros., A. H. Cohn 
Dubois Jewelry Co., Inc.; Frackman & 
Sperling, H. A. Robertson, Mrs. M. A. 
Linherr, L. & S. Loeb, Wm. Onorato. 








Milwaukee Makes Splendid Record in Vic- 
tory Loan Campaign 


MILWAUKEE, Wis., May 10.—With an al- 
lotment of approximately $25,000,000, 
and a total subscription to date of nearly 
$40,000,000, Milwaukee has equalled if not 
exceeded its best previous record for sup- 
port of Liberty Loans in its response to the 
call for the Victory note issue. The over- 
subscription already is 60 per cent, and 
with scattering reports still being made, this 
probably will reach 65 per cent 

The State of Wisconsin made an equally 
good showing. On a quota of $75,000,000, a 
total subscription of $86,000,000 already is 
indicated and the hope is expressed that the 
ageregate will reach $90,000,000 when all 
reports have been received. 

The jewelry trade of Milwaukee bettered 
its best previous record in this campaign by 
subscribing nearly $125,000 on a quota of 
$75,000. Chairman William H. Upmeyer of 
the jewelers’ division was among the first 
division chairmen to be able to report a 100 
per cent subscription. Solicitation of manu- 
facturing and wholesale jewelers was con- 
ducted under the direction of E. H. Warnke 
and George W. Fink as sub-chairmen. 











Eustace Crees, et al. has transferred real 
estate at Warwick to Vincenzo Vicario. 

The Gorham Mfg. Co. is calling for de- 
signers on memorial tablet and ecclesiastical 

york. 
nie. and Mrs. William Loeb left last 

Thursday to spend the week-end in New 

rk. 

Paes S. Vennerbeck, of Vennerbeck & 
Clase Co., is on an extended business trip 
through the west. 

The Inlaid Co. has issued an announce- 
ment that its New York office has been re- 
moved to 366 Fifth Ave. 

Joseph P. Burlingame, of J. P. Burlin- 
game & Co., has been elected a director of 
the Westminster Bank. 

A mortgage for $5,500 against property of 
Walter H. Durfee has been discharged 
by the, Citizens’ Savings Bank. 

Mr. and Mrs. Walter Hidden will leave 
about the middle of June for Annisquam, 
Mass., where they will spend the Summer. 

Herbert D. Hough, of Wightman & 
Hough Co., with a party of friends spent 
the last week-end at their Summer camp 
near Liberty, R. I. 

Joseph Jacobs has taken a position with 
the Ostby & Barton Co., this city. He was 
formerly assistant foreman at the T. I. 
Smith Co. factory, North Attleboro. 

Dividends of one and one-half per cent. 
on the preferred and of two per cent. on 
the common stock of The Silversmiths Co. 
have been declared payable May 15. 

Announcement was made the past week 
that a modern hotel building, containing 500 
rooms with bath, to cost $1,500,000, is to 
be built in this city in the early Fall. 

The regular monthly . meeting of the 
Manufacturers’ Optical Association will be 
held at the rooms of the secretary in the 
Jackson building, this city, on May 31. 

B. Novgrad, formerly with the Hudson 
Jewelry Mfg. Co., New York, has started 
in business at 246 Eddy St., this city, to 
manufacture a fine line of platinum and 
gold goods. 

Governor R. Livingston Beeckman, who 
is a director of the International Silver Co., 
accompanied by his wife, left last Wednes- 
day evening for a stay at White Sulphur 
Springs, Va. 

Daniel Daley, employed at the plant of 
J. C. Doran & Sons, 70 Ship St., was se- 
verely burned on the hand Thursday after- 
noon by electricity when he attempted to 
repair an electric fan. 

Charles L. Kettlety, of Marden & Ket- 
tlety Co., received a considerable shaking 
up when an automobile in which he was 
riding on Monday afternoon was in colli- 
sion with another machine. 

At the 76th annual meeting of the Grand 
Lodge of Rhode Island, I. O. O. F., held 
Tuesday, William R. Dutemple and Louis 
W. Clarke were appointed members of the 
Standing Committee on Appeals. 

The Charles H. Petten Co., which re- 
cently started in the manufacturing jew- 
elry business at 47 Clifford St, has com- 
pleted its initial line and will be represented 
in the market by George Crystal. 
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The regular monthly meeting of the di- 
rectors of the Manufacturing Jewelers’ 
Board of Trade will be held at the rooms 
of the association in the Turks Head build- 
ing, this city, on Friday afternoon, May 16. 

According to records filed last week at 
City Hall, James C. Doran & Sons 
have given a $25,000 mortgage on property 
owned by them at Ship and Bassett Sts. 
and on Elbow St. to the Peoples Savings 
Bank. 

The Pilling Chain Co., which recently 
announced that it was preparing to remove 
from 102 Friendship St. to the FitzGerald 
building, has taken a part of the premises 
formerly occupied by the Fulford Mfg. Co. 
at 14 Blount St. 

Among the 12 delegates from Rhode 
Island to the convention for the organiza- 
tion of the American Legion, at St. Louis, 
Mo., the past week, were Major Edward 
J. W. Proffitt, Lieut. Frederick B. Thurber 
and Sergt. Joseph San Souci. 

Albert S. Vennerbeck, of the Vennerbeck 
& Clase Co., has been appointed by the 
Providence Chamber of Commerce as a 
member of the committee representing that 
organization at the Victory Ball to be held 
at the State Armory on May 26. 

Col. H. Anthony Dyer officiated as toast- 
master of the post prandial exercises fol- 
lowing the dinner given by Troop A Wel- 
fare League to the boys of Company A, 
103rd Machine Gun Battalion, in the Ar- 
mory of Mounted Commands, last Friday 
night. 

The general offices and shipping depart- 
ment of the Kescot Mfg. Co. have been 
moved to 88 Page St., where the company 
has taken the entire first floor. A Boston 
office, which will be opened soon, will be 
in charge of Charles W. Battey, the New 
England manager. 

Henry Fletcher and Joseph P. Burlin- 
game, who were recently discharged as re- 
ceivers of the Metal Products Corp., after 
making satisfactory adjustment, were ap- 
pointed on Tuesday as permanent receivers 
of the Regina Lace Works at Central Falls. 
Both are manufacturing jewelers of expe- 
rience and success. 

Samuel B. Levy, Victor E. Black and 
George Kollstede are the incorporators of 
the V. E. Black Co., Inc., incorporated un- 
der the laws of Rhode Island to manufac- 
ture and deal in jewelry and novelties and 
located in Providence. The capital stock is 
$200,000, consisting of 1,000 shares of com- 
mon, 500 shares of first preferred and 500 
shares of second preferred, of $100 each. 

At the meeting of the directors of the 
New England Manufacturing Jewelers’ and 
Silversmiths’ Association, held Thursday, 
the following concerns were elected to 
membership: Calvin Dean, George W. 
Dover, Inc., R. E. Thornton Co., Uncas 
Mfg. Co., Alfred Vester Co., Roland & 
Whytock Co. and Josiah Walsham, all of 
this city. 

Leroy R. Landry, of Woonsocket, who 
previous to enlisting for the war was em- 
ployed as a jewelry designer by C. M. Rob- 
bins Co., Attleboro, has entered the School 
of Industrial Arts at Paris and will remain 
in the school until his regiment is ordered 
to this country to be demobilized. He is a 
son of City Sergeant William Landry of 
Woonsocket and has been with the Ameri- 
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can Army of Occupation at Brohl, in 
Germany. 

Ordnance Sergeant William F. Hess of 
the 103d Ordnance Company, now at Camp 
Devens, Ayer, Mass., has been made Second 
Lientenaut in the Ordnance Department, 
with his commission dating from Man 1. He 
is the son of Mr.and Mrs. Henry Hess, 120 
Hillside Ave., Pawtucket, and before enter- 
ing the service was associated with the firm 
of Hersey & Hess, in the manufacture of 
jewelers’ tools and was later connected 
with the Willemin Mfg. Co. of this city. 

Among the first subscribers to the funds 
for the Victory Ball, which is to be held at 
the State Armory, May 26, the proceeds 
from which will be devoted to a permanent 
fund for disabled soldiers and sailors, are 
the following: Governor R. Livingston 
Beeckman, $100; the Outlet Co. (J. Sam- 
uels & Bro., Inc.), $50; Callender, McAus- 
lan & Troup Co. (The Boston Store), $50; 
Dutee W. Flint, $25; Manchester Bros., 
$25; Belcher & Loomis Co., $25; Automatic 
Gold Chain Co., $20; C. H. Cooke Co., $10. 

The Adams Novelty Co. of this city 
registered a plea of guilty through counsel 
in the Sixth District Court last Tuesday 
morning on the charge of employing Fred- 
erick Fratus, who, it was alleged, was un- 
der 16 years of age and without a certifi- 
cate. B. W. Grim, for the company, in- 
formed the court that the boy had repre- 
sented himself as being over the required 
age and had been employed only during 
after school hours. Judge Gorham imposed 
a fine of $20 and costs on the concern. The 
case was brought by Factory Inspector J. 
Ellery Hudson. 

Next Thursday morning at 10 o’clock’ the 
entire plant and business of the F. T. 
Pearce Co., manufacturers of gold pens, 
pencil cases, etc., will be sold at auction on 
the premises, 85 Sprague St., this city. The 
sale, which is held because of the retire- 
ment of the controlling stockholders on ac- 
count of illness, includes the capital stock, 
plant, machinery, finished and unfinished 
stock, fixtures, etc. There are six months’ 
orders on hand and there is opportunity 
for considerable expansion. The business 
was established in 1879 as Pearce & Hoag- 
land and was succeeded by Frank T. Pearce 
in 1888, with whom he had several part- 
ners until 1896, when he took over the en- 
tire business and continued alone until July, 
1906, when it was reorganized and incor- 
porated with a capital stock of $25,000. 
Frank T. Pearce died June 16, 1913, and his 
son, who was associated with him, died 
April 4, 1914. The business was taken over 
by D. M. Wall, who had been with the con- 
cern for more than forty years and the 
business was progressing very satisfactorily 
when his health became such that he found 
it necessary to retire from active participa- 
tion therein. He has accordingly decided to 
dispose of the entire plant as a going 
business. 

Harry Brockway, with Frank M. Silva 
and Theodore E. Breault, with George H. 
Taylor & Co., both of Providence, were 
elected to associate membership at the 
quarterly meeting of the Rhode Island So- 
ciety of Optometry held at the Narragan- 
sett Hotel on Friday evening with a good 
attendance, at which President Peter W. 
Ochs presided. Changes were made in the 
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by-laws to eliminate the office of financial 
secretary and to divide the duties of that 
office between the treasurer and the re- 
cording secretary, the latter to be known 
simply as secretary. Charles T. Baxter, 
now of Bridgeport, Conn., and one of the 
charter members of the society, was made 
a life member. Secretary G. Frederic Beane, 
as a delegate to the recent meeting of the 
New England Retail Optical Association 
at Boston, made a report of the activities 
at that session. Taxes on optical goods 
were also discussed. President Peter W. 
Ochs and Secretary G. Frederic Beane were 
elected delegates to the annual congress of 
the A. O. A. to be held at Rochester, N. Y., 
and Past Presidents Harris Fellman of 
Woonsocket and Thomas H. Tarbox of 
Pawtucket were elected as alternates. It 
Was announced that there would be a 
special meeting next Friday evening, May 
16, when Harrison E. Wowe -would give 
an illustrated lecture on “American Optical 
Glass—the Fruits of Research.” 


The annual May invasion by the jewelry 
buyers from all sections of the south, west 
and southwestern parts of the country for 
the purpose of looking over new lines and 
placing orders for future deliveries, which 
began last week, has continued with greater 
activity than characterized it at the opening. 
The buying is, reported as being much 
heavier than usual and the outlook is fa- 
vorable for steady business with the manu- 
facturing jewelers of this city and the At- 
tleboros for some months to come. Gold 
and the better lines continue to hold the 
lead, although these come mostly through 
mail orders. Among the buyers registered 
at the local hotels during the past week 
were the following: S. Schweiser, of 
Schweiser & Co., Philadelphia; E. N. Lin- 
dall, of Lindall, Lavick & Co., Chicago; 
H. E. Doelling, of S. A. Rider Mercantile 
Co., St. Louis, Mo.; M. Wolfson, of New 
York city; J. W. Levy, of the J. W. Levy 
Corp., New York city; Philip Stern, of 
New York city; William Reichert, of W. 
Reichert & Co., New York city; H. Mish, of 
Henikoff & Mish, Chicago; C. R. Jacobs, 
of R. Jacobs & Co., Cincinnati, O.; Jacob 
Schorsch, of Emerich & Schorsch, New 
York city; H. Rothschild, of R. W. K. 
Co., Chicago; Harold Moskowitz, of Mos- 
kowitz Bros., New York; Mr. Herz and 
Miss Hill, of Mandel Bros., Inc., Chicago; 
V. H. Dennis and J. G. Robb, of T. Eaton 
Co., Ltd., Toronto, Ont.; Jacob Avidan, of 
Lippman, Spier & Hahn, New York; Mr. 
Kyser, of Marshall Field & Co., Chicago; 
Messrs. M. and Samuel Adels, of M. Adels 
& Co., New York. 








Market Prices for Silver Bars 


The following are the quotations of 
silver bars in London and New York as 
reported last week: 


Official Price, 

New York, 
Date. London, .999 Basis. 
Sh vane ek eeu 48 9/16 101% 
Oe SE ere 4856 101% 
eS eee 48% 103 
DE Schteieat yi tare ane 53% 105% 
eT eee ee ret 58 111 
a 119% 
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Reports from the European Diamond Markets 











Conditions in the Diamond Centers of London, Paris and Amsterdam 
Reviewed by Correspondents of The Jewelers’ Circular 








Lonpon, April 14.—(Delayed in the 
mails).—Brilliants are in very good de- 
mand, especially from small to one 
karat stones. Meélées of all descriptions 
fetch higher prices than ever, in fact, since 
the last letter sent from here they have 
risen very considerably. It seems that 
business is rapidly expanding in as much, 
as nearly every country takes a certain 
share in purchases not to be underestimated. 

The market for rough diamonds is liter- 
ally booming, more buyers than ever com- 
ing forward, so that for all classes of goods 
the demand absolutely exceeds the supply. 
Little wonder that the Diamond Syndicate, 
unable to fill anything like the applications 
they have, keep raising prices. This is seen 
in their latest shipment (Wesselton-Dutoit- 
span) now about to be shown, which will 
again be higher than before. 





Lonpon, April 16—(Delayed in the 
mails.)—There is a fair amount of business 
being done by jewelers and diamond mer- 
chants in the West End, as well as in other 
districts in this city, in spite of the present 
high prices of diamonds. Most of the mer- 
chants are not at all dissatisfied with busi- 
ness conditions at the present time, in con- 
sequence of the activity now prevailing in 
the Amsterdam market, where trade in all 
grades of diamonds is booming. 

The importation of cut stones from that 
market has been very light. In fact, it may 
be said that many brokers were requested 
to return parcels of diamonds which were 
sent to them on commission, while dealers 
who took a chance on obtaining diamonds 
by taking a trip to Amsterdam returned 
without having succeeded in making many 
purchases. Increased labor cost and high 
prices of rough material have resulted in 
advances of prices of the cut stones. The 
greatest advance is in the small sizes, which 
have increased from 10 to 15 per cent. since 
last month. 

Business in the provincial towns, both in 
jewelry and diamonds, is reported better than 
it was a month ago. Here and there new 
firms have engaged in business, as a 
result of many young men returning from 
war service who had been employed in the 
business before, but who desire to start for 
themselves. 





AmsTerDAM, April 12 (Delayed in the 
mails.)—Brisk trade is reported in this 
market and dealers are looking ahead to the 
continued rush of business during the re- 
mainer of the month, as there is still a 
strong demand for all grades of diamonds. 
This demand comes from both the Ameri- 
can market and the principal European dia- 
mond centers. Wages are constantly being 
increased, and it is quite evident that prices 
will remain very firm in view of the present 
market condtions. With the big demand 
for gems, manufacturers and dealers quick- 
ly sell their stocks and find it difficult in 
most cases to replace them. Local trade au- 


thorities are doing everything to maintain 
the firmness of the market and are co. 
operating with the Antwerp diamond cyt. 
ters, with this end in view, by inducing the 
latter to increase the labor scale for dia- 
mond cutting. By this means competition 
between the Amsterdam and Antwerp mar- 
kets has been checked. 

There was a ready sale during the Past 
fortnight for diamonds of small size and 
mélee, the demand for the latter class of 
goods being strongest for medium quali- 
ties, prices of which are advancing at the 
present time. So far as the importation of 
rough material is concerned labor condi- 
tions still present the same difficulty as has 
been noted for some time past. An in- 
crease of 12% per cent. in “rough” has been 
reported in the last month. Almost all the 
factories are working full time and very 
few diamond workers are at the present 
time unemployed. 

Business in “roses” has declined some- 
what recently, because of the big sales of 
medium quality gems of this kind of late. 
As soon as the sales which have been made 
pass into other hands, it is expected that 
there will be a brisk revival in this branch 
of the industry. 





Parts, April 15 (Delayed in the Mails) — 
The jewelry trade in this center is gradu- 
ally resuming its normal course. Nearly 
every week the workers in the trade are re- 
turning from service and manufacturing 
jewelers are again employing workers fa- 
miliar with the industry. This influx of 
experienced labor has had much to do with 
present conditions here. There is a deter- 
mination on the part of the trades people 
in this center to maintain the reputation of 
the French market in the diamond and 
precious stone business. 

Here as elsewhere the war has opened 
a wonderful opportunity for designers who 
have new ideas for souvenirs, which un- 
doubtedly will meet with great demand dur- 
ing the coming Summer. It is expected that 
a great deal of jewelry will be sold to 
tourists, who will visit France during the 
present year. In view of this expected 
trade, it is assumed that there will be a big 
demand for small size diamonds. 

With the resumption of the diamond cut- 
ting industry in Antwerp, parcels of dia- 
monds, cut in that market have already 
reached this city, the principal shipments 
thus far being dark colored stones. As 
wages are on a high level for the Antwerp 
diamond workmen, competition between 
that center and other diamond cutting cen- 
ters has been checked to a great extent. 

The French horological trade recently 
lost one of its most prominent men in this 
city in the death of Rene Favre Bulle, 
whose firm was established for many years 
at Berancon. The Berancon School of 
Horology has taken necessary measures to 
put on prominent record the names of its 
students who were killed in action. 











Clyde Crawford, Newburg, Ind., has just 
completed opening a new jewelry store, 
handling a general line and also repair 
work. P ‘ 

Arthur Schneider, of this city, who has 
been connected with several shops, has 
opened a new trade shop of his own, han- 
dling watch work. 

J. F. Bitteroff, who has been with George 
Osterholt’s Third St. branch, recently re- 
signed to go with the Crystal Optical Co.’s 
jewelry department. 

J. A. Irman, formerly in business at 
Shelbyville, and later connected with S. S. 
Van Hoy, of that city, has opened an opti- 
cal establishment at Frankfort, Ky. He had 
considered opening a jewelry and optical 
house in Louisville. 

General March, of the United States 
Army, who was recently in Louisville on 
an inspection trip of Camp Taylor and 
Camp Knox, stated definitely that the two 
camps were permanent. At the same time 
buying leased land was started. 

Herman Katzman, 53 years of age, a 
brother of George Katzman, of Louisville, 
died on May 6, of complications following 
a lingering illness, of heart trouble and acute 
indigestion. Mr. Katzman was a native of 
Louisville. He is survived by two children, 
Wallace and Corine Katzman. 

Charles F. Harrison, Herndon, Ky., was 
probably fatally injured on May 4, when an 
automobile he was driving swerved from 
the road as he attempted to pass another 
vehicle, and bumped into a telephone post. 
It is reported that his back is broken and 
that he is paralyzed from the waist down. 

W. H. McPherson, of the George Katz- 
man Co. has recently received a letter 
from his brother, O. W. McPherson, stat- 
ing that he is at present stationed in Lux- 
emberg, but expects to start homeward 
shortly. Mr. McPherson enlisted in the 
regular army at the outbreak of the war, 
and has been in Europe for many months, 
being with one of the first detachments 
to land. 

W. C. Carroll, Lebanon, Ky., was in 
Louisville during the week and announced 
that he had sold his jewelry and optical 
business to R. N. Holdsworth, Elizabeth- 
town, Ky., who was formerly with the 
Wolff Jewelry Co., at Paducah, Ky. Mr. 
Carroll expects to take a rest, having been 
in bad health for several months, but plans 
to take up road work for some manufactur- 
ing jewelry house. 

Victor Bogaert, Lexington, Ky., promi- 
nent jeweler, was recently in Louisville in 
connection with the Fifth Liberty Loan, 
and is aiding in entertaining a Belgian de- 
tachment which came to Louisville to help 
in the drive. Mr. Bogaert was very active 
in Belgian relief work and war work of 
various kinds. Although his Kentucky 
store is in Lexington he has interests in 
Brussels, Amsterdam, Paris and also in 
New York. 

Quite a number of jeweler-opticians were 
in Louisville May 6 to 8, attending the an- 
nual meeting of the Kentucky Association 
of Optometrists. C. C. Brown, of May- 
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field, Ky., was re-elected president; Tom 
Howe, Louisville, vice-president, and Miss 
Mildred Winslow, of the Winslow Jewelry 
& Optical Co., Danville, secretary-treasurer. 
Principal features consisted of papers or 
talks by R. C. Augustine, president of the 
American Optometrical Association, W. N. 
Needles, Kansas City; W. W. Diederich, 
Kansas City; T. M. Howe, Louisville; P. 
Z. McDonald, Louisville, and H. Bryant, 
Louisville. Ten new members were ac- 
cepted. 





Notes from the South. 





j. H. Willard will open a jewelry store 
at Bartow, Ga., here as soon as building 
now being remodeled can be completed. A 
complete line of up-to-date jewelry will be 
carried, 

W. Curtis. Mangum, of Monroe, N. C., 
who saw service in France with the 113th 
Field Artillery of the 30th Division, has 
been discharged from the service and has 
accepted work with S. W. Preslar as 
jeweler and engraver at Concord, N. C. 
He was with Mr. Preslar in Monroe before 
enlisting in the army. 

The Hood Jewelry & Optical Co., Smith- 
field, N. C., is a new firm here, having 
bought out the business of T. C. Jordan. 
The new firm proposes to enlarge the busi- 
ness. The optical feature will be empha- 
sized. E. F. Menius, Wilson, who is a 
graduate of the Northern Illinois College 
of Optics at Chicago, is manager of the 
concern. An optical parlor is being fitted 
up adjoining the room now being used to 
display the stock of jewelry, silverware, 
cut glass, watches and clocks. Watch re- 
pair work will also be a special feature of 
the business. 

Burglars smashed the front window to 
Moe Finkelstein’s jewelry store, Columbia, 
S. (C., one night last week, made a grab 
through the broken pane, secured and 
escaped with about $500 worth of jewelry 
and watches. The robbers used a brick to 
break the glass which was a quarter of an 
inch thick. The robbery was committed 
shortly before daybreak and was discov- 
ered by the officer as he patrolled his beat. 
Articles missing from the window are de- 
scribed as follows: Six set rings, value 
$55.95; four brooches, value $53.65; five 
watches, value $101.90; one bracelet watch, 
value $16.50; seven La Vallieres, value 
$214.40; one shaving set, value $12.50; 
three vanity cases, value $25.50; one mesh 
bag, value $12. 

E. C. Pierce has resigned as assistant 
manager of the Odum-Schade Optical Co., 
Greenville, S. C., and has purchased an in- 
terest in the Carolina Optical Co., New- 
berry, S. C., and will move to that city. 
The Carolina Optical Co. has also bought 
the business of the Byrd Optical Co. at 
Spartanburg and will maintain the business 
in that city with W. C. Ezell as stockholder 
and manager. It is the plan of the new 
company to completely remodel the Spar- 
tanburg plant and to maintain a first class 
grinding plant to furnish lenses for the 
Newberry and Spartanburg offices. The 
officers and employes of the Odum-Schade 
Co. presented Mr. and Mrs. Pierce with a 
purse of gold as a token of appreciation 
and friendship. 
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TRADE CONDITIONS. 


Retail and wholesale jewelers of New Orleans 
continue to report business as being very good 
considering the time of the year. Just at this 
season there is nothing occurring to cause any 
demand for jewelry beyond the normal. En- 
gravers and watchmakers are wanted by some 
firms, it is said, and competent men in these lines 
are hard to obtain. Those working for the trade 
have all the work they can do. 





Morris Fitzgerald is in New York city 
and expects to be absent until about June 1. 

Miss Esther Denekamp, of the Hart 
Jewelry Co., was on a visit to Monroe, La., 
recently. 

Adrien Morais, of the Morais-Hiller 
Jewelry Co., is in the east buying goods 
for his firm. 

Alfred Krower, of Leonard Krower & 
Son, and A. L. Judice, are expected to re- 
turn from the east about the middle of 
May. 

Dr. M. H. Crown, formerly with E. O. 
Zatter Co., Mobile, Ala., has gone to 
Tampico, Mexico, to establish an optical 
business, 

‘(Charles D, Smith, of Brookhaven, Miss., 
and Mr. Gabriel, of the Gabriel Jewelry 
Co., of Mobile, Ala., were among the visi- 
tors during the past week. 


William Cosby, for many years with 


A. B. Griswold & Co., and later with Cole- 
man E, Adler, has accepted an offer to 
travel for a well-known shoe house. 

Captain W. ).. Young, watchmaker for B. 
Barnett, in Poydras St., is seriously ill at 
his home. Captain Young has never been 
in good health since he was injured in an 
assault by a burglar in his home about two 
years ago. 

Weinfurter’s jewelry store is in line with 
a number of other merchants on St. 
Charles St. who are opposing a proposi- 
tion to take the street cars off that street 
and leave it a thoroughfare for other 
vehicles only. 

V. E. Lizana, for many years with the 
W. E. Taylor Co., but now traveling rep- 
resentative of the Fostoria Glass Co., 
Moundsville, W. Va., is in New Orleans 
for a short while. His line of glassware 
brings him in touch with jewelers through- 
out his territory, but between seasons he 
has consented to assist in the Taylor es- 


‘tablishment during the illness of Mr. Tay- 


lor. W. E. Taylor has gone to Covington, 
La., to recuperate from his recent illness. 
He will be absent over a period of several 
weeks, 








Jewelers’ Gold Bars Withdrawn and Ex- 
changed in New York 
Week Ended May 10, 1919, 
The U. S. Assay Office reports: 
Gold bars exchanged for gold coins. $930,900.54 


Gold bars paid depositors........... 413,521.13 
BEE scien nepeneaavedinte, cates $1,344,421.67 


Ot this the gold bars exchanged for gold coin 
are reported as follows: 


cg EE RCL he ee ee ee $257,757.28 
PN SO fa siiva dap lathirett ig Nac eased 156,928.26 
SS RS ae eo ie 138,197.78 
deh OY EEO LTO PT EE 196,824.58 
MURS vatoshisewduapaduccudiael 120,865.05 
| SE * RIE Sea R: a 0 60,327.59 

POO oa sete acbeew eas ka kee $930,900.54 
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C. L. Snyder of New Castle, is back from 
a business trip to New York and other east- 
ern points. ; 

W. S. Weinhaus has gone to French Lick 
Springs for a few weeks rest for the bene- 
fit of his health. 

Out of town merchants in Pittsburgh buy- 
ing during the past week included B. E. 
Brown, Monessen; Joseph S. Amster, Clair- 
ton, and Mrs. Roseman of the Hantman 
store, Beaver Falls, of which she is the 
manager. 

Mr. and Mrs. Emanuel Grafner are in At- 
lantic City, where Mr. Grafner went to at- 
tend the convention of the National Whole- 
sale Jewelers Association. He is going to 
New York on business, before he returns to 
Pittsburgh. 

Mr. and Mrs. Abe Lincoff, Wilmerding, 
are home from Atlantic City, where Mrs. 
Lincoff went to recover from the effects of 
injuries received in a Baltimore & Ohio 
railroad accident here about two months 
ago. She has recovered from the shock. 

The jewelers subscribed very liberally to 
the Victory Loan, although no effort was 
made as a body to land large subscriptions. 
The trade, however, was combed liberally 
for subscriptions to the loan and as usual, 
the jewelers subscribed for liberal allot- 
ments. 

A man giving the name of George Low, 
aged 39, was arrested here last week, ac- 
cused of passing bogus checks. He was ar- 
rested after a search lasting five months and 
has been held for court on criminal charges. 
It is declared that the accusations pending 
against him total nearly half a hundred. 
Much “bad paper” it is alleged by the police 
was passed by this man in this section. 

Leon Rubin, East Liverpool, O., is the 
chairman of the committee of the Chamber 
of Commerce of that town named to receive 
the trade tourists of the Chamber of Com- 
merce of Pittsburgh, who tour eastern Ohio 
and western Pennsylvania next week, start- 
ing from here May 20. East Liverpool will 
be visited May 23, being the last stop on the 
trip. Mr. Rubin says that a warm welcome 
awaits the distinguished guests. 

All of the jewelry establishments in Pitts- 
burgh, closed last Wednesday at 4 p. m. for 
the parade of the 111th Infantry, a Pitts- 
burgh regiment just home from France and 
also the 15th Engineers back from the same 
place. It was a great day, for honoring the 
heroes but 496 men failed to come home, 
since they lie sleeping under the poppies of 
France and Flanders. The jewelry stores 
generally were decorated in honor of the 
men who gave such a brilliant account of 
themselves. 

President Sam F. Sipe of the Jewelers 
24 Karat Club announces that he has letters 
ready to send out to the jewelers of west- 
ern Pennsylvania, eastern Ohio and West 
Virginia, calling for a mass meeting in 
Pittsburgh, to take up questions concerning 
the war tax, just as soon as Internal 
Revenue Collector Roper renders decisions 
being awaited for. It is expected that the 
meeting will be a large one, as the jewelers 
are very much interested. A representative 
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of the internal revenue office from Pitts- 
burgh, will attend the gathering. 

Secretary Caten of the Retail Credit 
Men’s Association says that the banks are 
not putting “N. S. F.” checks through a 
second time these days an! will allow the 
provisions of the bad check law to take its 
course. It was learned that the banks show 
no desire in that direction and neither do 
merchants. The effect of the law has been 
to greatly reduce the number of such checks 
issued. A fine and imprisonment is im- 
posed. Some “N. S. F.” checks are being 
collected on through the association but 
from all reports, there has been a decided 
falling off in the number of such checks 
given, compared to the number offered, be- 
fore the measure became a law. 











Lester W. Nerney, a well known jeweler, 
has been elected president of the Murray 
Mens’ Club. 

The Leach & Garner Co.’s Relief Asso- 
ciation held their annual ball last Friday 
evening in the G. A. R. hall. 

The Twilight baseball league opened its 
schedule this week with the Attleboro Mfg. 
Co., playing the M. S. & R. team. 

Surviving her husband, the late Charles 
H. Tappan, the well known jeweler, by only 
six weeks, Mrs. Bertha Tappan died last 
Sunday. 

Mayor Brady appointed Charles O. Sweet 
and Harvy Clap as delegates to the New 
England Transportation convention held in 
Boston last Thursday. 

George Sawyer, head of the Electric 
Chain Co., was elected president of the 
Attleboro Chamber of Commerce last week 
and Harold E. Sweet was elected first vice- 
president. The four new directors chosen 
were Harold E. Sweet, Charles P. Keeler, 
Ralph C. Estes and Thomas O. Mullaly. 

The Board of Gas and Electric Light 
Commissioners will hold a public hearing 
May 28 in Boston for the purpose of re- 
vising a recent order relative to the price of 
gas in Attleboro. The manufacturing 
jewelers who are the largest consumers of 
gas in Attleboro are exceedingly interested 
in the hearing and will be represented. 

Subscriptions to the Fifth Liberty loan, 
poured in last Friday and Saturday and At- 
tleboro went “over the top” and the full 
$850,000 was ‘subscribed and more too. 
Clarence L. Watson, chairman of the city 
committee, worked hard for the success of 
the loan and he was ably assisted by his 
campaign committee on which were many 
manufacturing jewelers. 

A petition signed by the manufacturing 
jewelers and merchants of Attleboro was 
presented to the City Council last week, ask- 
ing that that body take action on placing an 
injunction upon the Providence Telephone 
Co. on account of the recent increase in 
rates. The rates were referred to as being 
“exorbitant and unreasonable” and it was 
stated that one manufacturer would have 
to pay $600 more by the new rate and an- 
other $500. The petition was referred to 
the committee on legislation for considera- 
tion. 
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Henry Foegler has resigned his Position 
as superintendent of the Wizard Co. 

Wilbur Kennedy, who is now a salesman 
for one of the Newark concerns, is spend- 
ing a few days in town with friends, 

Several of the jewelry firms have signified 
their intentions of having decorated floats in 
the July 4 Welcome Home celebration, 

John L. Thompson tendered the speakers 
at the Liberty Loan meeting last Wednes- 
day evening a supper at the Elks Home. 

Theron I. Curtis, of the T. I. Smith Co, 
was elected president of the North Attle- 
boro Board of Trade last Thursday even- 
ing. Mr. Curtis is one of the young manu- 
facturers of the town and his election js 
pleasing to the jewelry trade. On the board 
of directors the following manufacturers 
were chosen: Joseph E. Pfeiffer, F. L, 
Baker, Robert W. Carpenter and H. Alton 
Hall. 


North Attleboro was nearing the $375,000 
quota last Friday evening in the sale of 
Liberty bonds and the committee in charge 
expected that when Saturday’s totals were 
in it would be found that the town had 
gone “over the top” as usual. Frederick 
Sturdy was chairman of the town organiza- 
tion and John L. Thompson was chairman 
of the campaign committee. Rallies were 
held last Wednesday at every factory in the 
town with good results. As North Attle- 
boro is nearly a 100 per cent jewelry town 
it can be seen that the jewelry industry 
should be credited for almost this entire 
amount. 








Canada Notes. 





J. N. Brisson, jeweler, is registered at 
Montreal. 

Joseph L’Heureux, jeweler, is registered 
at Montreal. 

John Allan, jeweler, of Sudbury, Ont, 
has sold out. 

Out-of-town buyers calling on the To- 
ronto trade recently included J. S. Smith, 
St. Catharines; R. F. Dale, Harriston; 
T. Watson, Newmarket; J. D. Rutherford, 
Ferguis; W. H. McCreery, Galt, and H. 
Needham, Gore Bay—all Ontario. 

The death of Patrick Mount, one of the 
leading optometrists of Montreal occurred 
in that city recently. He was an active 
member of the Opticians and Optometrists’ 
Association of the Province of Quebec, 
and one of the officials of that organiza- 
tion for a number of years. He was also 
for seven years inspector of ocular hy- 
giene for the Montreal public schools. He 
leaves a widow. 

The Canadian Horological Institute, Ltd., 
of Preston, Ont., has been incorporated 
with an authorized capital of $40,000; to 
make experiments on timekeeping and 
kindred instruments and tools, make and 
deal in watches, clocks and materials, and 
establish schools for teaching watch and 
clock making, etc. The provisional direc- 
tors are Henry R. Playtner, Wm. H. Heise 
and John F. Sohrt. 
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TRADE CONDITIONS. 
The general prosperity of the country is indi- 


e heavy business being done by jewel- 

mi Boe of the “heen jobbing houses reports 50 
a cent increase in March and April over the 
le months a year ago and orders equal to De- 
cember business before the beginning of the war. 
Otto Knaul, of the Knaul-Cuthbert-Munn Jewelry 
Co., who has been in the house for several weeks, 
says that he has never seen such buying by the 
trade as this Spring. He said: ; Last year was a 
good year but this year is going to be better, 
judging by indications thus far. I have been on 
the road 20 years and I have never seen such 
business as is being done now. There is general 
good feeling and demand for better goods. One 
of the leading retail firms of the city is buying 
Christmas goods now. The buyer is taking entire 
lines from the eastern traveling men with whom 
he deals and is placing orders for holiday goods 
to be delivered as -— as ig, LB ay 
1sua rl ’ 

a gage ying, owing to short- 


ut as goods are slow in arriv ow 
of helo in the factories, it will insure stocks 


when needed. 





C. L. Frost, Odessa, Mo., was in the city 

last week to meet his brother who has just 
rned from overseas. 

H. McKinney, traveler for the C. A. 

Kiger Co., was in this city last week re- 

plenishing his diamond stock for a trip 

through the wheat belt. 

Charles Burdge, of the copper plate en- 
graving department of the Jaccard Jewelry 
Corp. has returned from France where he 
was in service for several months. 

Lee Tully, who was a member of the 
17th field signal battalion, has returned 
home. He was formerly a traveler for the 
Woodstock-Hoefer Watch & Jewelry Co. 

B. P. Weir stopped over in Kansas City 
this week on his way home to Horton, 
Kans.. from Excelsior Springs where he has 
been for the past month trying to get rid of 
a bad case of rheumatism. 

Ward M. Lewis, of the C. B. Norton 
Jewelry Co., has gone east and attended the 
National Wholesale Jewelers’ convention. 
Later he will visit New York city, Provi- 
dence and other points on business. 

Claude F. Range, formerly a jeweler in 
Trenton, Mo., died April 30 in Tampa, Fla., 
where he owned a jewelry store. Mr. 
Range was at one time secretary of the 
Missouri Retail Jewelers’ Association. 

H. Harry Clark, of the C. A. Kiger Co., 
is taking care of the Missouri trade in the 
absence of A. J. Seigfreid, who has been 
ill for several weeks and is still confined 
to his home. Mr. Clark formerly traveled 
through Missouri for this company but re- 
cently has been in the house. 

Among the recent visitors in the city 
were: E. W. Campbell, Osawatomie, Kans. ; 
John Friggeri, Pittsburg, Kans.; F. N. 
Lukens, Frankfort, Kans.; C. L. Frost, 
Odessa, Mo.; F. R. Kennedy, La Crosse, 
Kans.; B. P. Weir, Horton, Kans.; J. H. 
Fuoss, Brookfield, Mo.; C. J. Madtsen, Ot- 
tawa, Kans.; Dr. L. A. O’Brien, Skiatook, 
Okla. 

Benjamin G. Armbruster, office manager 
for the Harris-Goar Mfg. Co., bears a strik- 
ing resemblance to President Wilson. So 
much does he look like the head of the 
nation that he is often embarrassed in res- 
taurants, on street cars and trains by 


THE JEWELERS’ 


Strangers striking up conversations with 
him and invariably ending by asking if he 


is any relation to the President. Many of 
Mr. Armbruster’s friends call him 
“Woodrow.” 











TRADE CONDITIONS. 


The unprecedented growth of the membership of 
secret and fraternal orders and societies, which 
is resulting in a relatively enormous trade in 
emblems of all kinds by jewelers, is the subject of 
much comment and is regarded as the reflection of 
the prosperous condition of the people. The con- 
dition is strikingly illustrated by the fact that 
Wisconsin Consistory, Scottish Rite Masons, is ad- 
mitting a class of 210, all Knights Templar, at its 
semi-annual reunion, May 12 to 15. The average 
class numbers stood about 75, The Knights of 
Pythias, Knights of Columbus, Odd Fellows and 
the Masonic bodies have been working at top 
speed to accommodate all applicants during the 
past year and have more work ahead of them than 
ever before in history. 





The Bunde & Upmeyer Co., Plankinton 
Arcade, will again be represented this year 
by a team in the Milwaukee Amateur Base- 
ball Association. The company has pro- 
vided its team with a complete outfit of 
uniforms and other equipment. 

Dayton Riley Burr, at one time a lead- 
ing retail jeweler of Berlin, Wis., died 
May 4 at the age of 85 years. Mr. Burr in 
recent years devoted his time to fruit and 
cranberry culture in Central Wisconsin, re- 
taining his residence in Berlin. 

Ben D. Ehde, wholesale jewelers’ sup- 
plies, who for several years was located 
at 300-302 Manhattan building, 133 2nd St., 
has moved his headquarters to 812 15th St. 
Mr. Ehde also conducts the American 
Smelting & Refining Works and manufac- 
tures jewelry for the trade. 

M. J. Kalin, who for many years has 
worked for the trade in the leading Chi- 
cago stores as an experienced watchmaker, 
is embarking in business for himself in this 
city and will open a shop of his own at 
708 Security building, about May 20, where 
he will make a specialty of high-grade 
work for the trade of the city and State. 

The actions of Hiram J. Smith, promi- 
nent jeweler of Racine, Wis. and Mrs. 
Smith to recover damages of $17,500 from 
the Yellow Cab Co., of this city, as the re- 
sult of a serious accident on Oct. 16, 1918, 
have been called for trial in the Circuit 
court at Racine. Mr. Smith asks $10,000 
damages for personal injuries, and Mrs. 
Smith sues for $5,000 for personal injuries 
and $2,500 damages to her automobile. 

Clifford E. Hinman, formerly of New 
London, Wis., has taken charge of the re- 
tail jewelry store of P. F. Shaw at Mon- 
dovi, Wis., which he recently purchased. 
Mr. Shaw has not announced his future 
plans. Mr. Hinman is both an expert 
jeweler and watchmaker and a registered 
optometrist. He is opening a complete op- 
tical department in his new store. For 15 
years Mr. Hinman was connected with Fay 
R. Smith & Co., New London, Wis. 

According to Henry W. Rank, president 
of the Rank & Motteram Co., retail jeweler, 
Iron Block, the call for silver cups and 
similar goods for trophies for athletic and 
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other contests and competitions is experi- 
encing a genuine revival. For the past year 
or 18 months, business in this line was at 
a low ebb due to the fact that wartime con- 
ditions practically eliminated the usual com- 
petitions. A generous amount of trade 
already is coming to jewelers, while even 
more is in prospect during this year. 

Edward H. Warnke, head of the E. H. 
Warnke Co., manufacturing jeweler, 2nd 
and Sycamore Sts., will represent the 
jewelry trade on the annual trade extension 
tour to be conducted June 2 to 7 by the 
jobbers’ division of the Milwaukee Associa- 
tion of Commerce. The excursion will be 
made in a special train and will cover a 
route of 1,000 miles. Mr. Warnke has not 
missed a single trip since the annual tours 
were instituted about 18 years ago. The 
1918 trip was omitted because of the war. 

The Conservation Commission of Wis- 
consin, in charge of supervision of natural 
resources of all kinds, has proposed to the 
State Legislature that an annual license fee 
of $5 be fixed for all persons who engage 
in fishing for clamshells for pearls or pearl 
goods manufacture. At present there is an 
annual license fee of $50 on non-residents, 
and the revenue derived from this source 
during the past year amounted to $5,050. 
The purpose of the proposed resident tax 
is not to gain revenue but to require re- 
ports by clam fishers on the amount of 
shells taken, the price received for them, 
and similar details so that it will be pos- 
sible to gain a fairly accurate idea of the 
extent of the industry and its worth to the 
State. 

The arrival at New York and Boston 
during the past week of the first units of 
the 32d Division to return from France 
brought home Louis R. Bunde, son of Louis 
W. Bunde, president of the Bunde & Up- 
meyer Co., retail jewelers, and Gordon H. 
Warnke, son of Edward H. Warnke, son 
Warnke, son of Edward H. Warnke, presi- 
dent of the E. H. Warnke Co., manufactur- 
ing jeweler. Both are members of the 120th 
Field Artillery and are expected to receive 
their final discharges late this week at Camp 
Grant, Ill, returning from there to this 
city. Mr. Bunde has been spending the last 
10 days in New York and Boston as a 
member of a committee of Milwaukee men 
designated to welcome the 32d Division 
units which consist of Milwaukee and Wis- 
consin men. 

The news that President Wilson has 
called Congress into special session on May 
19 was received with much enthusiasm by 
retail merchants of Milwaukee, who are 
confident that the complexion of the new 
body will be such that the repeal of ob- 
noxious, unjust and discriminatory war tax 
laws will be accomplished. Jewelers have 
been bombarding their representatives * in 
both Houses of Congress with appeals for 
the abrogation of the 5 per cent. tax and 
also have co-operated with other retailers 
in seeking the repeal of the so-called luxury 
tax, which is regarded as equally unwise 
and unnecessary legislation. Customers of 
all stores are freely signing petitions and 
it is felt that the demand for the elimina- 
tion of the excises will be found so uni- 
versal that the new Congress cannot help 
but take cognizance of it. 
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GORHAM 


Cuts the Gordian Knot 


Perhaps the greatest problem facing Retail Jewelers today is that of prices. 
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Gorham Prices, like Gorham Silverware, maintain a general standard 
undisputed and unparalleled. 


Character of workmanship, beauty of design and variety of distinc- 
tive patterns all contribute to make the Gorham productions proverbial. 
Add to this a scale of prices ranged to meet the individual preference 
and the Gordian Knot of the Jewelers’ difficulties is cut at a stroke. 
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Realize both profit and prestige—Sell 
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a Gorham Silverware bearing this TRADE MARK 
a trade-mark is offered for sale QUO 
through jewelers exclusively STERLING 


THE GORHAM COMPANY 


Silversmiths and Goldsmiths 


Fifth Avenue at 36th Street New York 


Branches: 
NEW YORK SAN FRANCISCO 
15, 17, 19 Maiden Lane 140 Geary Street 
CHICAGO LONDON 
10 South Wabash Avenue Ely Place 


Works: Providence, New York, Birmingham 
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Announce Jewelry ype and even 
Styles at district associa- 
All Conventions ons of jewelers 


when they hold their 
annual conventions will lose an opportunity 
to obtain excellent publicity if they fail to 
make an announcement to the press as to the 
latest styles in jewelry. There is little doubt 
that if a statement is given out after or dur- 
ing the meeting to the effect that “jewel- 
ers after considering the fashion conditions 
and the latest designs in products coming 
into the trade, feel that certain particular 
articles will be in demand in that section 
during the coming season,” that the state- 
ment will not only be published in full by 
local papers, but in those of other towns 
as well. 


Although the jeweler may not realize 
this fully, such a statement has far more 
news value in the eyes of the ordinary 
editor than all the details that can be 
given out as to the convention and the 
routine proceedings, or the papers that 
are read on the resolutions passed, no 
matter how interesting those discussions 
may be to the merchants participating. 
There may be of some local interest in 
the fact that the jewelers are in town, 
but what the jewelers discuss or how they 
decide to conduct their business is, at 
least in the eyes of the ordinary news- 
paper editor, a matter of interest only to 
the jewelers themselves. However, what 
the jewelers may have to say about fash- 
ions in jewelry, about the kind of arti- 
cles that will be worn, the colors that will 
be in demand, etc., is something of interest 
to the public, and we are much mistaken 
if such a statement will not be given fullest 
publicity without amendment or curtail- 
ment. And why should it not be? Such 
statements issuing from a convention or 
gathering of tailors, modistes, shoemakers 
or dancing masters are published as a 
matter of course and are read by people 
who want to keep up with the latest styles. 
and novelties. Such news as to jewelry is 
equally in demand. 


In preparing the statement for the press, 
the officers of the association should see to 
it that the convention hands out real in- 
formation and does not attempt to give 
publicity to particular propriety novelties 
that will benefit one or two firms, or fea- 
ture articles that the jeweler wants to 
get rid of. The statement should contain 
real information, passed on by a committee 
that is appointed to study the subject. 
The committee should get the latest in- 
formation not only from the district and 
State in which the convention meets, but 
from the large jewelry centers as well. 
To a great extent, this information,is being 
supplied to the jeweler every week in THE 
JEWELERS’ CIRCULAR, not only in the adver- 
tisements of the manufacturers of their 
new goods, but in the special information 
published each week such as that under the 
title of “The Latest Jewelry Seen in New 
York,” 

In preparing this information, also the 
committee in charge should not. attempt to 
be too didactic, but should base its state- 
ments in the way of a summary of results 
produced by certain causes. In other 
words, the statement should not be sim- 
ly that the ipse dixit of the jeweler in re- 
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gard to necklaces, bracelets, hair orna- 
ments, etc., but rather a conclusion drawn 
from the jeweler’s study of fashions to 
the effect that because of the way certain 
gowns will be worn or because certain 
sleeves are fashionable or because hair 
will be put up in a certain way, that this 
or that article, necklace, bracelet or hair 
ornament will. necessarily come into de- 
mand. It should not be inferred that the 
jewelers say that certain stones are the 
proper thing for the month, but rather 
that sentiment calls for the birthmonth 
stone, which is emerald, or, dress color- 
ings call for green (or red or other color) 
gems, or that the materials which will be 
worn will require gems of delicate color- 
ings, like aquamarines or tourmalines, 
etc. In other words, the jeweler should 
take the position not as the dictator of 
fashions, but the interpreter of fashions as 
far as they will be expressed in gems and 
precious metal. 

THE JEWELERS’ CrirRCULAR suggests that 
the presidents of the organizations that 
are to hold a convention, appoint a styles 
committee at once to get in touch with 
the fashion conditions and be able to pre- 
pare a clear cut, concise report of authen- 
tic information that can be acted on at 
the early sessions of the convention. THE 
JEWELERS’ CIRCULAR will be very happy to 
aid and assist any such committees in get- 
ting information as to coming styles in 
jewelry in order that these reports when 
rendered will prove interesting to the pub- 
lic and of value to each jeweler in the 
territory covered by the organization which 
adopts them. 





HE regulations 
prepared by the 
Treasury Department 
which relate to the 
excise taxes on jewelry under Section 
905 of the Revenue Act of 1918, were, 
as noted in the last issue of THE )EWELERS’ 
CIRCULAR, made public May 5. They had 
long been awaited by collectors and by 
jewelers alike who felt that there were cer- 
tain points in the act that had to be inter- 
preted and certain ambiguities elucidated, 
but on the whole the regulations show that 
the act has veen fully understood by the 
jewelry trade ‘enerally, and that the imter- 
pretations that have been given to it tSdate 
by THE JEWELERS’ Crrcuar, and the »ewel- 
ers’ War Revenue Tax Committee have been 
accurate and practically complete. In fact, 
there is little or anything in these regula- 
tions that has not already been fully gone 
into in previous issues of THE JEWELERS’ 
CrrcuLaR, with the exception perhaps of 
the definite statement as to what consti- 
tutes imitations of precious metals, and 
the enumeration of certain articles not tax- 
able, but in most cases these last articles 
come into trades other than the jeweler’s 
and are not handled by our merchants. 
The last issue of THE JEWELERS’ Circu- 
LAR, while giving in full those articles or 
paragraphs of regulations which covered 
the definition of jewelry and the decisions 
thereon did not give a statement on the 
administrative provisions of the law. 
These appear in another column of this 
issue. Already they seem to be fairly well 
understood by our trade except that which 


The New Regula- ']" 
tions as to the 
Jewelry Taxes 
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Diamonds and Workmanship of the Best - 


18 Kt Green Gold with Diamonds set in Platinum. 
You: can buy one of these handsome Diamond 
Pins complete at the same price that an all Plati- 
num Mounting would cost. Add a couple of 
these attractive bars to your stock and doing 


business will become a habit. 
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relates to the giving of premi 

this the Treasury Dhapartenell holds tie ~ 
turning over of an article in return ee 
wrappers, labels, trading stamps or dies 
script is a sale within the meaning of Sec- 
tion 905, and if the article is within the 
jewelry schedule the tax attaches as soon 
as the merchandise passes to the person re- 
ceiving it in exchange for such script 
On these sales the tax is to be computed 
on the fair market value of the Premium 
at such time. With the above exception, 
the information given out simply gives in 
other words the same facts that have been 
published in this journal since the law was 
formally passed and signed. 

Unfortunately, in speaking of the tax 
law regulations, a large number of news- 
papers made brief summaries without read- 
ing carefully the decisions of the depart- 
ment and without giving all the definitions, 
This resulted in a number of the papers 
publishing statements to the effect that 
the jewelry tax came only upon arti- 
cles that are worn upon the person as an 
ornament and not on articles carried in the 
hand, on the arm or worn concealed on the 
person or in pocket or bags or wunder 
outer garment (such as cigarette cases, 
eyeglass cases, pencils, powder boxes, 
purses, hand bags, etc.). Those who did 
publish this, did not realize that the state- 
ment in this definition simply related to 
the fact that such articles not worn on the 
person were not taxable as jewelry unless 
ornamented or mounted with precious or 
imitation precious stones. They forgot to 
use the following paragraph, which stated 
that though the articles might not be tax- 
able as jewelry, they would be taxable un- 
der Section 905 if they were made or, or- 
namented or fitted with precious or imita- 
tion precious metals or ivory. 

The authors of most of the newspaper 
articles did not realize that Commissioner 
Roper in these regulations emphasized the 
fact that Section 905 was not a jewelry 
paragraph alone, but one which taxed first 
jewelry, second precious and imitation pre- 
cious stones, third articles made of, or- 
namented or mounted or fitted with pre- 
cious metals or imitations thereof or ivory; 
fourth, watches, clocks, eyeglasses, lor- 
enettes, marine, field glasses and binoculars. 
Each was a heading, and though an arti- 
cle might not be classifiable under one 
heading, it might be under another. It 
made no difference, if it came anywhere 
within the purview of the four classes of 
merchandise enumerated, it was taxable. 

One of the most clear cut definitions of 
the regulations which will settle any ques- 
tions that come to the minds of jewelers 
as to the application of the clause cover- 
ing precious metals and imitations, is that 
defining these two words, “Precious met- 
als.” According to the Revenue Depart- 
ment, they include “silver, gold, platinum 
and all metals more valuable than these 
substances”; “imitations thereof,” includes 
only platings or alloys of any of the above 
materials. 








Friends of Adolph J. Reinhardt, of Lin- 
coln, Ill, have been congratulating him 
on his marriage to Miss Florence Pearl 
Walker, daughter of Mr. and Mrs, Lewis 
W. Walker, of that city. 











- ¢C, Arkin, of C. Arkin & Son, Hammond, 
Ind., was in town last week and stopped at 
the Alcazar Hotel. 

The directors of the National Jewelers’ 
Board of Trade have voted to subscribe for 
$10,000 worth of Victory bonds. 

Farber & Krayster, manufacturers of jew- 
elry “de luxe,” 106 Fulton St., have taken 
larger quarters on the 11th floor of the same 
building. 

C. A. Green, with L. S. Ayres & Co, 
Indianapolis, Ind., and F. W. Rose, of F. 
W. Rose Co., Cleveland, O., jewelry buy- 
ers, were visitors in this city last week. 

Barbour Bros. are making an exhibition 
in Boston at the Parker House, of the sil- 
verware and merchandise in their line. 
The Exhibition opened Monday May Sth. 

Andreus Meyer, president of the Dia- 
mond Workers Protective Union of Amer- 
ica, announced last week that the organi- 
zation had subscribed for $5,000 worth of 
new Victory Bonds. 

Waxman & De Meester, diamond setters, 
formerly located in room 607, 87 Nassau 
St, have moved to rooms 921-922 in the 
same building, where they will occupy much 
larger quarters. 

The E. Howard Clock Co. has removed 
its New York office from the corner of 
Maiden Lane and William St. to the Lang- 
don building, 309 Broadway, where larger 
quarters have been secured. 

M. Alexander, of Alexander & Reames, 
311 Zack St., Tampa, Fla., returned from 
Providence on May 5 to this city and left 
Monday on a motor trip to his home in 
Tampa, expecting to arrive there on June 5. 

The Smith Metal Arts Co., Inc., is the 
name of a concern recently incorporated un- 
der the laws of the State of New York 
with a capital of $100,000. The incorpo- 
rators are Fred C. Smith, Charles F. Damm, 
and Arthur H. Jamieson, 452 Breckenridge 
St., Buffalo. 

B. Raff & Sons, wholesale jewelers, who 
have been located at 1161-1175 Broadway 
for some time, have arranged to occupy 
larger quarters at 233 Fifth Ave., where 
they will have better facilities and more 
modern conveniences for attending to 
their ever increasing business. 

Another concern to take out a charter of 
incorporation at Albany is Miletis & Blum- 
stein, formerly at 106 Fulton St. The in- 
corporators are Alfred Mileti, Ralph Mileti 
and Joseph Blumstein, and they will 
do business at 110 W. 40th St. under the 
style of Mileti Bros. & Blumstein, Inc. 

A corporation known as N. J. Weil, Inc., 
received its charter from the Secretary of 
State last week. The company has a cap- 
ital of $1,000,000, and will do a jewelry 
business. The incorporators are Nathan 
J. Weil and Albert Osterwald, both of 452 
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Fifth Ave., and Felix H. Levy, 128 Broad- 
way. 

The members of the Pawnbrokers’ Sales 
Dealers’ Association held a meeting last 
week at the McAlpin Hotel, at which was 
to have taken place the election of officers 
to serve for the ensuing year. The election 
was postponed until the next meeting, which 
will be held Thursday evening, May 15, at 
the same hotel. Liberty bonds were sold at 
the meeting, and the members present 
made a 100 per cent record. 

Joseph Yokelson, secretary and treas- 
urer of the Daving & Yokelson Co., 
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or write Re-employment Bureau of New 
York City, 505 Pearl St. 

The National Association of Decorative 
Arts and Industries held their first annual 
convention Monday at the Hotel Astor. 
The session began at 10 in the morning 
with the rendering of the report of Secre- 
tary William Laurel Harris, of the Fine 
Arts Federation, New York City, and the 
report of the president, Dr. James Parton 
Haney, director of art in the high schools, 
New York City. This was followed by a 
series of addresses and a discussion led by 
Vice-President Henry W. Frohne. Mon- 











During the 4 months of this year, Jan. 1 to 
April 30, the Jewelers’ Circular published 
383 pages more advertising than did the 
six other jewelry journals combined, and 
1362 pages more than any one of them. 





The Jewelers’ Circular is the ONE GREAT 
MEDIUM between the buyers and sellers. 
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Inc., returned recently from active serv- 
ice with the American Expeditionary 
Forces. Mr. Yokelson was attached to 
the 302d Field Signal Corps of the 77th 
Division, and has seen one year’s service 
on all fronts in France. He has spent 
considerable time in Paris and has had 
opportunity to see some of the latest crea- 
tions in jewelry. It is expected that Mr. 
Yokelson will receive his discharge within 
a few days, when he expects to again take 
up his duties with the firm. 


Thursday, April 24, there was opened 
in the Hallenbeck building, 505 Pearl St., 
the Re-employment Bureau of New York 
City for Soldiers, Sailors and Marines. The 
Bureau is operated under the auspices of the 
Re-employment Committee of New York 
City, which is backed by all of the import- 
ant welfare organizations and employers’ 
associations in New York City—15 of the 
former and 80 of the latter. The commit- 
tee urge members of our trade to employ 
soldiers, sailors and marines wherever pos- 
sible and to utilize the Re-employment Bu- 
reau to secure these men. Call Worth 9250 


day noon the members joined at a luncheon, 
at which more interesting addresses were 
made, while the afternoon session was de- 
voted to discussion of a plan of activities 
of organization and co-operation, and the 
election of officers. Monday evening the 
final session was held at the rooms of the 
Architectural League. 

New York newspapers Wednesday pub- 
lished notices of the death in Germany of 
Jacques Mayer, a former American, and 
these notices were taken by some in the 
jewelry trade to refer to a former diamond 
dealer and broker of New York who went 
to Germany shortly before the war. Their 
inference is probably not correct, as the 
Jacques Mayer referred to in the dispatches 
from Berlin was the head of the European 
Mergenthaler Linotype Co. and had been 
a resident of Berlin, while the former dia- 
mond dealer was Jacques L. Mayer and 
had retired from business, and up to the 
time and after the war broke out, had 
resided in Munich, Bavaria. No. word 
from Jacques L. Mayer has been received 

(New York Notes continued on page 111.) 
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by any of his many friends in the jewelry 
trade since the United States went into 
the war over two years ago. 

Russell & Read, diamond importers, are 
now located in room 2012, 15 Maiden Lane. 

Theodore H. Zacharias, ring manufac- 
turer, is now located in room 1007, 9 
Maiden Lane. 

The George L. Brown Co. and the Ford- 
Perry Co. are now located in room 1407 at 
9 Maiden Lane. 

The Kopelman & Kava Diamond Co., 
Inc., 121 Canal St., have increased its capi- 
talization from $5,000 to $15,000. 

Samuel J. Hunter, diamond dealer, 9 
Maiden Lane, has moved from room 1404 
to room 1408 in the same building 

Mr. Eppstein, of Eppstein, Rosenberg & 
Klein, Toledo, O., was in town last week 
and made his headquarters at the Wallick 
Hotel. 

. M. Morris, of J. M. Morris Co., 
Charleston, S. C., is in this city this week 
and is making his headquarters at the 
Marlborough Hotel. 

M. E. Heiser, representing the Black 
Opal Stores, Rockhampton, Queensland, 
Australia, is in New York visiting the cut- 
ters of rough Australian sapphire. 

I. Tannebaum, wholesale jeweler, located 
for the past 15 years at 206 E. Houston St., 
will move probably tomorrow to new quar- 
ters on the first floor of 121 Canal St. 

L. Kroll & Son, wholesale jewelers, 30 
Maiden Lane, have sold their material de- 
partment, but will continue all their other 
lines as heretofore at the same address. 

L. W. Sweet & Co., Inc., through their at- 
torney, H. L. Schaefer, recently obtained 
a judgment in the First District Court of 
Manhattan against Albert McNeeley for 
$47.64. 

Howard S. Kennedy, dealer in diamonds, 
watches and jewelry, 170 Broadway, has 
moved his offices from the 11th to the 10th 
floor, where he has larger space and better 
facilities. 

A. R. Foss, who had formerly been the 
New York representative of the Rueckert 
Mfg. Co., Providence, R. I., recently re- 
turned from overseas service with the 52nd 
Pioneer Inf., and will resume his former 
duties at the New York office, 9 Maiden 
Lane. 

John W. Sherwood, president of the 
Solidarity Watch Case Co., 15 Maiden 
Lane, returned from an extensive Coast 
trip last week, attended the convention of 
the National Wholesale Jewelers Associa- 
tion at Atlantic City, and left again on a 
trip through the eastern States. 

_The Manhattan Watch Corp. is the name 
of a concern recently incorporated under 
the New York State law with a capital of 
$10,000. The incorporators are Albert S. 
Casselhoff and Jennie Casselhoff, both of 
1020 Prospect Ave., this city, and Fannie 
_, 414 Seventeenth Ave., Paterson, 
N. J. 
Wm. Mayer, representing James F. 
Mansfield, 9 Maiden Lane, is calling on the 
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trade in Maine, Vermont and New Hamp- 
shire. F. M. Loofburrow and Mr. Mack- 
enzie, formerly with Robt. H. Ingersoll & 
Bro., who recently formed a partnership, 
are now representing James F. Mansfield in 
Chicago. 

The firm of Mileti Bros. & Blumenstein 
was recently incorporated under the New 
York State laws to deal in jewelry with a 
capital of $5,000. The incorporators are 
Alfred Mileti, 2163 Morris Ave., Bronx > 
Ralph Mileti, 2450 Creston Ave., Bronx, 
and Joseph Blumenstein, 250 Hart St., 
Brooklyn. 

Jacob Strauss, of Jacob Strauss & Sons 
for 40 years in the Maiden Lane district in 
the diamond business, and who since 1910 
has been in the banking business, cele- 
brated the 75th anniversary of his natal 
day by giving a banquet to the members 
of: his family at the Hotel Astor on the 
evening of May 7, 1919. 

The members of the Bronx Retail 
Jewelers’ Association held their regular 
monthly meeting last evening at Ebling’s 
Casino, 156th St. and St. Ann’s Ave. The 
meeting was called to order by President 
lalkenstein, and after the minutes of the 
last meeting were read and the regular 
routine matters discussed, the members 
adjourned downstairs, where refreshments 
were served. 

A meeting of the Good and Welfare 
Committee of the National Jewelers Board 
of Trade will be held tomorrow, May 15, 
at 2 p. M., for the purpose of meeting 


S. W. Rosenthal, investigator of the South’ 


American jewelry markets, and arranging 
a date for a mass meeting at which he can 
make a report to the jewelry trade. It is 
also to get some further suggestions from 
Mr. Rosenthal in regard to the South 
American jewelry markets. 

Myron M. Lewenthal, of the Royal 
Jewelry Manufacturing Co., 302 Fifth Ave., 
is now on a buying trip to Europe seeking 
novelties and fancy jewelry for his house. 
In the course of his trip he will visit Eng- 
land, France, Switzerland, Holland, Italy 
and Czecho-Slovakia. Mr. Lewenthal was 
formerly a lieutenant in the United States 
Army. After enlisting he received his in- 
structions at Camp Zachary Taylor at 
Louisville, Ky., where he graduated with a 
commission. 

Many interesting Victory Loan windows 
were noticed in the jewelry trade during 
the past week and among the novel effects 
was that shown in the window of the house 
of William Barthman & Son, Broadway 
and Maiden lane. Here the word “Vic- 
tory” appeared in large letters on the win- 
dow, the word being composed of diamonds 
and precious stones. The “V” was in ru- 
bies, the “ictory” being in one flare of 
diamonds and the “y” of sapphires. The 
period at the end was a five-carat diamond. 

The Mt. Vernon Co., silversmiths, has 
filed an answer in the Supreme Court to a 
suit by Chester B. Shepard to recover for 
alleged breach of contract of employment 
and for commissions. The answer alleges 
that the losses from the plaintiff's depart- 
ment were to be charged against his com- 
missions and that $26,279 has been paid 
plaintiff instead of $22,811 claimed in the 
complaint. The defendant makes a coun- 
terclaim for $1,171 on the ground that the 
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plaintiff's combined commissions and profits 
from his department aggregated only 
$25,107. 

A testimonial dinner is to be given to 
Captain J. Dieges, a member of the firm of 
Dieges & Clust, manufacturers and dealers 
in emblem goods at 15 John St. Captain 
Dieges, who recently returned from over- 
seas after service in France with the 102nd 
United States Engineers (22nd New York) 
is being offered this testimonial by his 
friends in political and social circles. It 
is taking the form of a beefsteak dinner 
to be held at Reisenweber’s restaurant to- 
morrow (Thursday) evening at 6.45. H. 
B. Arnold is the treasurer, to whom appli- 
cation for tickets can be made. 

The members of the United Retail 
Jewelers Storekeepers’ Association held 
their regular semi-monthly meeting Wed- 
nesday evening at 80 Clinton St., at which 
it was decided that a mass meeting of 
the retail jewelers in Greater New York 
be called on Monday, May 19, in Progress 
Casino hall, 26-28 Avenue A, under the 
auspices of the assocition, for the pur- 
pose of discussing the war tax and mak- 
ing the inner workings of the law clear to 
all. As many prominent speakers will be 
present to address this meeting, a large at- 
tendance is expected. All retail jewelers 
are cordially invited to attend. Among 
those who will speak is Louis Schneider, 
lawyer, 132 Nassau St., who is counsel for 
the association. 

William Abrahams, diamond dealer, 44 
St. Mark’s PI. filed a petition in bankruptcy 
on May 7 through his attorney, Louis Halle. 
The petition is to clear off old debts re- 
lating to the failure which occurred in 1907. 
His liabilities are listed at $3,833.25 and the 
assets are $125, consisting of wearing ap- 
parel, exempt by law, valued at $100, and 
five shares of stock in William Abrahams, 
Inc., valued at $25. United States District 
Court Judge Mayer appointed John J. 
Townsend as referee and the bankrupt 
appeared before the referee Monday morn- 
ing to arrange a settlement of fees. No 
date has as yet been set for the hearing. 

A suit said to have been the first brought 
here under a Lloyds policy guaranteeing 
payment of a jewelry bill, has been filed 
in the Supreme Court in the name of 
James Wallace against Evelyn, Comtesse 
de Perigny, of Paris, whose father was 
Jabez Bostwick, a New York millionaire, 
and whose husband served through the war 
as sub-lieutenant of the 19th French 
Dragoons. The plaintiff sues for $37,000 
alleged to be due because of the non-pay- 
ment of a bill of exchange given to 
Gompers, of Paris, for jewelry worth that 
sum, which included the following: Neck- 
lace of 75 pearls, $19,000; brooch set with 
black pearl and two white pearls, $11,000; 
ring, set with emeralds, surrounded by 22 
small diamonds, $4,000; barette, $2,600, and 
brooch, $400. When the bill of exchange 
was protested at the Farmers Loan & 
Trust Co., Gompers assigned his claim to 
the National City Bank, which in turn 
made claim against Lloyds. Justice Mul- 
lan has signed an order attaching the 
defendant’s property in this city. 

Moss & Cedar have purchased the mate- 
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rial stock of L. Kroll & Son and they are 
now conducting their business on the first 
floor of 30 Maiden Lane. 

Leo M. Sachs, 7 Maiden Lane, subscribed 
to $5,000 worth of Victory Loan Bonds 
through the Irving National Bank. 

G. Widenmeyer, diamond setter, 21 
Maiden Lane, has moved to new and more 
spacious quarters at 90 Nassau St. 

[.. Simon & Co., manufacturers of dia- 
mond mountings, now at 107 William St., 
will move to 47 Maiden Lane, room 1105-06, 
about May 15. 

Samuel Kalina, formerly foreman for 
Charles P. Goldsmith & Co., 26 W. 36th St., 
has gone into business for himself and on 
and after June 1 will be located at 41 
Maiden Lane, as a manufacturer of plati- 
num mountings exclusively. 

J. Howard is the proprietor of the J. 
Howard Co., a new jewelry concern which 
is located at 702 Seventh Ave., near 47th 
St. Mr. Howard was recently honorably 
discharged from the Naval Aviation Serv- 
ice. He was formerly manager for Mor- 
ris & Co. 

J. R. Rutkay & Co., Inc., have taken out 
a charter of incorporation at Albany to en- 
gage in the jewelry business in this city 
with a capital of $1,000. The incorporators 
are Ruth Meyers, 7 Beekman St.; Wm. 


Kaufman, 615 W. 143rd St. and Abr. 
Lewis, 565 First Ave., all of New York 
city. 


The L. D. Manufacturing Corp., of this 
city, has been incorporated to engage in the 
jewelry business with a capital of $10,000 
under the New York State laws. The in- 
corporators are L. Davis and Herman 
Davis, 1163 43rd St., Brooklyn, N. Y., and 
Benj. Hoffman; 566 W. 159th St. New 
York. 

An exhibition is now being held at the 
Brooklyn Museum, of 28 pieces of artistic 
glass designed and produced by the cele- 
brated French jeweler, René Lalique. The 
glass was unknown in the United States 
until the San Francisco Exposition in 1915, 
and has rarely been seen in this country 
since that date. 

The Diamond and Jewelry Appraising 
Co. of America, Inc., is the name of a con- 
cern that has taken our papers of incorpo- 
ration under the New York State laws to 
engage in business in this city as a dealer 
in jewelry and pawn tickets. The capital 
is $500 and the incorporators are Albert 
Levy, Rose Levy and H. B. Levy, all of 
768 Jefferson Ave., Brooklyn, N. Y. 

The 10th annual convention of the Amer- 
ican Federation of Arts, which is the most 
important event in the art world in the 
current year, will be held tomorrow, Fri- 
day and Saturday, at the Metropolitan 
Museum of Art, Fifth Ave. and 82nd St. 
“War memorials” will be the topic dis- 
cussed on the first day, the work of the 
federation and “art and labor” the second 
day, and “art in the nation” the third day. 

A dinner was given to Henry Healy, 468 
Fulton St., Brooklyn, by his employes, last 
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Saturday evening, at Villapique’s, Sheeps- 
head Bay, and during the dinner Mr. Healy 
was presented with a loving cup. Speeches 
weer made by several of the employes and 
a most enjoyable evening is reported. Ar- 
rangements were in charge of James T. 
Hunt, Mr. Healy’s manager. Several in- 
vited guests were present, among whom 
were Louis H. Gura, John Schumacher and 
William T. Schneider. 

The New York Jewelers Golf Associa- 
tion, will hold their first tournament at the 
links of the Englewood Country Club, on 
Monday, May 19. It is anticipated that 
about 60 members will compete for the num- 
erous prizes that have been presented by 
club members. A permanent trophy is also 
offered by the club to the winner of the 
tournament. Play will begin about 9.30 and 
both luncheon and dinner will be served at 
the club. Many interesting events are 
scheduled for the dinner, including the 
awarding of the prizes. 

Webb C. Ball, of the Webb C. Ball 
Co., Cleveland, O., and his son, Sydney Y. 
Ball, of the Norris, Allister-Ball Co., Chi- 
cago, are spending a few days in New York 
after a visit to the National Wholesale 
Jewelers’ Association convention at Atlantic 
City, and were callers at the office of THE 
Jewe.ers’ CircuLaR Monday. Mr. Ball, Sr., 
yesterday celebrated the 50th anniversary 
of his entry into the jewelry business. On 
May 13, 1869, Mr. Ball left the farm in 
Knox county, Ohio, and entered a little 
jewelry store, where he learned the trade 
without wages for the first year and at $1 
a week for the second, and he has been 
continuously in the business since then. Mr. 
Ball is one of the oldest of the visitors to 
THE JeweLers’ CircuLaR office, having 
been a friend and frequent visitor to Daniel 
H. Hopkinson, the founder of this journal, 
from the time he first visited New York in 
the early ’70’s. 











TRADE CONDITIONS 
Good reports concerning business continue to 
be received from Newark manufacturing jewelers. 
While there have been dull periods of a week or 


two since the first of the year, the aggregate 
volume of business done by most of the manu- 
facturers since Jan. 1 has been highly satisfac- 
tory. There is a spirit of optimism among 
manufacturers which seems contagious. There is 
a general feeling that business will be excep- 
tionally good next Fall and during the holidays. 
Retail jewelers also report conditions as being 
very satisfactory. 





Mr. and Mrs. Frederick C. J. Wiss spent 
the week-end at Atlantic City. 

The office of Local No. 2, International 
Jewelry Workers’ Union, has been moved 
from Mulberry St. to 54 Walnut St. 

The alumni and fraternity associations of 
the Newark Technical School was held at 
the Downtown Club. Mayor Gillen was one 
of the speakers. 

The annual convention of the Manu- 
facturers’ Association of New Jersey was 
held at Hotel Traymore, Atlantic City, on 
Friday and Saturday last. 

The Long & Koch Co., has rented the top 
floor at 126 South St., which was formerly 
occupied for a time by the New Jersey Op- 
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tical Co., to the Standard Electri 

Jem Donaly, Inc., has filed ince 
papers. The firm manufactures jewelry ai 
9 Orchard St. The authorized capital stock 
is $50,000. The incorporators are Maurice 
Hagerstrom and Vernon S. Champman of 
9 Orchard St., and James L. Donaly, of 137 
Court St. 


Philip Krimke, high potentate of Salaam 
Temple, Ancient Order of the Mystic 
Shrine, was one of the Victory Loan speak- 
ers when Salaam Temple conducted the 
Victory bond sale at Bamberger’s store. 

A considerable number of young men 
formerly connected with the jewelry trade 
in Newark have returned from the war, but 
business is so good that they seem to have 
filled but a small part of the need for skilled 
jewelry workers in the local factories, 

Incorporation papers have been filed for 
the United States Button Co. of 12 Long- 
worth St. The authorized agent is Isadore 
Zimmermann. The authorized capital stock 
is $40,000. The incorporators are Ralph R. 
Karmel, Harry J. Ghelimer and Henry 
Amster, all of New York. 


Many retail jewelers from Newark, Eliz- 
abeth, the Oranges and other nearby places 
are planning to attend the annual conven- 
tion of the New Jersey Retail Jewelers’ As- 
sociation next month. Early reports from 
the shore resort indicate that there will be 
a bigger rush to the shore the coming 
season than for several years past. 


Joseph Shaw, 19 years old, of 161 Essex 
Ave., Orange, was arrested by Police Lieu- 
tenant Bernard Heslin of West Orange, on 
the charge of breaking his parole from the 
reformatory at Rahway. Clothing and a 
grip said to be the property of Philip 
Krimke of 695 High St., this city, and al- 
leged to have been stolen from the Moun- 
tain Ridge Country Club, West Orange, on 
April 18, were found in Shaw’s room. Shaw 
was turned over to the Elizabeth authorities, 
where he is charged with breaking and 
entering and he will be prosecuted in West 
Orange later. He was sent to the Rahway 
reformatory 15 month ago on a charge of 
breaking and entering. 


The Eleder Hickok Co. is the name of a 
new concern that has been formed to con- 
tinue the business formerly conducted by 
the Eleder Co. A corporation has been 
formed for the manufacture of the highest 
type of sterling silver hollow-ware and the 
principal office will be at 23 Prospect Ave. 
The officers are C. W. Eleder, president; 
C. W. Hickok, secretary-treasurer, and J. 
W. Steiwald, vice-president. The corpora- 
tion has been formed under the New Jer- 
sey laws. Mr. Eleder, the president of the 
new concern, started his career in the 
jewelry business with Tiffany & Co., in the 
Forest Hill plant, where he learned his 
trade and then was with the Wm. B. Kerr 
Co. and later superintendent for Lebkeulder 
& Co., which concern was purchased and 
later run as the Eleder Co. Mr. Hickok, 
who is well known in the silver trade, was 
for a time with the Gorham Co. and for a 
long period of years has been associated 
with Graff-Washbourne & Dunn. Neat an- 
nouncements of the formation of the new 
concern have been sent out to the trade 
and many friends wish them success im 
their new venture. 
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Herman Vinick is drawn to serve on the 


jury. 

I. Alberts Sons were well represented at 
the wholesale convention in Atlantic City, 
Max, Samuel and Nathan all being in at- 
tendance. 

W. J. Dron, for years with the Baird- 
North Co., Providence, where he was in 
charge of the watch repairing department, 
has started in business for himself at 387 
Washington St. 

An exceptionally fine diamond and plat- 
inum bracelet has just been finished by 
Glaser Bros. The piece contains 350 clear 
stones and the design, their own, is a 
notable example of fine workmanship. 

J. M. Lansky & Co. has installed new 
machinery to cope with the increased vol- 
ume of work. Recently the company 
entered the wholesale business and the New 
England representative reports that he has 
met with notable success. 

The Boston Jewelers’ Club spring outing 
is planned for June 11. In accordance with 
a time-honored custom the rendezvous will 
be Pemberton Inn. An elaborate program 
is prepared by Albert R. Kerr and F. S. 
Sherry. The boat ride to and from the Inn 
is one of the main attractions. 

Charles G. Swenning of Smith-Patterson 
Co., has returned from Palm Beach and 
Hot Springs were he had been for the 
winter months with the Greenleaf & Crosby 
Co., by arrangement with Smith-Patterson 
Co. E. A. Gay was in New York last week 
on a short vacation. 

A. E. Clough of Somersworth, N. H., 
was in Boston last week purchasing goods 
for his store which he has just opened in 
that town. He recently was honorably dis- 
charged from army service. For several 
years he was with B. S. Dean of Greenfield 
and for a short while with Messrs. Tibbitts 
of Somersworth. 

“Father Time” as Atlas Skinner, a negro 
employe at City Hall who faithfully wound 
all the office clocks was known, has passed 
away. He was well known to the jewelry 
trade. His death occurred May 8 and he 
was in his 71st year. He was a slave in 
the old days and often related how he was 
bought and sold four times and how his 
mother also was sold into slavery. 

Elmer E. Knight, president, announces 
that the annual tournament of the New 
England Jewelers Golf Association will be 
held at the Race Brook Golf Club, New 
Haven, Conn., June 26-27. This time gold 
and silver medals, instead of cups, will be 
awarded the winners. The banquet will 
be at the Hotel Taft, to which all the 
jewelers in New Haven are invited as 
guests. Alfred Morell, president of the re- 
cently organized New York Jewelers’ Golf 
Association, and Harry M. Coxe have both 
applied for membership in the New Eng- 
land Association, but as the list is complete, 
they have been placed on the honorary roll. 
The two associations are planning a tour- 
nament in the near future either in New 
York or Boston. 

The pictures and reading matter con- 
nected with the silver plate presented to the 
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battleship Arkansas appearing in last 
week’s CrrcuLar recalls to F. S. Sherry, 
local manager of Joseph H. Fahys & Co., 
that in February, 1896, he secured for the 
Alvin Co., the order for similar plate for 
the battleship Brooklyn, the flagship of 
Admiral Schley in the Santiago engage- 
ment. The cost of the service was $11,000 
and it contained 345 pieces. Before the 
Brooklyn presentation the service was on 
exhibition in Brooklyn and before the Lad- 
ies Improvement Association. Exhaustive 
descriptions and pictures appeared in 80 
papers at the time. The Brooklyn took part 
in the Diamond Jubilee of Queen Victoria, 
and in the Santiago battle, the silver service 
was aboard and was removed to a strong 
room near the magazine for better protec- 
tion. 
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Frank B. Whalen, a retailer of Camden, 
is a member of the South Jersey Welcome 
Home Committee, which will receive the 
114th Infantry of the 29th Division, a part 
of which was the old 3rd National Guard 
Regiment of Camden. 

T. J. Lampert, who in pre-war days used 
to travel among the Philadelphia watch 
material houses as a representative of his 
father, M. J. Lampert, 130 Fulton St., New 
York, has returned from France, been dis- 
charged from the service and is soon ex- 
pected back on his old territory. 

Louis and Edward Sickels, of the firm 
of M. Sickels & Sons, 900 Chestnut St., 
attended the annual convention of the Na- 
tional Wholesale Jewelers’ Association at 
the Breakers, Atlantic City, on Thursday 
and Friday. Joseph B. Bechtel and his 
son, F. Clark Bechtel, of the firm of Jos- 
eph B. Bechtel & Co., 729 Sansom St., 
east of 8th St., also attended the con- 
vention. 

A show window in the retail jewelry 
store of John D. Enright, 3020 Kensington 
Ave., was smashed a few nights ago by a 
sneak thief, who stuck his hand through 
the hole and made off with several valuable 
diamonds. A piece of cloth was wrapped 
around the rock used to smash the win- 
dow, and it so deadened the sound that 
the robbery was not discovered until some 
time afterwards. 








Harrisburg, Pa. 





L. Kamsky, manufacturing jeweler, is on 
a business trip through the middle west. 

L. A. Faunce has announced the engage- 
ment of his daughter Sara to Charles 
Polleck of this city. 

Joseph Adel Stein, salesman for H. C. 
Claster, was among the Harrisburg boys 
who returned on the Liberator on Wednes- 
day evening. Mr. Stein was connected 
with Co. A 103 Supply Train. 

E. G. Hoover, jeweler, has been selected 
to represent the local jewelers in the Mer- 
chants’ Council. The council has com- 
pleted its organization. 

P. G. Diener has on display in his show 
windows a unique collection of war relics 
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including many pieces of German jewelry. 
The collection is owned by Capt. John 
Snyder, 1467 Market St. 

P. H. Caplan gave a dinner this week 
in the Penn-Harris Hotel to his employes 
in honor of Earnest Doepke. Mr. Doepke 
has just returned from active service in 
France, serving in an ambulance corps. 

C. Ross Boas is visiting J. T. Griffith in 
Baltimore. Mr. Griffith was formerly con- 
nected with Carter, Gough & Co., Mr. Boas 
has just received a letter from his son, Ross 
H. Boas, stating that his son has been cited 
for theCroix de Guerre. Captain Boas 
now has two citations, the Distinguished 
Service Cross and the Croix de Guerre. 











Leon Levi, 309 W. Lexington St., one 
of the most widely known retailers of this 
city, is spending some time at Atlantic City. 

Jacob Engel, of J. Engel & Co., Balti- 
more St. and Hopkins Pl., spent the week 
at Atlantic City, where he attended the 
annual convention of the National Whole- 
sale Jewelers’ Association. 

Among the out-of-town buyers who paid 
business calls at the house of J. Engel & 
Co., last week, were H. J. Fehl, Smith- 
burg, Md.; S. S. Kaufman, Fredericksburg, 
Va.; B. A. Spear, Phoebus, Va., and H. E. 
Brining, Hagerstown, Md. 

The window of the jewelry store of F. 
J. Euler, 401 N. Howard St., was broken 
on May 6 and jewelry valued at $25 stolen. 
The thief was frightened away before he 
had a chance to make a greater haul. This 
is the third time that Mr. Euler’s window 
has been broken within a year. 

R. Hillen Jenkins, 1327 Mount Royal 
Ave., formerly a member of the firm of 
Jenkins & Jenkins, who was shot by a 
negro hold-up man a week ago when he 
refused to hand over his wallet, is reported 
much improved. Mr. Jenkins was able to 
leave the hospital today and is now re- 
cuperating at his home. 

Wholesale and retail jewelers gave every 
aid in making the Victory Loan campaign 
a success in this city. The jewelers were 
among the first business men of this city 
to respond and their general work has been 
appreciated by the local Liberty Loan Com- 
mittee. Many jewelers aided the commit- 
tee by doing yeoman work in obtaining sub- 
scriptions after having gone the limit them- 
selves. 

One of the finest displays of German hel- 
mets seen in this city is now on show in 
the window of the Hennegan-Bates Co., 7 
E. Baltimore St. The helmets were 
brought to this city by Lieut-Col. Robert 
J. Gill, commander of the famous 117th 
Trench Mortar Battery, a unit of Balti- 
more boys in the Rainbow Division. The 
helmets include the headdress used by offi- 
cers of the foremost of the Imperial Ger- 
man regiments, including the famous 
Death’s Head Hussars, the select Prussian 
Guards and other crack regiments. 








F. E. Pritle & Co., Anthony, Kans., has 
been succeeded by Harry Wood. 
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The Six Position Adjustments 
of the 


SANGAMO SPECIAL 
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BUNN SPECIAL 


movements are the out- 
standing features in the 
sales talks over a con- 
tinually increasing num- 
ber of successful watch 
counters. | 

Their explanation adds 
tothesalesman’s prestige, 
arouses the customer’s 
interest and carries to all 
a conviction of superior 
quality and accuracy. 

Avail yourself of these 
strong watch selling 
features. 


Illinois Watch Company 


‘Springfield 
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Chicago Notes. 


c. A. Gossard, Washington Court House, 
0,, was a visitor in Chicago last week. 

E. L. Stone, credit man for May & 
Malone, is spending a few weeks at West 
Baden. 

Julius Armbruster, of the Illinois 
Watch Case Co., recently paid a visit to 
the city. 

Joe Goldstone, of the Blauer-Goldstone 
Co., left Saturday for a short business trip 
to New York. 

Mike Atz; of Atz Bros., attended the 
convention of Michigan jewelers at Battle 
Creek last week. 

George Gubbins left early last week for 
a trip through Nebraska and Iowa for the 
Illinois Watch Case Co. 

Sidney L. Bauman is making a trip 
through the southern States and expects to 
be gone about a month. 

Frank Newberger, representing Chas. 
Keller & Co., was at the Palmer House last 
week displaying his line. 

“Joe” M. Ritter, representing Wechsler 
Bros., New York, left Sunday for a trip to 
Minneapolis and the northwest. 

O. G. Wiseman, buyer for the Plumb 
Jewelry store, Des Moines, Ia., spent sev- 
eral days in the Chicago market last week. 

R. M. Nevins, formerly with H. Paulsen 
& Co,, left last week to make his initial trip 
through Michigan for the Hart Jewelry Co. 

E. A. Adler has returned to the Chicago 
office after a visit of several weeks to the 
home office of the Bonner Mfg. Co. in New 
York. 

Fred M. Kline, who represents juergens 
& Andersen Co., returned last Friday and 
reports business conditions the best he ever 
knew. 

Louis Bruns, of H. Z. & H. Oppenheimer, 
New York, left last week for New York to 
visit the home office and get a new supply of 
diamonds. 

“Jake” Bernstein, jobber at St. Paul, 
Minn., visited in Chicago last week as he 
returned home from a vacation spent at 

‘West Baden. 

F. L. Presbrey, representing the Bassett 
Jewelry Co., with headquarters in San 
Francisco, spent a few days at the Chicago 
office last week. 

Carl P. Kionka left Sunday for a two 
weeks’ business trip through Michigan and 
Ohio. He was accompanied as far as De- 
troit by Mrs. Kionka. 

H. H. Adams, western manager for the 
Gorham Co., spent a few days in Chicago 


last week, returning to San Francisco from 
a visit to New York. 

Emil Braude & Bro., was one of the first 
houses in the jewelry trade in which every 
employe purchased a Victory Bond, making 
the firm 100 per cent. 

Clarence J. Rohr, of the Basset Jewelry 
Co., and formerly manager here, but now 
at the factory, is spending a few weeks here 
accompanied by his family. 

Morrison & Co., for many years located at 
210 W. Madison St., have moved to the 
building at 21-23 S. Wabash Ave., and oc- 
cupies the entire fourth floor. 

Jacob C. Feige, San Francisco, spent a 
few days in Chicago last week enroute to 
New York. He expected to attend the con- 
vention of wholesalers at Atlantic City. 

Bob Bowles, Chicago manager for the 
Oneida Community, Ltd., has returned from 
a trip to the factory, accompanied by his 
family who will make this their home in 
the future. 

H. Schwartz, diamond broker, left last 
week for New York to spend a few weeks. 
M. Schwartz and Mr. Ross, salesmen for 
the company, have just returned from trips 
over their territory. 

G. A. Jewett, representing Hamilton & 
Hamilton, Jr., left last week for a. western 
trip for the company. H. Rosenshield, for 
the same company, is now on his trip 
through the northwest. 

H. M. Teeple, importer of watches, with 
offices in the Heyworth building, left last 
week for New York. From there he will 
sail on the 15th for a business trip to Lon- 
don, Paris and Geneva. 

Richard P: Meade, son of M. A. Meade, 
who has been with the army of occupation 
in Germany in the remount service, has re- 
ceived his discharge and returned to his 
home here with the rank of major. 

Max Cohn, son of Albert Cohn, manu- 
facturer’s agent, who has been traveling for 
his father since leaving the Navy, returned 
last week from a three weeks’ trip west and 
left this week for Detroit and Ohio. 

Mr. Mather and “Billy” Lamb, of Geo. H. 
Fuller & Son Co., have returned from a 
trip to the factory, and Otto C. Hanish and 
Arthur Lindquist, of the same company, 
left last week for an eastern trip including 
a visit to the factory. 

A. W. Anderson, Neenah, Wisc., secre- 
tary of the American National Retail Jewel- 
ers’ Association, was in Chicago last week 
making arrangements with the Hotel Sher- 
man for the annual meeting to be held here 
the last week of August. 


Fred G. Thearle,.of the C. H. Knights- 
Thearle Co., who made a special business 
trip through Illinois last week, says he 
never saw conditions as good as now and 
the prospects for continued good business in 
the jewelry trade are very promising. 

The old familiar clock that stood for so 
many, years at the corner of State and 
Washington Sts., in front of the Hyman & 
Co.’s store, was removed last week. Mr. 
Hyman will store the clock until the com- 
pany decides on a permanent location. 

Holsman & Co., jobbers at 179 W. Mad- 
ison St., have taken a lease on the entire 
second floor of 210-12-14 W. Madison St., 
which is now being decorated and fitted up. 
The new space gives them over 8,000 square 
feet of floor space and will be ready by 
June 1. 


The Juergens & Andersen Co. closed a 


contract lease by which the concern adds — 


almost the entire fourth floor of the 
Stewart building to its present space. The 
third floor which they now occupy will be 
nearly all arranged for offices and buying 
and selling rooms with the factory on the 
fourth floor. 

Chas. T. Gustafson, of the C. H. Knights- 
Thearle Co., Peter T. White, of Otto Young 
& Co., B. C. Allen, of Benj. Allen & Co., 
and S. Y. Ball, of Norris, Alister-Ball Co., 
attended the national meeting of jewelry 
jobbers at Atlantic City, last week and all 
expected to visit New York and other cities 
before returning. 

W. M. Lewis, of the C. B. Norton Jewelry 
Co., Kansas City, spent a day in Chicago re- 
cently visiting friends and called at the of- 
fice of THE JEWELERS’ CircuLar. Mr. Lewis 
was on his way to attend the meeting of 
wholesale jewelers at Atlantic City. After 
the convention he will spend some time in 
New York and other eastern cities. 

Plans have been completed for the re- 
modeling of the Stein & Ellbogen Co. offices 
in the Columbus Memorial building and 
workmen began tearing out walls last week. 
The rooms formerly occupied by the West- 
ern Watch Case Co., will be added to the 
space. With new fixtures and an entire re- 
arrangement of the store this company 
expects to have one of the most convenient 
and handsome places of business in Chi- 
cago. 

C. D. Peacock, Inc., at the corner of 
Adams and State Sts., had a Victory 
Loan window which attracted a great 
deal of attention last week. The corner 
was the headquarters of a Victory Loan 
booth, presided over by young society 
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women, and thousands of dollars worth 
of bonds were sold. 

M. J. Kalin, who was formerly employed 
in this city, has started in business for 
himself as a watchmaker for the trade at 
708 Security building, Milwaukee, Wis. 

The Metal Specialty Mfg. Co., maker 
of chains, was robbed by three men last 
week, The men arrived in an automobile 


bearing an lowa license number, and’ 


after binding and gagging five men in 
the place, blew the safe. They obtained 
nothing, however, as all the money had 
been banked the previous afternoon. 

Checks for a 40 per cent. composition 
settlement were sent out last week by 
F. M. Hickok, trustee in the case of 
Meyer Hurwitz, of East St. Louis, Mo. 
The creditors were well pleased to re- 
ceive so much, as the concern was in 
bankruptcy when the settlement was 
reached. Much of the indebtedness was 
in Chicago. 

August Johnson, of August Johnson & 
Co., fountain pen manufacturers, 36 W. 
Randolph St., who has been seriously ill 
since March 31 with heart trouble, is now 
convalescent and expects to get back to 
business some time this or next week. The 
part of the factory conducted by Mr. John- 
son has been closed up owing to his ill- 
ness. He expects to be able to resume 
work shortly and attend to the demands 
of his customers. 

Every retail store in the city which is 
a member of any organization will be- 
come a member of one great central or- 
ganization before the end of the year, by 
a plan launched last week by the Chicago 
Retailers’ Association. Heretofore the 
association has been a rather exclusive 
one. The common problems of Chicago 
retailers, large and small, have made nec- 
essary a big and solid orgnization by 
means of which the retailers can act as 
aunit. S. T. A. Loftis, the well-known 
Chicago jeweler, has been appointed a 
member of the board of trustees which 
will develop the plan. The announce- 
ment was made last week at the an- 
nual dinner at Kuntz-Remmler’s  Res- 
taurant, at which Z. Z. Jackson was 
elected president. The first move in the 
campaign was the appointment of a 
political actions committee, whereby the 
retailers may deal with the City Council, 
the State Legislature, and, if need be. 
Congress. In addition to enlarging the 
membership it is planned to start a live 
campaign to boost Chicago’s stores and 
merchants. The association will work in 
co-operation with the Chamber of Com- 
merce, Illinois Manufacturers’ Associa- 
tion, and all other business and civic or- 
ganizations whose common purpose it is 
to make Chicago greater. 








A railroad call boy recently stepped into 
the doorway at the store of E. E. Mason, 
Valley Junction, Ia. As he noticed that 
the time was 3.45 a. M. he also realized 
there were two holes in the window. He 
went across the street to tell the night po- 
lieman, who found the window had been 
broken with a piece of brick and informed 
the proprietor. Jewelry valued at $100 was 
lost, but the thief overlooked several cameo 
brooches’ and other expensive articles. 
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C. S. Erber, president of the Erber- 
Crompton Mfg. Co., is on a business trip 
through Illinois. 


S. J. Arnold, of the Gutfreund-Arnold 
Jewelry Mfg. Co., has returned from a trip 
through Illinois. 

L. ). Vogt, of the Hess & Culbertson 
Jewelry Co., left Wednesday for New 
York on a buying trip. 

B. Gauen, of the Hess & Culbertson 
Jewelry Co., has recovered from an attack 
of apoplexy, with which he was stricken 
several weeks ago, and has returned to 
work, 

C. ). Horchert, watchmaker of the Mer- 
rick-Aehle-Hutchinson Jewelry Co., twisted 
his ankle by a misstep at the store a few 
days ago, and broke a bone. He was taken 
to his home. 

Milton Lowenstein, secretary of the R. 
Lowenstein Jewelry Co., and his bride, 
have returned from their honeymoon trip 
to Excelsior Springs, Mo., and are living 
at the Westmoreland Hotel. 

Paul Becherer, who was recently dis- 
charged from the army, has decided to go 
into business on W. Main St., Belleville, 
Tll., in the same locality in which he con- 
ducted a business before going into the 
service. 

The following out-of-town jewelers were 
in St. Louis during the past week: George 
Kelly, Carrollton, Mo.; George Tetley, of 
the Robert Tetley Jewelry Co., Farmington, 
Mo.; M. Roberts, Mt. Olive, Ill.; J. H. 
Keadle, Warrenton, Mo, 

Jewelers report a noticeable increase in 
the demand for decorated wedding rings. 
During the past two years the demand for 
these has gradually grown until now, in 
the downtown stores, almost as many of 
them are sold as of the plain variety. 

Otto H. Kortkamp, Jr., son of Otto H. 
Kortkamp, Sr., has been taken into the 
EK. H. Kortkamp Jewelry Co., and has been 
elected vice-president and general mana- 
ger. Mr. Kortkamp, Sr., is president, and 
G. H. Kohnert, secretary and treasurer. 
The young man has grown up in the busi- 
ness. 

Aubrey C. Lindsley is again buyer for 
the J. Bolland Jewelry Co., and will do the 
buying not only for that firm, but for the 
Merrick-Aehle-Hutchinson store at 10th 
and Locust Sts., recently taken over by the 
Bolland firm. The 10th St. store is under 
the management of John B. Bolland, vice- 
president of the Bolland Co. 

F. W. Hoyt, president of the Hoyt 
Jewelry Co., was laid up at his home for 
a week by an injury to his foot, inflicted 
by a careless fellow passenger on a street 
car who dropped a heavy parcel on it. 
C. M. Fairley, of the Hoyt firm, has started 
on an extended trip through Arkansas, 
Oklahoma and Texas. H. W. Kellersman 
has started on a trip through Kansas and 
Nebraska. 

Information has reached here of the 
death in Florida of Claude Range, formerly 
of the jewelry firm of Range & Pennell, 
Trenton, Mo. He withdrew from active 
connection with the firm two or_ three 
years ago, although retaining an interest, 
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and went to Florida to live. He was well 
known throughout Missouri, having been 
an officer and an active worker of the 
Missouri Retail Jewelers’ Association. 

The Hess & Culbertson jewelry Co. is 
celebrating its 36th anniversary with spe; 
cial displays of diamond jewelry, silver- 
ware, etc. George J. Hess, president of 
the company, returnéd Wednesday from 
California, where he and. Mrs. Hess had 
been spending several weeks. Their stay 
in the west was shortened by the critical 
illness of S. D. Culbertson. Linn Culbert- 
son, who served a year in the headquarters 
company of the 138th (St. Louis) regi- 
ment, reached home a few days ago from 
France. 











Lee Loeb took his wife with him on his 
last trip, making it a combined pleasure and 
business tour. Clarence Loeb is in Indiana. 


Sol Wetzstein returned home May 8 
from a southern trip, and John Gerwe, of 
the same firm, Frohman & Co., left May 5 
for a trip through Kentucky. 

Mr. and Mrs, G. M. Brehm, after spend- 
ing several days in New York, where Mr. 
Brehm bought extensively, have gone to 
Atlantic City for a short stay. 

The May meeting of the Wholesale 
Jewelers & Manufacturers’ Association will 
be held Thursday, May 15. Plans for the 
annual outing will be reported by the out- 
ing committee. 


Lawrence Fledderman, the last of Rich- 


ter & Phillips staff to leave the military 
service, has returned home and resumed 
his position with the firm, where he has 
charge of the stock room. 

The Miller Jewelry Co. employes cele- 
brated their annual outing at the farm of 
one of the workers in the factory, William 
Burnes, who lives near Mt. Washington, O. 
The occasion was made a memorial one to 
Mr. and Mrs. Burnes because it was their 
22nd wedding anniversary and the workers 
presented them with a handsome silver 
vase. Among those present were Harry 
Kramer, Mike Schreck, Anthony Schroeter, 
Leonard Kreuter, Robert Osgood, Frank 
Orblerding and Thomas Ryan. 

Employes of the Hahn-Jacobsen Co. are 
rejoicing because of a recent luncheon, 
when the firm distributed profit-sharing 
checks among all the workers. The 
luncheon was given at the Business Men’s 
Club. As the firm had just finished one of 
the most prosperous years in its history, 
the checks, which represented 20 per cent. 
of the employes’ salary, were bountiful. 
Remarks were made by Mr. Hahn and Mr. 
Jacobsen for the firm and by Mr. Leven- 
dorf and Mr. Kendall for the workers. 

Visiting jewelers who have registered at 
wholesale houses during the week were 
numerous. The list includes the follow- 
ing: W. W. Roberts, Nicholasville, Ky.; 
Frank Haep, Jacksonville, Fla.; Mr. Cas- 
pary, Augusta, Ga.; I.. Tamer, Millersboro, 


Ky.; Ed. H. Kahn, Somerset, Ky.; H. G.' 
Roberts, Springfield, O.; J. Nobil, Akron, 


O.; M. Zoob, Akron; W. O. Wieland, 
Greenville, O.; H. Hillings, Louisville, Ky.; 
D. L. Patterson, Huntington, W. Va.; John 
Ballman, Detroit, Mich. 

















Mr. Eberhart, a retail jeweler of South 
Chicago, is visiting here. 

The “Jewel Box” is preparing to move 
from 432a S. Spring St. to 362 S. Broad- 
way. 

Mrs. Mabel Paddock has taken a posi- 
tion as saleswoman with I. Shepard, 530 
S. Broadway. 

George F. Miller, Coast representative 
of the Gorham Co., left here a few days 
ago for New York. 

Charles Stift, Little Rock, Ark., accom- 
panied by Mrs. Stift, is spending some time 
visiting in southern California. 

William S. Fulton, San Francisco, repre- 
senting eastern manufacturers, is here for 
a short visit. Mrs. Fulton came with him. 

Mrs. E. C. Fleming, formerly in busi- 
ness at 322 W. 6th St., has opened a new 
jewelry shop in room 334, Laughlin build- 
ing. 

Wm. T. Burkhardt, diamond broker, 506 
Title Guarantee building, took a day off 
last week and attended a big barbecue in 
San Fernando. 

All the traveling salesmen of the jewelry 
department of the E. W. Reynolds Co. are 
at home. All have been exceptionally suc- 
cessful on their latest trips. 

A small fire in the basement of the store 
of Feagans & Co. did little damage, but 
some excitement was caused in the Alex- 
andria Hotel by the smoke that arose from 
it. 

Nathan Packouz, who came here some 
time ago from Portland, Ore., but has been 
with Herman Siegel and Gubin, has opened 
a store on his own account at 443 S. Spring 
St. 

Herbert L. Gruber, Newton Moore, and 
Wm. Woolard went to Santa Barbara re- 
cently to attend the initiation of a large 
number of candidates into the Mystic 
Shrine. 

Edward Peterson, 817%4 E. 3rd St., has 
just installed an electric street clock at the 
side of the entrance to his store. The 
clock is one which he reconstructed for the 
purpose. . 

Lonnie G. Feagans, of Feagans & Co., 
now chairman of the committee of whole- 
sale and retail jewelers on the Victory 
Loan campaign and devoted nearly all his 
time to that work. 

Harry Wiesenderfer has been added to 
the sales force of the Jos. R. Brilliant Co. 
He will look after the field in and near 
Los Angeles. Mr. Wiesenderfer came here 
from New York City. 

The E. Bastheim Co., I. Behrstock Co., 
and Paul D. Walsh Co., wholesalers, have 
decided to close their places of business at 
12.30 Pp. M. on Saturdays from May 2 to 
Sept. 27, both inclusive. 

Herbert Brandt, formerly with the E. 
Bastheim Co., who has been in over seas 
service for over a year, has returned with 
the 347th Field Artillery to San Francisco, 
and is expected home soon. 

Word has been received here that Charles 
L. Schwenk, formerly secretary and man- 
ager of the H. F. Wallace Co., has arrived 
in New York from France, where he has 
been serving in Uncle Sam’s army. 
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H. F. Bloedel, formerly with S. Nord- 
linger & Sons, who has been away from 
Los Angeles for some time, has returned 
and taken a position as watchmaker with 

Wm. M. Kinney, 615 S. Broadway. 

Geo. A. Brock, president of the American 
National Retail Jewelers Association, is 
home from his eastern trip. He is gratified 
at the progress he found the association 
is making in the sections he visited. 

Irvin Snyder has returned from military 
service and has taken a position with the 
Pearlin Jewelry Co. in the store at 326 W. 
7th St. Before entering the service he was 
with Samuel Friedman on S. Broadway. 

J. G. Donavan, of the Donavan & Sea- 
mans Co., has just received the gratifying 
news that Emil Shostrom, a former sales- 
man with this concern, has arrived in this 
country from France and is now at Camp 
Upton. 

M. C. Tieck has opened a new jewelry 
store at 910 State St. Santa Barbara. A. 
H. Smith, formerly with F. A. Conant, 
is another jeweler who has started for 
himself in Santa Barbara. He is located 
at 1021%% State St. 

Ray Vercler, 522 Bumiller building, after 
returning from an extended and successful 
business trip through the north, has gone 
to Little Bear Lake, in the San Bernardino 
Mountains, about 80 miles from Los Ange- 
les, on a fishing trip. 

E. A. Baranger, manufacturers’ agent 
for several lines, has started on an ex- 
tended tour through the west and middle 
west, intending to visit all the larger cities, 
and may go as far as New York. He will 
be gone about six weeks. 

J. P. Tait, 329 W. 7th St. took a few 
days off at the opening of the trout season, 
the first of May, and went out among 
the mountains fishing. He was accom- 
panied by Fred Brown, of Fuller & Brown, 
optometrists in the same store. 

Paul D. Walsh, wholesaler, is home from 
a very satisfactory business trip. He, went 
as far as San Francisco. Mr. Bartling and 
Mr. Driver, of the Walsh Co., will start 
out for business soon, one going in one 
direction and the other in another. 

The assignee of the Emma C. Fleming 
stock, 322 W. 6th St., is closing it out at 
auction, preparatory to vacating the store 
for Mr. Vanderberg, who is to take pos- 
session the middle of May. Jas. E. Price 
and Thos. B. Clark are the auctioneers. 

E. B. Dukeman, jeweler and diamond 
merchant, with offices in the O. T. John- 
son Building, has started for the east, to 
go probably as far as Boston. He will 
also visit his old home in Pennsylvania 
and expects to be away about six weeks. 

E. V. Saunders, western manager for the 
International Silver Co., with offices in San 
Francisco, has been spending a few days 
here on business. Mr. Slaudt of the Los 
Angeles office, who has been having a very 
successful business trip east, is expected 
home soon. 

I. Bezayiff, 101 W. 7th St., left his store 
closed, but unlocked, for a short time a 
few days ago while he went to a nearby 
wholesale house. When he returned he dis- 
covered that four watches left with him 
to be repaired were gone. Nothing else 
had been disturbed. 

Ira W. Smith, manufacturers’ represen- 
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—- with offices in the Broadway Central 
uilding, started May 1 on a trip which 
will include all the jobbing centers of the 
west as far as and including Denver ex. 
pecting to be gone a month. He reports 
his business better than ever before. 

A dispatch from San Diego recently an. 
nounced the arrival there of a steamer with 
a large consignment of abalone shells to 
be forwarded to Los Angeles, where they 
they are to be cut, polished and converted 
into jewelry and curios and then sent to 
Japan. 

The Meyer & Talbot Co. the E, w 
Reynolds Co. and the Jos. R. Brilliant Co, 
wholesalers, will close at 12:30 p. wy. pee 
Saturdays during June, July and August. 
The E. Bastheim Co., Paul D. Walsh Co, 
and the I. Behrstock Co. will close at the 
same time during May, June, July and 
August. 

C. F. Sischo & Sons is the title of a 
new firm just starting here to carry jewel- 
ers’ tools and materials. The members of 
the firm come from St. Paul, Minn., where 
Mr. Sischo senior was a member of the 
firm of Sischo & Beard. The new firm 
will occupy rooms in the Title Guarantee 
building. 

Wm. Mark, 330 W. 4th St., has discon- 
tinued his auction and is closing out the 
remainder of his jewelry stock and fix- 
tures at private sale preparatory to open- 
ing exclusive optical rooms. He will put 
in new optical equipment and has already 
bought a considerable additional stock of 
optical goods. 

Harry Treister, formerly manager of D. 
Miller’s store at 250 S. Broadway, but 
recently with the E. Bastheim Co., has 
bought the stock and good will of the 
Pearlin Jewelry Co.’s store at 338 S. 
Broadway. Mr. Treister is a licensed op- 
tometrist and will do an optical as well as 
a jewelry business. 

R. L. Plamondon, who came here from 
El Paso, Tex., has opened and is conduct- 
ing a watchmaking and jewelry business 
at 416 Metropolitan building. The location 
is a convenient one, being near the business 
center of the city, directly above the E. W. 
Reynolds Co. and on the same floor with 
the Paul D. Walsh Co. 

Some little talk has been heard here 
about the adoption by the principal retail 
dry goods and other mercantile houses of 
the principal retail dry goods and other 
mercantile houses of the plan of closing 
all day on Saturdays during the Summer 
months, a plan that, needless to say, would 
be very gratifying to the employes. 

G. G. Voege, vice president of the G. D. 
Davidson Co., is home after an enjoyable 
motor trip by way of Bakersfield as far 
north as Sacramento. He was accompanied 
by his wife and combined business and 
pleasure, though the trip was primarily a 
business one to visit some of the local 
watch inspectors employed by his company. 

Among the out-of-town jewelers who 
have been here recently are Leo M. Schil- 
ler, San Diego; M. C. Tieck, Santa Bar- 
bara; G. B. Witman, Pomona; A. L. Palis, 
Upland; J. H. Padgham, Santa Ana; J. H. 
Woolard, Whittier ; Walter Lawrence, Bur- 
bank; H. Hartman, Van Nuys, and Mr. 
Rasmussen of the Bartlett Co., Ventura. 

A. H. Bullion, San Francisco, representa- 
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tive of several factories, is here on a busi- 
ness trip and expects to remain about two 
weeks. He has -engaged the services of 
H. D. Mix, recently with the Joseph R. 
Brilliant Co., to act as salesman for him 
throughout southern California. Mr. Mix 
will have his headquarters in Los Angeles. 

_W. A. Kortenhaus, who was manager 
of the Pearlin Jewelry Co. store at 338 S. 
Broadway, recently bought by I. Harry 
Treister, will remain with Mr. Treister as 
salesman. Mr. Treister is a licensed optom- 
etrist and will devote himself especially 
to optical work. He is fitting up a room in 
the rear of the store for this professional 
work. 

There are an unusual number of travel- 
ing salesmen in Los Angeles at present. 
Among them are Geo. Southwick, repre- 
senting the Walter E. Haywood Co., At- 
tleboro; Lewis Finch, representing the 
Shiman-Miller Mfg. Co., New York; Bert 
Murphy of the Ballou Mfg. Co., Attleboro; 
and Milton Sunfelder of the D. F. Briggs 
Co., Attleboro. 


George L. Blakeslee, who was one of the 
pioneer jewelers of southern Nevada, but 
who has been here for about 10 years, has, 
after a brief visit to his old locality, de- 
cided to return there. He has left here 
and will open a new store in Tonopah, 
Nev., where he had retained property in- 
terests. New and rich strikes of silver 
near Tonopah have set business booming 
there and Mr. Blakeslee thinks the outlook 
is better than ever before. 

Wm. Reynolds, formerly in the material 
department of the E. W. Reynolds Co., 
who has just returned from France, was 
in Los Angeles a short time a few days 
ago while en route to Camp Kearney, near 
San Diego, where he was to be mustered 
_out of the service. Wayne Shook, for- 
merly in the optical department of the 
same company and later with the South- 
west Optical Co., has also returned from 
France, after an absence of about two 
‘years, and has gone to Camp Kearney. 

Following are the names of some of the 
out of town jewelers who have been here 
recently: J. H. Blanchard, Ocean Park; 
R. B. Wilson, San Bernardino; A. Young, 
El Monte; Mrs. Geo. L. Dietrich, Fuller- 
ton; D. Van Wart, Huntington Park; W. 
E. Lawrence, Burbank; S. B. Clem, Re- 
dondo; Mr. and Mrs. C. E. Perham, R. F. 
Winslow, San Pedro; D. H. Yerian, Tor- 
rence; Mrs. Joseph Hummel, Oxnard; W. 
D. Smith, Hollywood; G. B. Witman, Po- 
mona; H. E. Wellman, Alhambra; J. H. 
Padgham, Santa Ana; Fred Freiberg, 
Sierra Madre; C. W. Middleton, Pomona. 

Hoyt Brown, who has been manager of 
the material department of the Meyer & 
Talbot Co., and Andy Armer, formerly of 
Armer & Weinshenk, San Francisco, have 
bought the material, clock and flat silver- 
ware departments of the Meyer & Talbot 
Co., and will open a new wholesale house, 
probably in the Title Guarantee building, 
though the location has not been definitely 
determined upon as this is written. The 
Meyer & Talbot Co., which recently opened 
an exclusive diamond department with D. 
Miller, well known local diamond broker, 
in charge, will confine itself to the handling 
of diamonds and jewelry. 
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TRADE CONDITIONS. 

Both the wholesale and retail jewelers of Evans- 
ville say that their trade for April and May is 
much better than it was for the two correspond- 
ing months of last year and that they expect the 
trade to cofitinue active all of the present year. 
There are a large number of wedding in the tri- 
State territory scheduled for the month of June 
and local retail jewelers expect to do a nice busi- 
ness in wedding gifts. School commencements in 
this section also will stimulate the trade to some 
extent. General trade conditions are good and are 
steadily improving. There is a feeling that the 
country is headed for a great era of prosperity. 
Collections are good and banks have much money 
that is being loaned at a reasonable rate of in- 
terest. Jewelers say that they are well pleased 
at the trade outlook. 


T. C. Basye, Rockport, Ind., was a recent 
business visitor in Evansville and reports 
trade in his community coming along all 
right. 

Major Wallace C. Dyer, of the United 
States Medical Reserve Corps, who former- 
ly was engaged in the optical business in 
Evansville, is expecting to get his release 
from the service soon. He is now stationed 
at Camp Mills, N. Y., and his wife is with 
him. 

Ludwic Scholen, brother-in-law of Moses 
Gans, of the I. Gans Co., wholesale jewel- 
ers, of 24 Upper lst St., has arrived in 
New York from overseas and is expected 
home within a short time. He was with 
the United States Infantry in France for 
several months and had an interesting ex- 
perience. 

Carl Stocking, a retail jeweler on Divi- 
sion St., this city, was at Rockport, Ind., 
a few days ago as the guest of his brother, 
John Stocking, who operates a large pearl 
button factory at that place. The button 
factories in this section are expecting a 
big season and will have plenty of shells as 
soon as the mussel camps along the lower 
Ohio, Wabash and White Rivers begin 
operating. 

Chris Hewig, traveling salesman for A. 
Bitterman and Son, 204 Main St., who is 
traveling through the Southern States in 
the interest of his firm, has enjoyed a fine 
trade since the first of the year and he 
has written friends here to the effect that 
the present year will show a big increase 
in business over that of last year. The 
South is booming and business in all lines 
in that section seems to be opening up. 

Charles F. Artes, of the Charles F. Artes 
(Inc.), of 327 Main St., who is one of the 
best known baseball fans in the city, has 
offered the player on the Evansville base- 
ball team of the Three “I” League driving 
in the most home runs on the home 
grounds up to Aug. 15 his choice of a 
Howard watch, diamond sleev links or a 
diamond scarf pin, or any other piece of 
jewelry in his store whose value does not 
exceed $50. 

Henry W. Wilson, a member of the city 
council at Linton, Ind., who also is en- 
gaged in the retail jewelry business, will 
have spent a quarter of a century in one 
window if he continues in business until 
July 9. Mr. Wilson opened a tool box 
and went to work tinkering with watches 
and clocks in the front window of Henry 
J. Haseman’s drug store at Linton, July 
9, 1894. He is still tinkering, putting in 
mainsprings and otherwise performing sur- 
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gical operations on afflicted and decrepit 
timepieces at the same stand. Mr. Wilson 
still is in the prime of life and says he 
would not feel like following any other line 
of business. 








L. Bowman will leave this week to cover 
Indiana and Illinois territory for the I. 
Grohs Jewelry Co. 

Louis Grohs, who was formerly connect- 
ed with I. Grohs Jewelry Co. here, now 
has charge of the jewelry department of 


De Lovenman Co., at Chattanooga, 
Tenn. 

L. M. Beck, who has been in the jewelry 
business in Fort Wayne, Ind., since 1897, 
has retired. Leon C. Beck, his son, who 
has been associated in the business for the 
last 10 years, will carry on the business and 
it is his intention to add to it and to in- 
crease the stock to double its present size. 
The firm name in the future will be Leon 
C. Beck. 

A new member was added to the retail 
jewelry trade when the Rite’s Jewelry 
Shop, 43 S. Illoinois St. was formally 
opened on May 3. About 10 years ago 
a clothing shop was opened by Mr. Rite, 
and a few years later Rite’s Women’s Shop 
came into existence. The new member of 
the Rite family will be under the same 
ownership and operated on the same suc- 
cessful principles as the other stores. The 
slogan of the new store is “The Shop of a 
Thousand Gifts.” Albert Frankel will be 
the manager. 

With the exception of a fair mail order 
business, and a strong local demand for 
fancy beaded goods, the bulk of the regu- 
lar business during the past week was, in a 
great measure, overshadowed by the prep- 
aration for the Welcome Home celebration 
which Indianapolis tendered the Hoosier 
contingent of the Rainbow Division, and 
to her purely local unit, Base Hospital No. 
32. All the jewelry stores of the city, to- 
gether with the other business houses, 
closed their doors on May 7, and helped 
Indianapolis make the celebration one 
which will leave a lasting impression on 
her returning heroes. With the festivities 
over, the trade is settling down to normal, 
and is making preparations to supply the 
always large demand for graduation and 
June wedding presents. Among the out- 
of-town jewelers here to extend the “glad 
hand” on the big occasion of the home- 
coming were: Harry Major, Shelbyville; 
George Mosiman, Bluffton; A. B. Long, 
New Richmond; J. E. Haddon, Dana; J. C. 
Dunlap, Elwood; E. W. DeLawter, An- 
derson; O. C. DeSelms, Attica, and W. 
W. Dale of Martinsville. One of the hap- 
piest jewelers in the city on the occasion 
of the homecoming was J. E. Evard, whose 
son, George E. Evard, returned after an 
absence of five years. Young Evard was 
in business in San Francisco, Cal., and en- 
listed from there in May, 1918, and was 
sent overseas with the 316th Engineers. 
He saw active service in the regions of 
the Meuse; around Ypres, and in the Ar- 
gonne Forest. 
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A Distinctive Watch of 
Moderate Price 


The Biltmore is distinctly a style 
watch. It is not commonplace in any 
part or feature. 

Yet it retails for $31.75 complete in 
handsome velvet lined box with selling 
price card and costs the jeweler but 
$39.50 list, subject to Jewelers’ Circular 
Key. 

Its style appeal coupled with its very 
satisfactory timekeeping service has 
made it a remarkable seller. 

Narrow Bezel; unique bow and pen- 
dant; knurled edge with flat center; 
moon hands and distinctive dial num- 
erals of exclusive pattern. Movement 
is our 17 jewel grade 411, Extra-Thin 
Chesterfield too well know to the trade 
to require further description. 

A limited number of these watches 
now ready for prompt shipment. Order 
early. 


SoutH BEND WatcH COMPANY 
SoutH BEnp, INDIANA. 


For Years, Makers of Standard Railroad Watches 
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That this department shall prove mutually bene- 
ficial to our readers, it is desirable that the mem- 
bers of the trade generally communicate with Tue 


JEWELERS’ Circular regarding any advantageous 
device or plan which they are utilizing in con- 











nection with their business. 














The Value of Woman’s Trade and 
| a Way to Get It 


Written Expressly for The Jewelers’ Circular by A. Edelstein. 




















DO not know how many jewelers ever 
think of the percentage of women cus- 
tomers who come in their store or the rel- 
ative value of the woman versus the man 
customer. 

When I started in business I immedi- 
ately began to keep a strict account of the 
exact amount of merchandise carried and 
sold in each of the various departments in 
the store, such as cut glass, silver, jewelry, 
etc.; also the exact percentage of male and 
female, colored and white, foreign and 
American customers. 

How many have even thought of the 
value of keeping a record that will show 
just this? I do not know of any one thing 
that I have done in my store that helped 
to greatly increase my business than such 
a classification of my customers. 

My first year in business showed the fol- 
lowing clientele: 


( White American born... 25% 
Women, 15% 40% Foreign born..... 75% 
: ) Colored 
L 60% 
White American born... 60% 
80% Foreign born..... 40% 
Men, 85%.. “Y Colored 


| 20% 


After a careful perusal of the year’s bus- 
iness, I came to the conclusion that my 
business suffered from the lack of a suffi- 
cient number of women customers. 

I knew from experience that, while men 
are better buyers, while they spend more 
money when they do make a purchase, yet 
they do not purchase as often as a woman. 
Then, too, when the man is satisfied with 
his purchase he will come back, though he 
will seldom speak of you to his friends. A 
woman, once satisfied, will not only come 
back herself from 10 to 20 times a year 


compared to the man’s three times during 
the same period, but she will also advertise 
you to her friends until both her imme- 
diate family and her friends are so im- 
pressed with your store that when they 
think of buying jewelry they think of you. 
Therefore, I came to a natural conclusion 
that I must increase my female trade to 
increase my sales for the year to come. 

It is one thing to decide to do a certain 
thing in business and another to determine 
how it can be done. 

I began by looking around my store. It 
was clean, the stock was well arranged, 
the selection fair for a beginner. I looked 
in my show window. It too was clean, 
well arranged and inviting. Just then a 
thought came to my mind that solved half 
my problem. 

The window was my best salesman. I 
knew that I sold more merchandise through 
my window than I did through any other 
medium, and yet my window made the 
appeal to men, because most of the mer- 
chandise displayed was for men. I looked 
over my stock and found the same condi- 
tion prevailed there. I looked at my ad- 
vertising and behold, 75 per cent. of it 
was devoted to men’s merchandise. 

I need not tell you that for the next few 
months all my efforts were concentrated 
on windows that would appeal to women, 
on advertising that women would read, in 
fact, on everything that would tend to bring 
women into my store. 

At the close of the second year the per- 
centage of women customers jumped to 35 
per cent, and still I was not satisfied. I 
wanted to raise the percentage of my 
female trade to at least 60 per cent. 

I again Icoked around the store and in 


my windows. This time I found everything 
to my entire satisfaction. I began to ask 
my jeweler friends what their percentage 
was. They did not know, “Never thought 
of it,” as one man expressed it. 

I then went to a department store in a 
neighboring city and spoke to the manager 
of the jewelry department there. I knew 
that department store trade is mostly 
female, and I knew that many women from 
my town went to buy in the department 
store. I wanted to know why. 

I complimented the manager on the fine 
department he maintained, spoke to him of 
my store, told him of the many buyers he 
gets from my town. 

He laughed, told me I must have made 
quite an impression when I kissed the 
Blarney stone. Told me he heard it be- 
fore. Of a sudden he became serious. “Well, 
and why shouldn’t we get customers from 
your town? You fellows think it is the 
allurement of the large assortment that 
brings the buyer into our stores. Not at 
all. It is the prices.” 

He stopped for a moment, glanced at the 
jewelry in the trays, then at the larger 
things in the wall cases and proceeded: 
“You see, women are great shoppers. They 
carry in their minds not only the prices 
of the article they are interested in, but 
a mental picture of the article itself. It 
is hard to do this with expensive jewelry, 
but it is comparatively easy with the larger 
things and cheap jewelry. 

“You take our jewelry. We often make 
a higher profit than the average jeweler. 
Not so with most of our silver and cut 
glass. We sell it very, very close, because 
we know when the woman brings the dish 
into her home, uses it every day, gets a 
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Silas says: “Subscriber asks: ‘How could Wilson expect peace when he took his wife along?’ ” 
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Every merchant needs accurate store 
records for two purposes 


@ At the end of each year he needs a complete, accurate report 
of store transactions to help make out his Income Tax return. 


(2) He needs these same figures every business day. He needs 
them to control his business. 


He needs these figures to know how accurate, unchangeable records. It classi- 


much money he is making, and what it fies, adds, certifies. It saves work and 
reduces expenses. 





costs him to do business. 


No merchant should keep records by hand 


Every merchant can get a record of his . 
é aniigeatibeen that can be kept so easily by a National 
store transactions in two ways—the old- 
Cash Register. 


fashioned way, by hand, or he can get 


them by machinery. A post card will bring full information 


about what an up-to-date National will 
A modem National Cash Register makes do to help you. 


The National Cash Register Company 
Dayton, Ohio . 
Offices in all the principal cities of the world 
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Storekeeping Department. 








good mental impression of it and then goes 
to other stores and sees similar merchan- 
dise at higher prices, naturally she comes 
back to us to make her future purchases. 
We make a ‘Leader’ of the large things 
and the lower priced jewelry, so customers 
get an impression that our prices on the 
better class of jewelry are relatively low.” 

I need not tell you that the system ap- 
pealed to me and was immediately adopted. 
My fourth year in business showed 60 per 
cent women and my annual business in- 
creased 200 per cent. 





Considerate Treatment 





§° strong is the desire for considerate 
treatment embodied in the mind of the 
average human being, that he will go out of 
his way often to purchase from the store 
that makes the visit one of pleasure. He 
will seek out the employe in another store 
(though he dislikes the store itself) who 
is agreeable and refuse the services of an- 
other when making a purchase. We are 
all alike in this respect. None of us like 
to meet with people who are continually 
in the throes of a grouch. 

If the employer is a disagreeable man, 
he will be unwise to expect his help to be 
possessed with more than ordinary cour- 
tesy. There is one big reason why the em- 
ployer should give his employes an exam- 
ple. It will not follow that the salespeople 
are not polite when the “boss” is not so, 
but there is like to be a kindred feeling 
and your influence will be passed onto the 
help often, so that the effects will be to 
make them less regardful of the manner 
they have toward the customers. 

Go to any store where the employes and 
the employer are both agreeable, and you 
will find the very atmosphere teeming with 
good cheer. It is contagious. ‘It perme- 
ates the very atmosphere. It makes the 
customers eager to come here. On the 
other hand, note the difference in the store 
where either the proprietor or the help is 
of the different kind. 

If the customer enters a store and finds 
that only passing interest is shown there is 
a feeling at once that this store is the one 
to be avoided. Then, too, there is the mat- 
ter of giving each one who enters the store 
a certain recognition. Let them know that 
you are aware of their presence and that 
you will see that they are given the proper 
consideration. If there are several, see 
that each is taken care of in his turn. 
Many times the prospective customer leaves 
the store and never returns on this seem- 
ingly slight neglect. The public is funny, 
and the customer often a little exacting. 
But the storekeeper must make allowances 
for these things. The old rule of first come 
first served should be strictly adhered to 
in every case. 

The customer’s time is just as valuable 
as yours. You must bear this in mind. 
Often the visitor is in a hurry for various 
reasons. You are at times in a hurry, too, 
when you visit a store. Well, keep this 
golden rule in mind and bear its text well. 


THE JEWELERS’ 


CIRCULAR 


123 








A New Store with Individuality 








Written Expressly for The Jewelers’ Circular. 

















NDIVIDUALITY marks the exclusive 
retail jewelry establishment of S. D. 
Hardy, Norfolk, Va., who has succeeded 
to the business of D. Buchanan & Sons, 
Inc. Mr. Hardy is located at 335 Granby 
St., having purchased the property several 
months ago. His store is planned after 
the high class French and American 
jewelry establishments and is an innova- 
tion in his particular section. 

There are individual cases and tables for 
the display of diamonds and other jewels 
arranged on mahogany bases. Comfort- 
able chairs are provided for patrons. In 


delabra on each side, and six individual 
display counters, four feet long, with small 
tables between each counter. Three display 
counters and two tables are arranged on 
each side of the store. From this part of 
the store to a partition the regular wall 
cases and eight-foot counters are arranged. 
The cashier’s office is on the left and the 
proprietor’s on the right. 

Richness marks the whole establishment. 
The floor is covered with a gray carpet of 
fine texture and three handsome Oriental 
rugs lie on the floor at.random. The store 
has a 20-foot pitch worked out in five at- 





A PRESPECTIVE VIEW OF THE NEW STORE OF S. D.. HARDY, NORFOLK, VA., SHOWING 
TABLES AND CHAIRS FOR CUSTOMERS. 


another part of the store are the wall cases 
and floor cases for the display of silver- 
ware, glassware and jewelry. These beau- 
tiful glass cases are also set on highly pol- 
ished mahogany bases. The side walls, 
which extend half way to the ceiling, are 
of mahogany panels. 

The formal opening took place March 
29, when 2,500 people attended. Useful 
souvenirs were distributed to men and 
women, including memo books, beautiful 
gold satin vanity cases, roses and carna- 
tions. 

As one enters the store, on the right one 
finds a very attractive diamond room, nine 
by six feet, containing a small safe used 
exclusively for diamonds, also a small table 
with chairs similar to those in the store 
proper. On the left is the watch repairing 
department. Extending from here on for 
about 25 feet, there is seen perfectly’ plain 
mahogany panelling with elaborate can- 


tractive panels with a heavy beam effect 
across the ceiling. The color scheme is 
very attractive, blue panels being seen on 
the side walls with a gray ivory beam and 
white ceiling, just lightly tinted. The same 
effect has been carried out in the lighting 
fixtures. 

Mr. Hardy has crystallized an excellent 
idea, which ought to meet with much fa- 
vor. An announcement recently distributed 
by him reads as follows: 


JN every community there are a num- 
ber of discriminating persons who 
appreciate the individual. In no line 
is there a greater opportunity of putting 
this individuality into tangible form than 
in the proper design of jewelry and set- 
ting of precious stones. 
You are invited to the opening of a 
Jewelry Shop, the keynote of which is 
Individuality. 
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HAW KES 







Hawkes Originality 
Means More Sales for YOU 


“Something New,” is the constant cry Ss 












































) of your customers. Cut Glass | 
\ Engraved Glass 
} Hawkes is always turning out an orig- —— 
inal bit of crystal—perhaps a new Sterling Silver- 
( shape, or a new decoration to catch the Senned Se 
° 72 ecora 
public’s eye. Glass 
: . las : . Decorated 
In this vase the “different” touch is the Enameled Glass 
sterling silver foot. Put it in your ya ag 
° . ys es Sets 
y window, where people can see it, and Clnndite Gente 
: watch the results. It is selling so well ee 
elsewhere that it should mean good Gal Gesemmal 
business for you. Colored Glass 
4 <i é - =~ Eng 4 lish and 
ris. 
7 Sterling Silver Foot Vase—No. 3153. Period Glass 
)}) Resend tines ih, an T. G. HAWKES & COMPANY Odd Matchings 
Sita capering for welch the, Reus Corning, N. Y. Inventors and Patew | 
of Hawkes is justly famous. $3.65, tees of Hawkes Fa- 
Net. mous French Dressing 
LL Mixing Bottle. | 








F. C. JORGESON & CO. 


159 to 167 ANN STREET, CHICAGO 
Makers of HIGH-GRADE JEWELERS’ FIXTURES 


ss | | The Buyers’ 
Directory 


Price, $1.00 


The Jewelers’ Circular 
Publishing Company 
11 John Street New York 








Colonial Wall Case, No. 123. Counter Case and Table, No. 107. 
WRITE FOR OUR CATALOG. 


NON-TARNISHABLE FLANNEL The Protection Ring Guard 


‘Has No Points to Catch or Scratch 

















For Silverware, Watch Cases, Cutlery, Bags and Rolls EASY TO PUT ON 
In Yellow Go t 
WHITE AND ALL COLORS "White Gold l4K $5.00 Dozen 


Deliveries: Stock Shades—lmmediate; Special Shades—3 to 4 Weeks. 6 Sizes 


Myron B. Levy Co., Inc., "2% Bleecker Street The Lion Safety Pin Clatch Co. 


Pat. Pending 81 Nassau St., N. Y. Pat, Pending 
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Storekeeping Department. . 








You will be greeted by an atmosphere 
entirely lacking in the average business 
house—rich rugs, individual tables, at 
which you may sit while making your 
selections, furnishing and service which 
create a cozy, confidential atmosphere 
and a selection of designs which reflect 
the experience of a life-time in supply- 
ing the wants of the discriminating. 

You will enjoy visiting this Individual 
Jewelry Establishment and we will en- 
joy having you come. 

S. D. Harpy 
THE INDIVIDUAL JEWELRY SHOP 
Diamonds and Platinum 
NORFOLK, VA. 





Success of a Two-Man Store 

66 TYOES advertising pay in the jewelry 

business?” our correspondent asked 
Mr. Syman, of the Syman Jewelry Co., Ta- 
coma, Wash. “Judge for yourself,” was 
the answer, as he brought out a photograph 
of his store showing a crowd of people 
that filled the entire sidewalk, waiting for 
the store to open, in answer to one of his 
“Saturday Special” ads. 

The growth of this store is remarkable. 
Opening a little over two years ago—with 
very little capital—the sales in that short 
time have totalled over a quarter of a mil- 
lion dollars, and basing his estimate on 
sales to date, Mr. Syman says he will do 
$200,000 this year. 

This is a record when you consider that 
the business was inaugurated in the latter 
part of 1916, when business conditions were 
anything but favorable. From a two-man 
store (Mr. Syman and a watchmaker) the 
store has grown to its present force, con- 
sisting of five salespeople, two watch- 
makers, two jewelers, an engraver, a book- 
keeper and cashier. This staff is greatly 
augmented during the holiday season by 
extra help. Fifteen sales people were em- 
ploved last Christmas. 

The Syman Jewelry Co., since its open- 
ing, has been extensive advertisers, running 
some special article at a special price every 
Saturday, and attributes its wonderful suc- 
cess to its continuously keeping its name 
before the public. 

The fixtures in the store are Circassian 
walnut throughout, and the arrangement is 
planned to give the maximum of service 
with the greatest efficiency. Electric cash 
carriers are used in all departments, con- 
necting with a central cash station in the 
office, which is situated on a balcony in 
‘the rear of the store. Indirect lighting 
system is used, the light being distributed 
from four drops of 500 watts each and 
seven of 100 watts each. 

Mr. Syman comes from a family of 
jewelers, brothers in Denver, Colo., Spring- 
field, O., Saskatoon, Canada, being actively 
engaged in the same business. The broth- 
ers are now planning a chain of stores 
across the country. 








J. Strahle has purchased a jewelry busi- 
ness at Stanton, Nebr. 


‘so in this store. 
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Three-Minute 
Selling Talks 


Written expressly for 
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Brings ’em In By Bicycle 
WO young men, W. R. Beckstead and 
Lorin Passey, partners in the Beck- 


stead Exclusive Jewelry Co., Provo, Utah, ° 


are drawing more and more people to. their 
store by a plan to increase traffic, at least, 
into their store. 

They have but a small store, not over 
eight feet wide at the widest part, which 
is the rear, giving them a very limited 














A BIKE 


STAND FOR CUSTOMERS. 


front. In order to have a “place in the 
sun” and not to be overshadowed by their 
larger neighbors, they had a device made 
that was needed, a bicycle track for the 
boys’ wheels. This gives them a prominent 
sign that reads four ways and helps to pre- 
vent people passing them by. Mr. Beck- 
stead is shown at the left of Mr. Passey, 
beside the bicycle rack. 


Urge Customers to Use the Phone 
In many stores there is a sign worded to 
shoo people away from the telephone. Not 
The inscription on the 
Beckstead sign reads: 





Don’t ask us to use this— 
USE IT. 
You Are Welcome. 











A woman anxious to use a telephone had 
passed up the telephone in another store. 
She just happened to look up and read the 
Beckstead sign and telephone. “Well,” said 
she, “that’s the first time I ever saw that 
on a telephone.” She probably will not for- 
get. 

The first year these two young men took 
over the store they doubled the business. 
They get a thorough turnover at the rate 
of four a year. There is'a balcony in the 
rear of the store which had been used for 
trash and empty cases. In the near future 
this will begin to make dividends. The 
boys are going to add an optical depart- 
ment. It’s a slim opportunity that gets by 
these men. Their motto is expressed, they 
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Say, in this poem, which was posted. in 
prominent place: 


SMILE. 
Nobody ever added up 
The value of a smile, 
We know how much a dollar's worth 
And how much ts a mile; 
We know the distance to the sun, 
The size and weight of the earth. 
But no one here can tell us just 
How much a smile is worth. 


Incidentally, it might be mentioned that 
to step to the telephone a woman has to 





AN UNUSUAL 


INVITATION. 


And 


pass a very attractive display or two. 
as she talks she sees others. 


Publicity for the Pearls 

The lustrous white of the pearl seems to 
harmonize with the purity of spring and 
lends itself to a good thought which can 
best be expressed commercially in a three 
or four inch newspaper space. The sub- 
stance of copy might convey the idea in 
some such words as these: 


HAT better expression of sin- 
cere friendship or remem- 
brance of sacred bonds can be found 
than in the gift of pearls? 
Pure, white, lustrous pearls—the 
treasures of the ocean and the gifts 
of the sincere. 


IFTS of pearl are emblems of 
quality, holiness and good will. 
Pearls suggest all that is desired— 
even peace. 
A special-assortment of pearls and 
associated gifts wi!l be found in good 
quality and service :at 


MENLIN’S - - “The Gift House” 








Charles G. Brown, a jeweler, died at 
his home in Barker, N. Y., recently. He 
had been in business there for the past six 
years. Mr. Brown was ill two weeks with 
pneumonia. His widow and one son, 
Walter, survive. 








Silas says: “Without some sacrifice, Seth, there is never any real progress.” 
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Crystal-ware 


for the Connoisseur 











Discriminating buyers 
prefer 


Cutbill Crystal 


because it is as perfect 
as human endeavor can 
make it. 





It establishes prestige 


and encourages new 
patrons. 


Write for full particu- 
lars. 


Tutbill Cut Glass Co. 
Middletown, N. Y. 
































TELLS TIME IN THE DARK es 


= S KA 


ALARM 


Hands and num- 
erals treated with 
a radio-lumineus 
material. Stands 
six inches high. 
Nickel case. Big 
bell in the back, 
loud and clear, 


Fully Guaranteed 


Each 


ESKA MFC. CO., BALTIMORE, MD. 


For the convenience of dealers In Greater New York, we 














maintain an office at 9 Maiden Lane. 


COFFI RECORD 


Olg and Tried Standard Jewelry System 
Devised by BENJAMIN F. COFFIN 





This SYSTEM is now in operation in representative jewelry 
stores in all sections of the country and is adaptable to any size 
business. 

Testimonials on the advantages of doing business under this 
method will be furnished on request. 


SHOWS AT A GLANCE 


Merchandise in stock; Merchandise costs; Merchandise profits; 
From whom goods purchased; How long in stock; At what price 
goods were sold, and includes the Coffin Watch Record System, 
and is a valuable 


Buying and Selling Guide 


This jewelry stock record consists of one expansion loose leaf 
binder for permanent use. 
40 High Grade leather index tags stamped in gold letters, and 
400 loose leaves, both sides ruled and printed on buff record 
ledger paper,—Size of leaf 844x13%. 

400 leaves will record a stock investment up to $50,000.00. 


THIS COMPLETE EQUIPMENT 


Including instruction sheets, delivery charges prepaid, 


$27.50 


Additional leaves supplied at $2.00 per Hundred. 


B. F. Coffin Jewelry System Co. i. 


725-733 South La Salle Street Chicago, Illinois 











Mr. Coffin is the author of the Keystone series, “Foundation 
of Intelligent Merchandising,” and is efficiency expert and 
confidential advisor to leading jewelers. 
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Price Maintenance and War Tax 
Bripcerort, Conn., April 17, 1919. 
Editor Tue JEWELERS’ CIRCULAR. 


_ Dear Sir: As we have written you a 

number of times in regard to war tax 
matters, we thought that it might be 
good information for you to know that 
*Robt. H. Ingersoll & Bro. recently sent 
out a circular of prices (one of which 
we enclose) fixing prices in which the 
retailer was to collect the tax from the 
customer. 

We immediately wrote them that we 
could not collect the tax on a few lines 
and have no tax on others, as the work 
involved in keeping records, to say 
nothing about the liability of errors by 
clerks, would entirely preclude the mak- 
ing of a correct report. 

We were pleased to receive a letter 
from that firm this morning stating that 
in a few days it would issue a new list 
of prices in which the tax would be 
included and would also allow a trifle 
larger margin of profit for the retailer. 

We suggest that you can do the retail 
jewelers a great deal of good by having 
articles which would suggest to retailers 
that they should insist on a larger mar- 
gin of profit from manufacturers who 
set a price on nationally advertised 
goods. The price should be large 
enough to cover the cost of doing busi- 
ness and leave a fair margin of profit. 
It costs the retailer more to do business 
than ever before, and we think that if 
this matter is laid before the right manu- 
facturers they will do the right thing. 

We find that most manufacturers 
want to make the retailer sell his line 
close so that by so doing he can meet 
competition and work for volume. The 
manufacturers argue that they spend 
large sums for advertising, etc. If we 
call their attention to this they say: 
“Make it up on other lines.” This we 
do not think is fair. Each line should 
stand its proper percentage of expense. 

We know manufacturers who imme- 
diately add from 100 to 150 per cent 
overhead to the figured cost before they 
fix their selling prices, and then add 10 
per cent more for the cost of selling the 
line. Most of them who call on us say 
a 50 per cent mark-up is a good profit 
for a retailer. 

We believe that a larger mark up is 
necessary today than in the past, espe- 
cially on articles which retail for $100 or 
less, and as the price increases a slightly 
less mark up could be made. 

Watch, silver and other manufactur- 
ers should be made to see that it is for 
their advantage to help get better prices, 
as this would make for a quicker pay- 
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ment of retailers’ accounts to manufac- 
turers and jobbers. 

The things which make all this neces- 
sary are the slow turnovers and the 
lasting quality of goods. Some lines, 
such as good watches, should carry a 
higher mark-up. I have heard some 
men in other lines call the jewelry busi- 
ness a “piker’s” business, and I think to 
some extent they are right, considering 
profits, mark-up, etc. 

It is surprising how many salesmen 
call on us and when talking profits or 
prices, especially percentage, know so 
little of the subject. We feel that as 
they are the mouthpieces of the manu- 
facturers, the latter must be nearly as 
uninformed on this subject. 

Thanking you for past favors, I am, 

Yours respectfully, 
F 


Says “Large Volume and Small Profits” 
Not Practical in the Jewelry Business 


Haddon Hall, Atlantic City, N. J., 
May 7th, 1919. 
Dear Mr. Nattan: 


Your favor of the 27th of March has 
been forwarded to me here and I am 
very glad to see you are doing some- 
thing to get retailers to realize how they 
must mark their goods in order to make 
any money. You are doing good work! 
Keep it up, and don’t forget the whole- 
saler. He needs this kind of help quite 
as much as the retailer. 

That both need it I know, for lama 
member of the Retail Jewelers Asso- 
ciation, and also the Wholesale Jewelers 
Association, and the main thing many 
otherwise bright men need is to realize 
that there is no money in a large volume 
with small profits in our line of busi- 
ness, as we can never get the volume 
large enough to materially change the 
cost of doing business. 

Yours truly, 
SMITH Patterson Co., 
Boston, Mass. 
(Signed) M. N. Smith. 





Thanks, We’ll Continue to Do Our Best 
WasuIinctTon, D. C., May 6, 1919. 
Dear Mr. Nattan:— 

The Storekeeping Department of THE 
JEWELERS’ CIRCULAR recently contained 
two excellent articles, “Some Disap- 
pointments with Jewelers I Have Pat- 
ronized,” and “Revise Your Mark Up.” 
The ideas expressed in these articles 
touch the sore spot in the jewelry busi- 
ness. 

Treat your customers right and make 
a fair profit! How many stores are there 
in the country that can truthfully say: 
“We always do?” 

Very respectfully yours, 


(Signed) Gro. W. Spier. 








The Equitable City, published by the 
Equitable Life, says in a recent issue: “Cap- 
tain Kidd once lived at 56 Wall St. He 
was, perhaps, the first of a long line of 
pirates who have made this street the scene 
of their activities.” 
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Displaying Silverware 





LA week I started out to buy spoons— 

just spoons! That is, I didn’t know 
what I wanted in spoons. I hadn’t de- 
cided. 

I visited several stores, and almost with- 
out exception the display of spoons was in 
white-lined cases or chests, dainty, beauti- 
ful, satin or silk-lined—all very much alike. 

Of course this silver would later grace 
a white-covered table. It would be sur- 
rounded by all the traditional furnishings 
and atmosphere of a beautiful dining-room. 
But this gleaming display on the white- 
covered table would not be a sales display. 

I remember wondering how long some 
of the spoons I saw would have to wait 
before they got to someone’s dining-room. 
I had almost forgotten that I myself want- 
ed to buy spoons. I was thinking of just 
someone. 

At last I wandered into a shop where 
the spoons were in long lines on dark vel- 
vet covered shelves in the showcases. How 
it shone! All the different shapes, and 
patterns, and designs showed up so dis- 
tinctly that my mind could not take them 
in and remember them too. 

I didn’t buy, I think because I was too 
tired, but all through the week my mind 
was going over the display in that last 
store. 

Today I went back. Almost subcon- 
sciously I went straight to the showcase 
with the plain handled pattern I had de- 
cided to get. 

After buying for myself I turned to an- 
other case where a very beautifully dec- 
orated pattern was shown. No other pat- 
tern was in this case, but spoon after 
spoon just alike lay side by side. 

That display had captured my mind and 
best of all my memory, and I got a set 
for a friend’s wedding present without any 
hesitancy for deciding. 

On the way home I revisited some of the 
stores I had visited last week. With the 
design I had purchased well in mind, I 
saw several that pleased me as well. On 
my first visit I had not seen them and the 
mode of display was to blame. It hadn’t 
impressed them on my mind. 

I couldn’t have recalled the patterns and 
come to a decision later on like I did about 
the ones I bought. 

The successful display should not only 
capture the attention for the minute but 
it should make it possible for the mind to 
retain the impression. 

This display had done these things for 
me and thus helped me to decide on the 
spoons for myself. It had also created a 
new desire and effected an unexpected sale 
of the spoons for my friend. 

It had served much the same as “follow- 
up” letters do in mail advertising. Beside 
being an effective display in making a sale, 
it had made a customer, and all at the 
initial cost. 








The Morgan Jewelry Co., of Joseph, 
Ore., has been sold to Mr. Kehr, of Filer, 
Idaho. William Morgan, manager of the 
Joseph store, intends leaving shortly for 
Oakdale, Wash., where the company head- 
quarters are located. pian 
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() E of the big drawbacks to the 
watch industry is the popular idea 
that a watch is a heirloom that 


should never be discarded. 


Wadsworth Watch Case advertis- 
ing in the Saturday Evening Post 
is helping overcome this by empha- 
sizing the style factor in watches. 


THE WapsworTH WATCH CASE Co. 
DAYTON, Ky. 


New York OFFICE CHICAGO OFFICE 
17 Mamwen LANE 31 N. Strate St. 






























































The Future of the Watch Business 








An Address Delivered by C. F. Miller, President of the Hamilton Watch Co., Lancaster, Pa., 
Before the Recent Convention of the National Wholesale Jewelers’ Association 
Held at Atlantic City, N. J. 

















R. CHAIRMAN and Members of the 
National Wholesale Jewelers’ Asso- 
ciation : 

[ want to express my pleasure and deep 
appreciation of the privilege afforded me 
in meeting with you and addressing you 
again. 

Your secretary put me down for a short 
talk on watches, but I am sure the other 
manufacturers here will agree with me 
when I say that there have not been 
enough high grade watches made the past 
two years to warrant much talking about, 
so | am just going to say a few words on 
the business and its needs in general, and 
try to tell you how you can help the mak- 
ing of reliable watches, since they must be 
made before they are sold. 

The war has proven more than ever the 
need for and value of the closest possible 
co-operation among those having the same 
interests. Remember where I use the 
word co-operation I mean to co-operate 
in spirit and in fact, and not merely hand 
shaking at conventions. As the late Presi- 
dent Roosevelt once said: “Every man 
owes some of his time to the upbuilding 
of the profession to which he belongs.” 
Life would be sordid if we spent all of our 
time making money for ourselves without 
the slightest regard to those associated 
with us. 

So I figure that part of our job as 
watch manufacturers is not only to stimu- 
late the demand for Hamilton watches, 
but the demand for high grade watches 
and high grade American watches, and in 
that way to help all other manufacturers 
and dealers as well. Such a procedure 
will promote efficiency in business and in 
life, and use of quality articles in every line. 

I see some of you have a restless, in- 
quiring look, as much as to ask me, “When 
are we going to get more of these high 
grade watches that you are talking about?” 
I am glad to be able to tell you that con- 
ditions with us, and I believe with the 
other watch manufacturers as well, are 
very much improved and more nearly ap- 
proaching the normal. We are gradually 
getting our boys back from the service, 


and needless to say we make a place for 
every single one of them, and I believe 
that within the next four months at the 
latest our product will be back to normal. 
But we are not going to stop there, be- 
cause America has never used the quantity 
of high grade watches she should use. 
The market is there if the demand is prop- 
erly stimulated, and we, as well as the 
other manufacturers of high grade watches 
are trying to stimulate that market and 
put it in such shape that it will absorb 
even greater quantities of high grade, ac- 
curate American timepieces. 

If I may take up a few minutes of your 
time for what might seem a selfish pur- 
pose, I would like to bring to your atten- 
tion a very important work in connection 
with the future of the watch business in 
America, and that is that you should use 
your influence toward getting as many 
young men as possible interested in the 
manufacture of watches. The plain truth 
is that America is not developing enough 
watch makers. Some of the high schools 
of our country are now considering voca- 
tional training. Whether this will go so 
far as to take in the first steps toward the 
building of watches and clocks I do not 
know, but one thing is certain that so long 
as the world stands we will need watches 
and clocks, and the very great necessity of 
educating more young men to the business 
here in America is very apparent to me, 
and I hope it is to you all as I am looking 
forward to a much larger American watch 
business than we enjoyed before the war, 
not only for our own consumption, but 
many foreign countries will, I believe, be 
glad to have American watches. 


The Hamilton Co., that I have the honor 
to represent, established a school for such 
training about six years ago, and just now 
we are arranging to enlarge it to take in 
60 young men. Of course, every young 
man is not fitted for watch making, but 
we take them in on a three months’ trial 
and pay them $1 per day. If, at the end 
of three months they show ability and 
likelihood of becoming watch makers, we 
increase their wage and keep them there 





































for another three or six months, at the 
end of which time we transfer them te 
some department that we think they are 
best fitted for, and at the end of the year 
those that show ability are earning prob- 
ably $2 per day, or about $600 a year; at 
the end of two years they earn from $1,000 
to $1,200, and at the end of three years 
$1,300 to $1,500. This I think is doing 
very well when compared with the way 
they did in Switzerland the last time I 
was there—work three years for nothing, 
at the end of which time they have a posi- 
tion paying about $1.50 to $2 per day. I 
was very much pleased to see the Elgin 
Co. assist in establishing a school recently, 
and I hope that as you meet young men 
who are seeking your advice you will not 
forget the watch business. 

Another point that is being continually 
brought to our attention is the fact that 
the retail jewelers are not making enough 
profit, considering the increase in their 
daily expenses, and as you certainly must 
hear of this frequently, and as your inter- 
ests and the interests of the manufacturer 
center with the retail jeweler, so the prin- 
ciples that affect his success are certainly 
vital to both your and our success, and as 
you are in constant touch with the retail 
jeweler, you have a splendid opportunity 
to bring to his attention the fact that there 
never has been a time, and probably never 
will be a time again that will better afford 
the opportunity for him to do away with 
some of the expensive customs and prac- 
tices which have grown in the jewelry 
business,and which were originally intend- 
ed just to be plain service, but which have 
grown into a very decided abuse and at 
great expense to the retail jeweler, taking 
just that much from his profit, which many 
of them claim is not enough in itself. I 
refer to engraving of all kinds. For ex- 
ample, if a jeweler sells a watch for $75, 
the old way was to suggest the engraving 
of a monogram and perhaps three or four 
lines presentation engraving on the cap of 
the case. This is done free of charge, and 
by doing that he sacrifices 4 per cent. to 
5 per cent. of his profit. And about the 
same thing is true of silverware. 

There are many other forms of service 
that the jeweler gives gratis, and for 
which a fair charge should be made. He 
best knows what it should be. This prac- 
tice puts me in mind of the clothing busi- 
ness in the smaller towns some 15 or 20 
years ago—when buying a suit of clothes 
the merchant always gave a pair of sus- 
penders and a neck tie at a cost to him of 
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DON’T FORGET = —_ - convince 


LEIMAN ° Le = 1 
eros. Polishing Dust Collector a ie 
that they have been throwing money away every = SS 

day they have done without it. ’ : "aT — 


TIME WILL TELL 3 ooisins 
dust contains much value—more than you think. 


That’s why the use of these machines is spreading 
so rapidly all over the world. The size of your 
shop, or the amount of work you are doing makes 
no difference. Your gold dust savings are always 
in proportion—and you have a neat, clean shop. 
You'll be proud of it, too—don’t forget that. 


Get the Catalog—Send while you think of it—today 


The Complete Workshop Outfit 


FOR THE REPAIR MAN with dust collector, drill, sand blast furnace 


and blower, ingot and blow pipe with anneal- 
ing table. Can be operated by your electric 
light. Runs with ball bearings and uses very 
little electric current. Does only the best work 
and will last a lifetime. You get it complete 
as shown—just turn your current on at the 
lamp socket. A good outfit for the store- 





Complete and up-to-date. 
All parts are 
regular man size 
machines. 








keeper. 
The Jewelers’ _ NOISELESS 
BLOWER | “TAKES UP 
to melt with, to use ITS OWN 
with the blowpipe. WEAR” 


If you are using 
a blower now that 
gives you trouble, 
investigate this 
one—you’ll like it. 


Many Sizesto 
Choose From 


There’s one 
for use inthe 
big shop to 
operate the 
sand _ blast, 
the blowpipes 
at all the 
benches, the 
various gas 
furnaces, etc. 
—and one 





Sensitive 


Drill 


Press Gamez 


You can use as 
large as a 5/16 
inch drill or as 
small as a No.80— 
with or without 
motor—Zinc lined 
box — Highest 


ry 
grade chuck—No 

work too fine or 

or enc es too good for this 
machine — hand 

Single and Double fully equipped for the | and foot feed both 


convenience of the jeweler—pans, draws, | —You can use 
file pins, arm rests—top hard maple. either. 


LEIMAN BROS., 6232 John Street, New York 
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for a_ single 
blowpipe or 
small melter. 
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perliaps $1.00. They’re not doing it now. 
Later on J remember a certain clothing 
merchant, every time a man or boy bought 
a suit of clothes, he put a dollar watch in 
the vest pocket. This suit would last a 

ear or a year and a half, and this is about 
as long as he wanted to carry the watch, 
and then he got a new suit and of course 
4 new watch. There should be a fair 
charge for all extra service. 

Of course, I don’t refer to the regula- 
tion of a watch to the personal equation 
of the carrier, which, of course, is some- 
thing that a jeweler will always have to 
do, and that incurs practically no addi- 
tional expense. 

The tax situation, which caused all deal- 
ers and manufacturers some concern up 
to about a month ago, has, I believe, 
worked out very well, and the consensus 
of opinion of most of the watch makers 
has been that the tax should be buried in 
the selling price of the watch, This is 
perfectly legitimate, so far as obligation to 
the Government is concerned, and is the 
easiest and least noticeable way of hand- 
dling what might have been a difficult situ- 
ation. We have had it in practice for over 
a month now, and have yet to hear a single 
objection to it. 

As to price maintenance, with which, as 
you know, the Hamilton Watch Co. has 
concerned itself for many years, and which 
is one of the fundamental principles of its 
policy, I am’ pleased to advise you that the 
condition is very good and improving daily 
towards permanent legislation. Of course, 
it was useless to expect that legislation 
could be put through when Congress was 
so absorbed in weightier subjects concern- 
ing the war. But we have been trying to 
get the Stevens Bill reported out of the 
calendar by the House Committee, not with 
the expectation of bringing it to final en- 
actment, but for the moral effect. Unfor- 
tunately that particular committee was so 
tied up with proposed legislation for regu- 
lating the packing industry that it seemed 
impossible, and in fact unwise, to press our 
matter at that time. And then you will 
remember the filibuster near the end of the 
session of Congress, which turned every- 
thing topsy turvy, and prevented a lot of 
good bills from passing and becoming 
laws. Our good friends at Washington, 
who have advised us wisely on this sub- 
ject, felt that it would be better to let the 
matter go over until the special session, 
which we believe the President will call 
about the middle of this month, and we 
have strong hopes of having it brought up 
for definite action at that time. We now 
call upon you to lend your support to this 
worthy and absolutely necessary legisla- 
tion. This is really very important be- 
cause members of Congress like to get the 
views not only of their own constituents, 
but when it is a bill concerning the whole 
country, they like to get the views of rep- 
resentative business men from all parts of 
the country. 

The situation on the railroads, which, as 
you all realize, is a great market for high 
grade watches, and which has probably 
done more toward the building up of high 
grade watch demand than any other single 
factor in the country, is getting better all 
the time. The railroads under Govern- 
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ment control are not everything that we 
could have wished them to be, but with the 
return of other public utilities to their 
original owners, we may reasonably ex- 
pect the same disposition of the railroads, 
and then I predict there will be a tremen- 
dous boom in railroad business all over 
the country. When the railroad business 
is good, the steel business is good as well. 
We already know that the automobile busi- 
ness is very great and constantly growing, 
the demand for cars being perfectly tre- 
mendous. We know that the farmer isn’t 
starving to death, and when we realize 
that the four biggest industries of the 
country are booming now, or are bound to 
boom in the very near future, we cannot 
help but picture the business future of 
America in the brightest colors. All we 
have to do is compare our condition with 
that of Europe, and certainly America be- 
comes the brightest spot on earth. 

There is only one dark cloud on the 
horizon, and that is the wave of Bolshe- 
vism or near-Bolshevism, which has fol- 
lowed in the trail of a war ridden world. 
Bolshevism is losing its grip. on the old 
world and will have ceased to be a menace 
when Peace is signed. These three agen- 
cies are bringing this about: (1), The 
signing of Peace; (2), Pouring of food 
into Europe; (3), Successful military ac- 
tion. 

These three are working wonders, says 
Marshal Foch. Bolshevism is one of the 
natural evils to be expected from war. If 
every public official had the courage to 
put it down as did the Mayor of Seattle 
recently, we would have very little to fear; 
but we cannot expect the public officials 
to do it all. It behooves every one of us 
as Americans who are proud of our coun- 
try and proud of the freedom we possess, 
and proud of the liberty which our boys 
fought for over there, to sell Americanism 
to the American public. The forces of 
Bolshevism, through their propaganda, sell 
their red flag, it is up to us to put across 
the greatest asset any country ever had, 
and to sell it, which is 100 per cent Ameri- 
canism. If the present is right, the future 
will be bright, and then we will have no 
fear of business stagnation or financial 
panics, but will have a great and glorious 
future. 





How to Test an Article for Gilt 





| - that is required to recognize whether 

an article is gilt or not is to touch it with 
a glass rod that has been dipped in a solu- 
tion of bichloride of copper. If the article 
has been gilded the spot touched will re- 
main intact, while it will present a brown 
stain if no gold is deposited on its sur- 
face—Popular Science. 


Abelsons’ Jewelry Shop, Utica, N. Y., has 
opened its business at its new location at 
212 Genessee St., with a stock which the 
firm states is worth $100,000. The location 
is one of the best in the city. The business 
was formerly conducted at 25 Lafayette St. 
The business was started 25 years ago by 
Louis Abelson. In 1915 it was incorpo- 
rated, when Mr. Abelson took his sons, 
Mortimer S. and Hymen N. Abelson. The 
three now conduct the business. 
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To Clean Dials of Clocks 





MAXY old clocks, and some of modern 

make, have dials of silver or of cop- 
per silvered. We cannot undertake to 
clean them as we would a piece of plate 
for in rubbing, we run the risk of scratch- 
ing them or even obliterating the hours’ 
figures. However, the sulphur contained in 
the atmosphere often produces on the sur- 
face brownish stains, which give these dials 
a dirty appearance. 

It being impossible to rub them, they 
must be dismounted, which entails no diffi- 
culty. Then prepare a liquid paste, com- 
posed of powdered cream of tartar and 
water. By means of a paint brush this 
paste is spread gently over the entire dial 
to be cleaned, and it is then allowed to 
stand until perfectly dry. 

Then hold the dial under the stream of 
water from a faucet until the paste is en- 
tirely removed, but always without rub- 
bing; the force of the water will suffice to 
assure perfect cleansing. 

Allow it to dry without rubbing and then 
put it back in its place. 

Finally, a light application of vaseline is 
made to a pad of wadding, which is then 
passed lightly over the surface of the dial 
to protect it from contact with the air. 





No Mistake in the Decimal Position. 





ONE of America’s beloved men in khaki 

last week was using his heavy verbal 
artillery from the back of a big truck in 
Washington, D. C., in an endeavor to boost 
the Victory Loan over the top. Another 
soldier stood before the truck urging lis- 
teners to buy. His sales were slow. In 
fact he had only sold $100 worth of bonds, 
and his patience was being tried sorely. 
He could not understand why those stand- 
ing by would not “help finish the job” more 
quickly. 

Geo. W. Spier, the well known jeweler 
of Washington, happened along, just at the 
psychological time, as the philosophers say, 
for the soldier salesman was becoming hot 
like the hand grenades that he threw into 
the trenches of autocracy. 


“Come on, you, buy a bond,” he said, 
as he speared Spier with his piercing eyes. 
(That’s silly rhetoric, isn’t it?) “You saw 
this man prove his patriotism a few min- 
utes ago by buying a $100 bond. Will you 
match it?” 

“Sure,” said Spier, “I will gladly match 
it for Uncle Sam.” And the pledge blank 
was handed to the jeweler who filled it in 
and turned it over to the soldier. The 
latter looked at it and returned it to Spier, 
asking if he had not placed the decimal 
point in the wrong place. Mr. Spier, think- 
ing that perhaps he had made a mistake, 
examined the blank and handed it back 
with the assurance that he had made no 
mistake. It was a pledge for $10,000 worth 
of Victory Bonds. 

Did Spier get three cheers? Ask the 
crowd of bystanders in Washington, 








Mrs. A. O. McBride, Urich, Mo., will 
continue the business of her husband, who 
died a few weeks ago. : 
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USE THE CELEBRATED 


i adiurr 
LURRINOUS | 
Compounc 


To Manufacturers of 
Watches and Clocks 


The great volume of work handled by our various 
factories involves a breadth of dial painting 
experience that warrants consideration of our 
service from the standpoint of both technique 
and economy. 


We use only Luma, the world’s best Radium 
luminous material. 


Estimates and full information upon request. 


LITTLE BLDG., BOSTON e P A 2X BLDG., CHICAGO 
561 FIFTH NEW YORK. 
DIAL PAINTING FACTORIES - PITTSBURG! H-LONG ISLAND CITY-CHICAG0O- BOSTON 














By Day. / | 8-DAY WATCHES 


The IN LEATHER FOLDING CASES 
“ Handylite ” RADIUM AND PLAIN DIAL 


Tels¥ou | |! Goncord WaTcH Co. 


And Tells 15 Maiden Lane New York 

















You Right! 





Here is something your customers want! The “HANDY- 
LITE” is a twenty-four hour clock! Real service all day Mr ] 

long. Has real radium dial—unusually bright and guaran- e ewe er 
teed for the life of the clock. ; 
The fastest selling radium dial alarm clock on the market. are you getting your share of our large business? 
Handsome—well made—6 inches high—long alarm—big Every Store, Factory, Office and School in your 


nae 4 7 i a_i. 1 : V1 A . . o 
roe se oe esapechtne ie ~ city are in need of a clock that requires no atten- 
The “HANDYLITE” has our patented Shut-Off for the 


alarm—a feature which no other clock possesses. Just tion whatever, not even WINDING. Think of 
push the button to stop the alarm! it, an absolute, accurate, dependable, KEYLESS, 
Jobbers—Write for our big discounts. Retail price, $3.00. ELECTRIC SELF-WINDING CLOCK, at a 

It’s a seller! reasonable price. Write for descriptive matter. 


The Bartlett Manufacturing Co. SOHM ELECTRIC CO. 


332 Broadway New York City 143-149 W. Austin Ave. CHICAGO, ILL. 
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in Which Is Contained a List of the Latest 

Ponts Granted by the United States and 
great Britain. The United States Patents 
that Have Expired and the Registered 
Trade- Marks.) 








UNITED STATES PATENTS. 


Issue of April 8, 1919. 
DIAMOND TOOL. Josepu S. Ross, 
N. Y. Filed Dec. 11, 1918. 





1,299,619. 
Port Chester, 


Serial 266,292. ; ad 
An industrial stone setting, comprising a plug 
and socket. in combination with a removable thin 





metal cap clamped thereby and having an orifice, 

a matrix of compressed amalgam jacketed by the 

cap, and a stone embedded in the matrix. 

1,299,624. APPARATUS FOR ELECTROPLAT- 
ING. Harry O. Scuvesster, Peru, Ill. Filed 
Jan, 28, 1918. Serial 214,096. 

Electro-plating “apparatus comprising a_ series 

of baths, the eleétrodes of which are normally 

work holders to 
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means for stationarily 
supporting « work holder in connection with the 
negative electrode of a bath, in which position 
the article carried is immersed in the bath and 


more articl:s to be plated, 


tectrolysis ensues, and continuously operating 

means for moving intermittently each work 

holder from the supporting means of one bath 

to those of another. : 

129,733. VANITY CASE, Witiiam G. Ken- 
DALL, Newark, N. J. Filed April 23, 1918. 
Serial 230,291. 


with an article container and 
of a retaining member 
and comprising a 


The combination 
aticles disposed therein, 
articles 


disposed between the 





tesilient body of sigmoidal form having terminal 

Portions bearing, through the resiliency of the 

fespective body portions, against the said articles 

ina direction to bind the same against the re- 

spective end walls of the container. 

1,299,734. BUCKLE. ALLEN Herman KeErnooop, 
_ Baltimore, Md., assignor to Alma Mfg. Co. 


THE 
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of Baltimore City, Baltimore, Md. Filed 
Dec. 31, 1918. Serial 269,041. 

A buckle comprising side bars, end cross bars 

and an intermediate cross bar connecting the side 


bars, the side bars depending from the cross bars, 





one of the end cross bars having a depending 
flange carrying inwardly directed spurs, and the 
other end bar being flat and lying wholly inside 
tne side bars, the intermediate cross bar being 
positioned below the plane of the end cross bars. 
1,300,024. WATCH PROTECTING DEVICE. 
CHarRLes SCHOFIELD Rosertsuaw, Natchito- 
ches, La. Filed April 2, 1918. Serial 226,199. 

In a device of the class described, a plate mem- 
ber, securing means therefor, and a plurality of 
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watch engaging devices slidably mounted on the 
plate and having frictional engagement with said 
nlate. 


1,300,113. CLOCK WINDING MECHANISM. 
Jonn H. Boyte, New Haven, Conn. Filed 
Nov. 7, 1916. Serial 130,001. 


In a spring winding mechanism, a main shaft, 
a main spring receiving drum fixedly mounted on 
the shaft, a sleeve loosely mounted on the drum, 
a pivoted paw! carried by the sleeve engageable 
in a recess in said drum for connecting the sleeve 
ta the dium upon rotation of the latter in a cer- 
tain direction, a disk fixedly mounted on the main 





Age 
7 


4 











shaft adjacent one erd of said drum, spring pawls 
struck outwardly from said disk, an alarm spring 
receiving drum loosely mounted on the main shaft 
adjacent said first drum having one end thereof 
formed with recesses to receive the spring pawls 
on the disk whereby to permit the transmission of 
rotary motion thereto, at times, and a winding 
shaft arranged in spaced relation to said main 
shaft and connected thereto, as and for the pur- 
pose set forth. 

1,300,124. SPECTACLE-CASE HOLDER. Gkeorce 
E. Cole, Tiffin, O. Filed Jan. 30, 1919. Serial 
274,062. 

A device of the character described including 
an attachment plate, side jlates pivoted to the ends 
thereof, a spring clamping member, and attaching 








termitials extending angularly from the clamping 
member and secured to the side plates and to in- 
sure of the normal holdirg of the side plates in 
slightly spreading relation. 
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Designs 


93,174. EMBLEM, PIN OR BADGE. Ftorence 





L. GatLty, Detroit, Mich, Filed Oct. 2, 1918. 
Serial 256,605. Term of patent 3% years. 
53,175. BADGE Tuomas Heatu, Attleboro, 

Mass., assignor to C. H. Eden Co., Attleboro, 





Mass., a corporation cf Rhode Island. Filed 
July 1, 1918. Serial 242,969. 
53,176. FLAG, PENNANT, EMBLEM, SIGN OR 


ARTICLE OF A SIMILAR NATURE. Erik 





Ni oN. . Eiled sie. 7; 3919. 
Serial 275,669. Term of patent 3% years. 
53,181. B.AJIGE. Moina Micuaet, New York, 

assignor of one-half to Lee Keedick, New 


Hev_, Buffalo, 





York, and one-half “o Otto L. Ferris, Port- 
land, Ore. Filed Dec. 26, 1918. Serial 
268,395. Term of patent 14 years. 

53,185. re Ns 1D OF MANUFACTURE. 
CiTARLES Tonry, New York, assignor to 
J. H. Peckham & Sons, North Attleboro, 
Mass. Filed Aug. 12, 1918. Serial 249,584. 


Term of patent 3% years. 


UNITED STATES TRADE-MARKS 
[The following trade-marks have been adjudged 
entitled to registration, under the Act of Feb. 20. 
1905, and are published in compliance with Section 
6 of said Act.] 





Trade-Marks Published April 8, 1919. 


Ser. 115,433. (CLASS 28. JEWELRY AND 
PRECIOUS-METAL WARE.) Joun Rus- 
sELL CutLery Co., Turners Falls, Mass. Filed 


1919. Under 10-year proviso. 


1834 
J.RUSSELL &CO. 


Particular description of goods.—Table and Fruit 
Knives Made Wholly or Partly of Precious Metals 
or Plated with Precious Metals. 

Claims use since the year 1884. 

Ser. 115,435. CUTLERY, MaA- 
CHINERY AND PARTS 


Jan. 25, 


(CLASS _ 23. 
TOOLS, 


AND 





Russet, Cutrery Co., 
Filed Jan. 25, 1919. 


THEREOF.) 
Turners Falls, 


Jouw 
Mass. 
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Beauty of Design ‘ 
Siiled Workmanship Retfiners 


These are three features which have made Gold 


our 


Galleries and | Silver 
Bracelet Boxes Platinum 


a standard among discriminating manufac- 
turers. 


The best effects at minimum cost can be ob- 
tained through the use of our products. The 
way is open for you to exercise economy with 
profit. 


Get Our Illustrated Bul- 
letin today, No. 510A. 


AMERICAN PLATINUM WORKS HANDY &> HARMAN 


NEWARK, N. J. | 31 Gold St., New York City Bridgeport, Conn. 
SHIP TO EITHER PLANT | 
N. Y. Office CHAS. ENGELHARD 30 Church St. 


HINTS FROM HERPERS First Class Swiss Made 


JEWELERS 
SAWS 


CHS JEAN-MAIRET & C BIENNE 


SWITZERLAND 















































LOUIS AUBERT JEWELERS’ 
eeamatane SAWS 


THE ABOVE DESIGN PRODUCED WITH 
OUR MATERIAL Production: 25,000 gross per month. Guaranteed 


Swiss Manufacture 





AN INQUIRY BRINGS FULL INFORMATION 





HERPERS BROS. G6hAe Buyers’ Directory 
SETTING MAKERS 
EST. 1865 Price, $1.00 
18 CRAWFORD ST. NEWARK, N. J. 


The Jewelers’ Circular Pub. Co., New Yori 





























j 10-year proviso. 
pee deacviption of goods.—Table 
ing, Butcher, Cotton and Hunting Knives. 
Claims use since the year 1884. 

Ser. 115,436. (CLASS 23. CUTLERY, MA- 
‘CHINERY AND TOOLS, AND PARTS 
THEREOF.) Joun Russert Cutrery Co., 
Turners Falls, Mass. Filed Jan. 25, 1919. 
Under 10-year proviso. 


RUSSELL 


Particular description of goods.—Pen and Pocket 


Carv- 


Knives. 
Claims use since the year 18&4. 
Ser. 115,437. (CLASS 23. CUTLERY, MA- 


CHINERY AND TOOLS, AND PARTS 


THEREOF.) Jonn Russet, Cutiery Co., 
Turners Falls, Mass. Filed Jan. 25, 1919. 
Under 10-year proviso. 
s>Ro 
JRUSSELL &CO. 
GREEN RIVER 
WORKS 
Particular description of goods.—Pen and Pocket 
Knives. 
Claims use since the year 1884. 
Ser. 115,440. (CLASS 23. CUTLERY, MaA- 
CHINERY AND TOOLS, AND PARTS 
THEREOF.) Joun Russert Curttery Co., 


Turners Falls, Mass. Filed Jan. 25, 1919. 


OIRES 


Particular description of goods.—Pen and Pocket 

Knives. 

Claims use since April 1, 1876. 

Ser. 115,441. (CLASS 23. CUTLERY, MaA- 
CHINERY AND TOOLS, AND PARTS 
THEREOF.) Joun Rvssert CuTiery Co., 
Turners Falls, Mass. Filed Jan. 25, 1919. 
Under 10-year proviso. 


J.RUSSELL&CO. « 
GREEN RIVER WORKS 


Particular description of goods.—Butcher-Knives. 


Claims use since the year 1884. 

Ser. 115,443. (CLASS 28. JEWELRY AND 
PRECIOUS-METAL WARE.) Jonn_ Rus- 
seFLL CurLery Co., Turners Falls, Mass. 


Filed Jan. 25, 1919. Under 10-year proviso. 


1834 JU. RUSSELL &CO. 


Particular description of goods.—Tableware 
Made Wholly or Partly of or Plated with Precious 
Metals, as Follows: Knives, Forks and Spoons. 

Claims use since the year 1884. 








William H. Hutchinson, for many years 
a prominent business man of Oswego, 
N. Y., died at his home on Main St. re- 
cently, aged 61 years. He was one of the 
best known watch makers and jewelers in 
this section, having conducted a business in 
this village for a number of years. He was 
born in this village, son of James and Mi- 
nerva A, Hutchinson, and learned the 
watchmaking business when a young man, 
and was for a number of years employed 
by the late M. L. Comfort, and on Mr. 
Comfort’s retiring, purchased the business 
which he has successfully conducted until 
about a year ago, when failing health com- 
pelled him to remain at home, and his wife, 
Mrs. Nellie M. Hutchinson, has been in 
charge of the business. He is survived by 
his widow, two sisters, Miss Alice M. 
Hutchinson of this village and Mrs. Wil- 
liam R. Lee of Dixon, Ill.; two brothers, 
Frank J. Hutchinson of Seattle, Wash., and 
George W. Hutchinson of Brooklyn. 


THE JEWELERS’ 


Lancaster, Pa. 


TRADE CONDITIONS. 


The inclement weather that prevailed for nearly 
a week past failed to put a damper on trade 
among the jewelers, who were well pleased with the 
way Spring business is opening. Local manufac- 
turing plants that some time ago reduced either 
their working force or the hours of work, are 
row taking on new hands and returning to the 
normal working schedule. Wages of certain 
classes of workmen have been reduced, but in 
spite of a general tendency to limit expenditures 
the jewelers’ business has materially improved, 
with outlook good for continued increase in trade. 





H. N. Figly visited Philadelphia last 
week. 

A. W. Moyer and wife observed their 
30th wedding anniversary on May 2. 

Frank Pearson is confined to the house 
with a severe attack of rehumatism. 

R. L. White, a jeweler of Greenwood, 
S. C., visited the wholesale jewelers here 
last week. 

Joseph C. Hahn, with the H. S. Meiskey 
Co., spent part of last week in Perry county, 
Pa., on business. 

Julius Sterneman has gone west on a 
business trip of a month, It will take him 
as far as Salt Lake City. 

John J. and Charles E. Bowman, of Ezra 
F. Bowman’s Sons, spent part of last week 
in Philadelphia on business. 

Lancaster had a hard time going over 
the top, its quota being $3,400,000. The 
county’s quota was $8,000,000. 

Miss Abbie Hoover, of the office staff of 
Ezra F. Bowman’s Sons, motored to Phil- 
adelphia with friends several days ago. 

Charles G. Wilson is home from a busi- 
ness trip to Atlanta, Ga., and Montgom- 
ery, Ala. He was absent two weeks. 

Jeweler Benjamin Lichtenstein returned 
a few days ago from a 10 days’ trip to the 
west. In Milwaukee he visited his daughter, 
Mrs. Louis Rosenburg. 

A largely attended and very successful 
card party and dance was held several 
nights ago at the Stevens House by the 
local watchmakers’ union. 

The jewelry store of Don C. Garrecht, 
Mount Joy, has been reopened, having been 
closed for some weeks on account of the 
owner’s illness from pneumonia. 

Alphonse Westenberger, a Lancaster 
watchmaker, recently returned to Lancas- 
ter from France with the 149th Machine 
Gun Battalion, in which he served. 

Lawrence L. Studenroth, a watchmaker 
for E. Keller & Sons, Allentown, Pa., last 
week visited the Lancaster School of 
Watchmaking, of which he was a former 
pupil. 

Harry Hart, with Ezra F. Bowman’s 
Sons, last week attended a meeting in 
Williamsport, Pa., of the Central Pennsyl- 
vania Canton, Independent Order of Odd 
Fellows, as a delegate for Canton Lan- 
caster. 

Lieutenant Karl E. Ways, York, one of 
the six aviators with one of the army avia- 
tion squadrons boosting the Victory Loan, 
was last week presented with a silver loving 
cup by his townfolk while the squadron was 
in York. 

Two beautiful bronze medals minted to 
the memory of two Presidents, James Bu- 
chanan and Andrew Jackson, were con- 
tributed by Andrew Jackson Trojer, of the 
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Philadelphia mint, to the Lancaster Victory 
Loan Committee, to be sold to the highest 
bidder. 

Leland Kincaid, Syracuse, N. Y.,. who 
was in attendance at the Atlantic City avia- 
tion show, visited Lancaster before return- 
ing home. During the war he was a lieu- 
tenant in the Aviation Service. He was 
formerly a student at the Ezra F. Bowman 
School. 

Tobias Vanston, Boston; Ray E. Hunt, 
Newport, Vt., and J. O. Peterson, Belle- 
wood, Pa., have entered the Ezra F. Bou- 
man Technical School as students in watch- 
making. Miss Helen Reinhart, Columbia, 
has finished a course at the school in en- 
graving and watchmaking and gone to Nor- 
folk, Va., to take a position with the Guy 
K. Herr Co. 

James S. McKinty, of Hazleton, Pa., a 
former ‘member of the army branch of the 
Ezra F. Bowman Technical School, visited 
the school last week, having recently re- 
turned from France, where he was attached 
to the Ordnance Department. Lester Ken- 
yon, of Philadelphia, who also attended the 
army branch and went overseas, also vis- 
ited Lancaster recently. 


The Non-Retailing Co. has just re- 
modeled the establishment, so that not only 
is the place made more cozy, but more space 
is gained. F. A. Wheeler, of the traveling 
sales force, has just returned from Florida. 
He has been among their trade in the south 
since shortly after Christmas. E. R. Kant, 
also of the sales force, has returned for a 
round-up of their trade in the middle west. 

Last week a unique service honor 
“tablet” was on exhibition in a show win- 
dow of the Ezra F. Bowman establish- 
ment, which engraved it. It was a large 
shell made at the Armstrong company’s 
works here, and inscribed on the steel part 
of the shell are the names of 158 employes 
of the company who were in the National 
service during the war. On the copper 
rim of the shell are the names of four of 
the men who made the supreme sacrifice. 

The following have entered the Ezra F. 
Bowman Technical School as students: A. 
D. Rogers, Leaksville, N. C.; George D. 
Callahan, Yonkers, N. Y.; Samuel Wolf, 
Boston, entered as a Government student, 
having served overseas and won a Dis- 
tinguished Service Cross; Boniface Pott- 
hoff, Latrobe, Pa.; Eby H. Flary, a former 
instructor of the school, now in the trade 
watch repair business in Lancaster, gave 
the students of the school a business talk 
last week. 


Carl H. Stammer, Duquesne, Pa. a 
former student of the Army Branch of the 
Ezra F. Bowman Technical School, visited 
Lancaster last week. Other trade visitors 
were Raymond Hohl, Pitman, late of the 
112th Ammunition Train, recently returned 
from overseas; Frank E. Trone, Hanover; 
Hewlett K. Sullivan, chief mechanic’s mate, 
stationed at Cape May, who before the war 
was with M. A. Barbee, Abingdon, Va.; 
B. B. Billmyer, Marietta; V. Chester 
Brown, Quarryville, and D. B. Frymer, 
Leola. 





John Veir, Galesville, Wis., has sold his 
jewelry business at this place to E. G. 
Laun, La Crosse, Wis. 
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LEES & SANDERS 


Ten to 14 Days longer to wait for our 
returns, but they are worth waiting for. 


SWEEP SMELTERS,|) 
BIRMINGHAM I,ENc. 


Established 1862 This is an exact reproduction 


JOHN AUSTIN & SON 2 of a full sizea Mazaza 


MADE IN 14-K GOLD ONLY 


This Mazuza Ch i i 
Gold and Silver =f seller, not displayed. in ‘you 
iy shuw window means lost sales 


Refiners, Assayers and Smelters _ 
74-76 CLIFFORD STREET PROVIDENCE, R. I. % LIEBERFREUND BROS. 


Manufacturing Jewelers 
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Originators of this Masusa, 
ole makers and_ distributors. 


The New York Office of the E. Howard Clock Company is now at 309 — - ae pron) va Ye 
Broadway. Jewelers are cordially invited to visit us in our new loca- - sane 
tion. We have been makers of clocks of the highest grade for 77 years. 


THE E. HOWARD CLOCK COMPANY | /Tucibles and Fluxes 


BOSTON NEW YORK CHICAGO 
Established 1842 J. & H. BERGE 05 Jobe a 




















You Get Better Prices Than These for Your] |H. FISHBONE ‘== 


OLD GOLD and SILVER?! | Expert Watchmaker 


We have been serving our customers satisfactorily for over 61 years. we br wpenneaeadlian "ae ork 
We pay special attention to mail and express orders; we pay the 51-53 Maiden Lane ew 
bullion assay price for same, and solicit a trial order. Ore assays a 
—. Returns on express orders will be made within 24 hours. 

ur reputation is our strongest guarantee. = Headquarters for 
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ee _< 8 
eee 63 AnnS » NEW YORK CITY EI A 
3a Ri.  ] a Cc. SONTHALL, Bet. ah and William Sts. o Fea ee | Gold and Silver Plating 
Established 1850 Assayer, Smelter and Refiner Successor to L. DURR & BROS. , a \ R s ewelry 
% Prices. 


gat epairing at Moderate 
Trade- M arks of the Jewelry and Kindred Trades » ‘e Louis Morenfeld j 


The Jewelers’ Circular Pub. Co.. 11 John St., New York : 51 Maiden Lane, New York} ~ 


ACCURACY. WE ARE PAYING 


\\ GEORGE M. BAKER / $95.00 fc 


> GOLD, SILVER AND PLATINUM REFINERS > FOR CLEAN PLATINUM 
oO 91 Page St., Providence, R. lL. & A. Robinson & Son ASSAYERS AND 
Py EFINERS 
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T NEW Y 
Our Modern Methods 149 CANAL STREE 
Produce Greatest ay 


<5 Results SEND ME YOUR SWEEPS 
Pr 30 Years I will give you careful and prompt service 
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. } J. JACOVES ASSAYER AND EXPERT 


41-43 Maiden Lane NEW YORK jj - 
Tel. John 3052 q 
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